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T isn’t the number of 

cars you deliver. It’s 
the money you have in 
the bank. How lIong it 
takes old-fashioned 
dealers to learn that 
simple fact. 
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The Portable Electric 
With the Pistol Grip 7 
and Trigger Switch 
































The genuine “Pistol Grip and Trigger Switch” 





4 Found only on Black & Decker Portable Electric Tools. Pull 
a the trigger to shoot current “ON”. Pull it again to cut eur- 


J rent “OFF”. Current stays “ON” or “OFF”, until trigger is 
. pulled. Only three moving parts. 7 

Bt ; 

4 Simple---Durable---Effective. 


‘ An exclusive Black & Decker feature. 
You can obtain Black & Decker Portable Electric Tools from: your own jobber. 


| Tre BLACK &®& DECKER MFG.CO. 


Towson, Maryland, U. S. A. Lyman Tube Bldg., Montreal, P. Q. 


BACKGROUND PAT. 1924 
BRD.MFG.CO. 


eee sa 
s i aad re € 








NTE: TIE REET OEE 2 RR ER go mee ee, 
ys 33 rep i pat ie Pt ape i ‘ 











eer nN gee. 
































mers 


eRe 











October 16, 1924 MOTOR AGE 


Every repair shop needs a 


WEAVER 
otor Service Press 


Litting connect, Ing 
1 ‘ rod assemblies 


ie. (Left) Twists and bends in the connecting rod 
Fe can easily be detected by using the Test Block, as 
shown, and the rod removed to bed of press for 
straightening. 













(Right) With this Attachment you can 
press out old rivets, punch new holes in brake 
lining for various size rivets and head and 
countersink both tubular and solid rivets--- 
and do a better job in a fraction of the time 
usually required. 
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rstraightening Shafts 
and other light work. 


a (Left) Crank shafts and other pieces requiring 
- light pressure can readily be straightened on the 
Straightening Fixture, using the speedy rack and 
pinion leverage. Note dial gauge can be mounted 
in convenient position for testing shaft and the 
adjustable thumb screw can be set to prevent 
overspringing shaft. 


4 


HE Weaver Motor Ser- 
- vice Press brings within 
reach of every shop the 
services of a number of es- 
sential tools needed for every 
day work at a fraction of 
their cost if purchased separ- 
ately. 


It offers in one compact 
unit a speedy rack and pinion 
press, a five ton screw press, 
a piston aligning jig, a brake AR, = 
reliner and straightening fix- BS es Bie 
ture, as shown in the accom- K h , Rinak 
panying illustrations. Or a 1 e r He - 

* aoe 

If you are interested in 4) 
turning out better work at a Dp VESSUNr C fi 0, IS 
lower cost, ask your jobber Seer 
for complete information. (Right) For work requiring heavier pressure 37 | 

the bar supplied with Press is inserted in wheel, By 
as shown. In this way, pressure up to 10,000 7% 


lbs. can be developed on screw. 
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The best equipped shop gets the business 


Weaver Manufacturing Co. 
Springfield, Illinois, U. S. A. 
Weaver Canadian Co. Ltd., Chatham, Ont. 
















ION RINGS 











































Patented 
March 29, 1910 
May 2, 1922 


OIL-REGULATING TYPE, 
$1.00 EACH 


One to a piston 





Up to and including 5 in. diameter 
COMPRESSION TYPE, 25c and up 
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Specify 
PERFECT 
CIRCLES! 


j bem is only one “oil-regulating” ring— 
‘the Perrect Circe. 


The Perrect Circe Oil-Regulating ring is the 
only oil-ring generally adopted for standard 
equipment use by leading automotive engineers 
—the only oil-ring used by the big race drivers. 


It has been used in the winning car in every major race since 
Decoration Day, 1922. 


It is used as standard equipment in more than 70 motor 
cars, trucks and buses, including Cadillac, Packard, Marmon, 
Hupmobile, Franklin, Willys-Knight, Pierce-Arrow and 
others equally famous for their high standards. 


The PERFECT CIRCLE is first of all a good piston ring—an 
ordinary ring would fail miserably if used with the exclusive 
PERFECT CIRCLE Oil-Regulating principle. The PERFECT 
CIRCLE Oil-Regulating ring controls the oil in a motor. It 
stops oil-pumping. It gives 1000 or more miles to the gallon 
of oil. And it increases the life of the cylinder walls through 
proper lubrication. 


Because of its record of proved performance, the PERFECT 
CIRCLE Oil-Regulating ring is specified by progressive gar- 
agemen for every job. If you do not already know about 
PERFECT CIRCLES, write for descriptive literature. 


INDIANA PISTON RING COMPANY, Hagerstown, Indiana 


JOHN H. TEETOR, President CHARLES N. TEETOR, Vice Pres. & General Manager 
Harkrader & Harkrader: Western Sales Agents, 1603 S. Michigan Ave., Chicago 


PERFECT CIRCLE 


October 16, 1924 














Oil “Regulating Piston Rings 
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The Federal Authorized Sales 
Agency Sign—nationally ad- 
? vertised for vyears—is the 
| public’s identification of every 
, Federal dealer. 
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Do You Have to Depend on Transient Trade? 








\)\ 7 HERE will your business come from 


next year? The year after? Five 
years from now ? 


Can you count on repeat orders from 
your former customers, or will you have to 
depend almost entirely on transient trade? 





One of the greatest assets of Westcott dealers is an 
established clientele—a host of satisfied customers 
who would no more think of changing to another 
make of car than they would think of changing 
their habits of a lifetime. 


If you would like to become the representative of 
a car of this character, a car that will build up for 
you a steady repeat-order business in the years 
to come, send for details of the Westcott Dealer 
Franchise. 


President. ® 








The Westcott Motor Car Co. 
Springfield, Ohio 
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STANDARD SIX 
113-in. W. B. 50 H. P. 


5-Pass. Duplex-Phaeton $1145 
3-Pass. Duplex-Roadster 1125 
3-Pass. Coupe-Roadster 1395 








5-Pass. Coupe . . 1495 
5-Pass. Sedan ca. BE 
5-Pass. Berline . . . 1650 


ERIS IS A 
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The Eyes of the World are on 
the New Studebaker Cars 





SPECIAL SIX 
120-in. W. B. 65H. P. 





5-Pass 
3-Pass 
4-Pass 
5-Pass 
5-Pass 


. Duplex-Phaeton $1495 


. Duplex-Roadster 
. Victoria 

. Sedan . 

. Berline 


1450 
2050 
2150 
2225 


Studebaker Hydraulic 4-Wheel Brakes, optional equipment. 
On all Standard Six models, with 4 disc wheels and spare rim, $60.00 extra. On all Special Six and Big Six models with 5 disc wheels, $75.00 extra. 
(All prices f. o. b. U. S. factories, and subject to change without notice. 


THE STUDEBAKER CORPORATION OF AMERICA, South Bend, Indiana 
STUDEBAERER FEAR 


wn 









BIG SIX 
127-in. W. B._75 H. P. 





7-Pass. Duplex-Phaeton $1875 


5-Pass. Coupe . . . 2650 
7-Pass. Sedan oe cay <o- A 
7-Pass. Berline . . . 2860 
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TRUE PRODUCT OF A HIGH PURPOSE. 
a 
Te augmented and strengthened organ- 

ization producing the Oakland Six is 
guided by one unvarying ideal. 


That ideal is to win and hold and reward the 
confidence of the American public through 
the sheer value of a well-made product. 


To the attainment of this ideal, this strength- 
ened Oakland organization has dedicated all 
of its skill, experience and resources. 


And reinforcing these are the almost unlim- 
ited resources of General Motors, pledged to 
the same high purpose. 


Consequently, new quality and new value 
characterize the Oakland Six. 


True product of a high purpose—fleet, worthy, 


beautiful—it is not surprising that the caris win- — 


ning and — the goods willofall who buy it. 


Oakland M o r Car Compa , Pontiac, Michigan 


O A K L A N_ OD 


rR O D UC F G EN E R AL M O T O R S 
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The Junk Man Swings 
a Wicked Sledge 


—and when he’s finished, the truth about motor 
! car parts stands forth as naked and unpolished 
y \ as the parts themselves. 





“Ts there much left of the bearings of a motor 
car by the time it gets down to you?” is a ques- 
tion put to Jimmy Lyda, veteran wrecker, Bennet 


, L 
\ | Pd Bros., leading firm in Pittsburgh. 
I, 


\ | “Depends on the bearings,” replied Lyda. 

io \ “There’s a lot left in a Timken Bearing. It’s 

adjustable, you know. Wear don’t hurt nothin’. 

ot \ If all there was to the old tubs we get was Tim- 

ken Bearings, a little tunin’ up and they could 
start all over again.” 


THE TIMKEN ROLLER BEARING COMPANY 
CANTON, OHIO 


Columbus, O.— Walkerville, Ont.— Birmingham, England— Paris, France 





(OE 


© 1924, T. R. B. Co. 
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Gold Standard 
of Values 


The World's Most Complete Line 


















For Personal Transportation 
Coupe Sedan Brougham Touring Car 


4-Passenger 5-Passenger Four-Door T-6 Special 


All on the famous Reo 6-cylinder double-framed chassis 





For Passenger Transportation 
Taxicab Pay-Enter Bus Sedan Bus 


6-Cylinder 6-Cylinder 6-Cylinder 





For Commercial Transportation 
Mighty Speed Wagon Parcel Delivery 


12 Body Styles 1000 lb. Capacity 





All designed and manufactured 
in the big Reo Shops,— 
not assembled 





REO MOTOR CAR COMPANY « 4 LANSING, MICHIGAN 
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Meeting Competition That 
Cuts the Percentage 


The Automotive Merchant With a Reputation for Service, Quality and Reliability 
Finds It Easy to Get a Fair Price for His Merchandise 


By SAM SHELTON 


Profit vs. Volume—No. 5 


tive merchant should get on every sale and another 

thing actually to enter it on his bank book. We have 
seen that the automotive business in its fundamentals is 
like any other business and that the established principles 
of merchandising that have led to success in other lines 
will lead to success in our own particular industry. 


It follows that the same difficulties that stand in the way 
of success in other lines of business bob up like little 
demons to harass the automobile dealer and maintenance 
merchant in their struggle to achieve an adequate net 
profit. We have seen that the percentage of markup by 
which the selling price is established is the true measure 
of profit, rather than volume, and now we run up against 
the fact that one of the most formidable obstacles to profit 
is the price cutting, or underselling, by which the per- 
centage is reduced almost to the vanishing point. 


Occasionally we find a merchant in the automotive field, 
as in other fields, who chooses to combat this sort of com- 
petition with fire—that is, he shaves the price a little 
deeper and strives by means of increased volume to garner 
unto himself enough net profits to make it worth while, or 
possible, to remain in business. For every one who suc- 
ceeds by this method there are a dozen who fail. 


\§ is one thing to calculate the profit that the automo- 


“Gyps” Not Only Price Cutters 


In the field of accessories and tires the price cutter is 
commonly called a “gyp”, not merely because he undersells, 
but because in many cases he works off substitute goods 
for those that are advertised. The result is that he actu- 
ally does get as high a percentage, or higher, as that legit- 
imately prescribed for adequate net profit. And the 
customer gets either an inferior or a misrepresented arti- 
cle. But occasionally there is a merchant who consistently 
Sells standard goods at prices below the regular list. He 
constitutes the most dangerous competition for the mer- 
chant who wants to do business along safe and constructive 
lines, while the competition of the so-called “gyp” is not 
nearly so much to be feared. 


The only object in price cutting is to achieve volume of 





sales and the only reason for desiring volume is to collect 
a satisfactory total net profit. For instance, if the mer- 
chant wants his business to return a net profit of $5000 
and his percentage of net profit based on selling price is 
only 2 per cent he will then have to do a volume of $250,000 
retail. But if he gets a net profit of 5 per cent his volume 
will have to be only $100,000 at retail to return his desired 
aggregate net profit. 

No man would think of driving his automobile 250 miles to 
reach a given point when there was a road equally as good 
and leading to the same place only 100 miles in length. 


In the retail selling of automobiles there is a form of 
competition equally as reprehensible as that of the “gyp”. 
It is the cutting of price by means of an overallowance on 
a used car. Time after time the public sees and hears of 
instances of automobile dealers allowing a trade-in value 
on a used car far beyond the known selling value of that 
old vehicle. This means only one thing—that the dealer 
has sacrificed a considerable proportion or all legitimate 
profit in order to make a sale and increase his volume. It 
is too well known to deserve comment that in hundreds and 
thousands of cases the volume was not a successful substi- 
tute for percentage and the dealer failed. 


To the merchant who understands a few of the simple, 
but fundamental laws of economics the overcoming of this 
kind of competition is not nearly so serious a matter as at 
first it seems. 

The first principle is that a business deserves to exist only 
if it renders a SERVICE to the community from which it draws 
its customers. 

The second principle is that a business prospers in propor- 
tion as it SERVES. 

It is then by serving his public in the highest sense of 
the word that the conservative merchant in the automotive 
field or any other may expect to build up a profitable and 
enduring business in the face of price-cutting competition. 

Let us contrast the merchant who serves with the one 
who does not. The one obtains the regular list price, which 
has been established on the basis of fair value, or an ade- 
quate price which he determines himself on the same basis, 
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for the merchandise he sells, knowing that customers who 
appreciate quality and reliability, coupled with service, 
will gladly pay these fair prices. The other uses cut prices 
to attract trade to his store in lieu of any other impelling 
considerations. He does not depend upon the quality of his 
goods or any confidence that the customers may have in 
him. 

The result is that the latter type of merchant attracts 
to himself a shifting custom that rarely repeats, while the 
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He is a merchant who delivers satisfaction along with his 
merchandise and is proud of it. First he makes sure that 
the accessory he sells is the one designed for use on the 
particular car for which the buyer wants it. That is sery- 
ice in its highest sense. Next he installs it properly so 
that it will function as intended and without harm to any 
other part of the car. That is QUALITY SERVICE. And 
then if anything goes wrong with the device than can in 
any way be attributed to the fault of the article or of his 


former builds up a per- 
manent following that 
buys from him repeatedly 
because of the confidence 
and satisfaction that he 
delivers along with his 
merchandise. 

The chief allies of the 
successful merchant in 
combatting underselling 
are, therefore: 

Service 
Quality 
Reliability 

Let us consider a few 
examples. In the city of 
Chicago numerous stores 
advertise automobile ac- 
cessories at cut prices. 
The goods may be of 
standard advertised make, 





PROFIT STARTS WITH BUYING 


VERY merchant who sells goods at retail must first 

buy them. If he buys at too high a price, or if he 

buys too much, or buys the wrong kinds of goods, he very 

likely finds that he cannot make a profit on the resale. 

It is just as important for the good automotive mer- 

chant to know how to buy as it is for him to know how 
to sell. 

In the next article of this series Mr. Frank M. Comrie, 
a keen student of merchandising, lays down some of the 
fundamental rules to be observed in buying merchandise 
for resale. This will be the first of five articles dealing 
with the relation of various phases of buying to the mak- 
ing of profit. 

Articles heretofore published in this series in MoTor 
AcE are: Profit the Motive of All Business, Sept. 18; A 
New Business but Old Principles, Sept. 25; Where Profits 
Come From, Oct. 2; How to Determine Markup for 


workmanship he makes it 
good. That is reliability, 

There will always be 
many customers who will 
buy whatever they want 
from toothpicks to auto- 
mobiles wherever they 
can obtain it at the lowest 
price. It often costs them 
more in the end than if 
bought at a fair price 
from a reliable merchant. 
On the other hand there 
are persons who insist 
upon knowing that the 
merchant behind the 
goods they buy is reliable 
and ready to serve them, 
and fortunately there are 
enough of this type to 













































Profit, Oct. 9. 





but more often they 


make possible some of the 
greatest retail establish- 








are of unknown brands. 

Sometimes installation is included in the price and some- 
times not. It is often found by the customer that the ar- 
ticle sold over the counter is an imitation of or substitute 
for the one that the advertisement led him to believe he 
would get. Naturally even though he makes the purchase 
he is displeased because he knows he has been humbugged. 
Sometimes the article proves to be in fact of the brand the 
customer expected, but not of the right type or model for 
the automobile for which it is sold. In other cases the in- 
stallation is faulty. But in no case does the customer have 
recourse from the merchant, who blandly disclaims any 
responsibility for whatever fault may have been dis- 
covered. 

Let us take on the other hand the accessory merchant 
who sells quality goods at profitable prices and stands back 
of them. He will quote the customer a price for the article 
installed which takes into account the fair value price of 
the article plus a fair charge for the work of installing. 


ments in the country. 

It is necessary, therefore, for the automotive merchant who 
is troubled with price-cutting competition whether in the sale 
of cars, accessories, tires or maintenance, to emphasize above 
all other things the service, the quality and the reliability that 
goes with every sale he makes. 

When he does that, and when he convinces the public 
that he lives up to that ideal, he can safely quote his own 
profitable prices in direct competition with the other fel- 
low’s “gyp” prices and be sure of getting a large enough 
share of the business to make his establishment one in 
which a fair profit is earned although its volume may not 
be quite as large as that of some others. 

(The next article in the series on Profit in the Automotive 
Business, to be published in the next issue of MOTOR AGE, will 
be entitled “Profit Starts With Buying.” It is by Frank M. 
Comrie, a well known student of merchandising, who in this 
article has very clearly analyzed the importance of buying to the 
man who hopes to sell at a profit.) 

























LARENCE ELSTER of Cleveland, O., 

has again demonstrated that the 
adaptation of a clever idea to the sale of 
an article will produce results. 

Mr. Elster has made a great hit with 
his service in washing automobiles. First 
he selected East 80th street and Euclid 
avenue, one of the very busiest corners 
in the city, as the place to establish his 
washing service. There is a vacant lot 
on the corner and he leased it. First 
he laid down a cement floor. Then he 
had placed five water pipes, each pipe ex- 
tending the length of the cement floor, 
and each one about three and a half feet 
in height. From each of these pipes there 
are five faucets to which hose are at- 
tached. Through these the water is 
forced by the regular city water works 





pressure for the washing of automobiles. 

Over the floor and over the pipes, Mr. 
Elster erected a good sized tent. Off to 
the side of the tent, he established his 
office in another tent. The cashier oc- 
cupies one corner of the office tent. In 
the rest of this office space there are 
comfortable chairs, in which the patrons 
may rest, and at the same time watch the 
workers give their cars baths. The 
patrons are thus able to see what sort 
of a job is being done. 

Mr. Elster puts a car through in 10 
minutes. There are four racks on which 
to run through cars, and three cars can 
be placed in each rack—the rack being 
merely the cement floor, with the water 
pipes on each side. That means that 12 
cars can be run through this bath house 


Quick Service Washing Station Gets Business 


simultaneously. The prices range from 
$1.75 to $2.50. 

Mr. Elster, with a view to advertising 
his service, left all sides of the tent 
open. Thousands of automobilists as 
they drive past see the cars being bathed, 
and at once are reminded to look over 
their own machines. In the evening, the 
advertising is even stronger. Then the 
interior of the tent is illuminated with 
electric lights, and the whole operation 
can be viewed from the street. 

At a very little extra cost, a roof can 
be put over the cement floor when the 
weather gets colder, and the business 
can be continued in the colder months. 
But when summer comes again, Mr. El- 
ster says he wants to put up the tent 
again. 
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Coast to Coast Show Program 
of M. & A. M. A. 


Exhibits Sanctioned in New York, Chicago, Cleveland, Boston, Kansas City 


turers Association has expanded its 

show program for 1924, and in addi- 
tion to the National Automobile Shows at 
New York and Chicago and the sectional 
show at Boston, will participate in the 
sectional shows at Cleveland, Kansas 
City and San Francisco. 

In all these shows the M. & A. M. A. 
has contracted for preferred space and 
will assign it to individual manufacturers 
of motors, parts, accessories, service 
equipment and kindred products. 

Negotiations for participation in these 
shows were concluded by M. L. Hemin- 
way, general manager, and Neal G. Adair, 
manager of the show department of the 
M. & A. M. A., in time for announcement 
at the association’s annual fall conven- 
tion, held this week in Cleveland. 


T HE Motor and Accessory Manufac- 


Show Program Expanded 

The M. & A. M. A. officials announced 
that the show program had been ex- 
panded to meet the requests of members 
desiring to show their products in dis- 
tribution centers other than the three in 
which they have previously exhibited. In 
arranging for these additional shows, the 
M. & A. M. A. selected those in wholesale 
distribution centers located strategically 
throughout the country. In all these 
cities are large distributors of cars, 
trucks and varied lines of automotive 
equipment. : 

The expanded show program covers a 
Sweep of territory from coast to coast, 
with shows as follows: 

New York, Jan. 2-10 (National), open- 
ing with two days of exclusive trade at- 
tendance. 

Cleveland, Jan. 17-24. 

Chicago, Jan. 23-31 (National), opening 
with two days of exclusive trade atten- 
dance. 

Kansas City, Feb. 7-14. 

San Francisco, Feb. 21-28. 

Boston, March 7-14. 


In the New York, Chicago and Boston 
shows the M. & A. M. A. will assign space 
only to its members; in the other shows 
to both member and non-member manu- 
facturers, 

Of High Merchandising Value 

Summarizing the merchandising power 
of the seven shows in the 1925 program, 
the M. & A. M. A. show management says: 

They are held in the country’s most im- 
portant automotive distribution centers. 

They are big shows, expertly managed 
and with good showing facilities for parts 
and accessories. 


They draw large public attendance, sev- 


and San Francisco 
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Map showing Coast to Coast sweep of shows in which accessories, parts and automotive 
equipment will be exhibited by M. & A. M. A. members. 


eral of them exceeding 100,000 and all 
aggregating upward of three-quarters of 
a million people. 

They are attended by thousands of men 
in the trade—distributors and dealers in 
cars, jobbers and retailers of parts, acces- 
sories and service equipment, service 
station operators and garagemen. Many 
car dealers are in virtually compulsory 
attendance at dinner rallies held by the 
car manufacturers and distributors dur- 
ing these shows. 

They are shows that will build business 
for exhibitors. 

The sectional shows particularly draw 
many jobbers, specialty distributors, 
dealers and service men who have neither 
the time nor the money to visit the na- 
tional shows. 


Story Told in Booklet 


The M. & A. M. A. has issued an illus- 
trated booklet telling the complete story 
of the 1925 show program. 

The addition of Motor and Accessory 
Manufacturers Association exhibitors to 
these various regional shows promises an 
expansion of service to the industry 
which may well result in increased sales 
and certainly a greatly increased inter- 
est in the shows on the part of the trade 
and public generally. 

In the past only the trade and the pub- 
lic in the territory of the great national 
and Boston shows have had an oppor- 
tunity to view a really representative 
exhibit of all that goes to make up the 
automotive industry. In the smaller 
shows the greater part of the exhibition 
has of necessity been made up of auto- 


mobiles only, with the other spaces occu- 
pied principally by local concerns which 
had the courage to invest their money in 
hopes of stimulating their equipment 
sales. 

The expanded program of the M. & A. 
M. A. will take to tens of thousands a 
fairly complete exhibition of automotive 
equipment, service shop machinery and 
equipment, parts, etc. 

Of particular value will be the showing 
of modern service shop equipment, for 
this will enable garagemen and service 
shop managers to see and examine the 
equipment that has been developed so 
highly in recent years to raise the effi- 
ciency of automotive service with its con- 
sequent lowering of cost to the car owner 
and multiplying of profit to the shop 
owner. 

Thousands in the trade who have never 
had an opportunity of visiting the na- 
tional shows will now find it possible to 
see a truly representative exhibition rep- 
resenting the automotive industry as a 
whole. 


Success Depends Upon Promotion 


Much of the success of these sectional 
shows under the new arrangement will 
depend on the manner in which they are 
promoted. But the past performances 
of the managers of these exhibitions is 
a guarantee that the promotional work 
will be highly efficient. Each of these 


managers is an expert of long experi- 
ence in show management and promo- 
tion. 

Attendance records will doubtless be 
broken at the 1925 shows in these cities. 
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It Pays to Tell Truth About Used Cars 


The “Problem” Is Mostly an Individual One for Each Dealer to Solve, Says 


St. Louts Distributor 


By W. H. WILLCOCKSON 
Secretary and Director of Sales, Vesper-Buick Auto Co., St. Louis 
(An address delivered before the St. Louis Automotive Dealers’ Association.) 








PROSPECT came into the used car sales room of a firm with which I was associated a few years ago. He looked at a 

number of used cars, but his interest centered on one six-cylinder car that was in excellent condition. The paint looked 
new, and everything about the car looked almost new. The tires were beginning to show a little wear, but not enough to 
be serious. After looking the car over very critically he abruptly asked the salesman, “Is that speedometer right?” 
salesman immediately answered, “No, it is not. That speedometer shows about 1,800 miles, but the car has been driven 
around 12,000 miles. The original tires were worn out and the present rubber was put on a short time ago.” The prospect 
looked at the salesman in amazement and said, “I’ll take the car. That is the first time I have heard the truth about a 
used car today, and I have been looking for a good used car since early morning.”—From Mr. Willcockson’s address. 


The 








FTER the endless discussion and 
study of the used car and its effect 
on the dealer organization of the 
entire country, it is very difficult to ap- 
proach the subject from a new viewpoint. 
In the first place, the automobile 
dealer of today is called upon to face 
an entirely different situation than can 
be found in any other business. He is 
called upon, yes, forced to take in as 
part payment for new merchandise, used 
merchandise, on which his customers are 
setting the trade-in-price, and then when 
he goes out to sell that same used mer- 
chandise, his customers set the selling 
price. It is a complex problem, and 
difficult to solve. When you view the 
situation from that standpoint, it is not 
hard to see why so many good capable 
men fall by the wayside. 


We are all united in one thought, and 
this is, that the dealer must use better 
judgment and exercise greater care in 
buying used cars. 


I dislike to use that time worn ex- 
pression of “Buy Them Right,” but I 
know of no other combination of words 
that will carry a fuller meaning. 


Nearly all of the dealers who have 
faded out of the picture, during the last 
two years especially, have gone mainly 
because they have not had the proper 
regard for that first cardinal principle. 
No wonder we constantly hear such say- 
ings as the “Used Car Menace.” 


Each Dealer Is Master 


Each dealer is very much the master 
of his own situation and in view of the 
fact that he is likely to use his own 
judgment in trading, education regarding 
proper methods seems to me to be the 
only solution. 


Great strides have been made during 
the last two years, especially as is evi- 
denced by the figures given out by the 
National Automobile Dealers’ Associa- 
tion, which shows that used car losses 
were cut from $200,000,000 in 1922, to 
$57,000,000 in 1923. Of course, these fig- 


ures are not exactly right, but at the 
same time they are reasonably accurate, 
and accepted as conservative. 


Numerous “used car plans” have been 
tried out, and I will have to admit that 
I have never seen one worked success- 
fully. Consequently I am inclined to be- 
lieve that it is next to impossible to 
formulate one that will work universally. 
Any plan that will tend to establish the 
right trade-in-price is a step in the right 
direction, as it will have a tendency to 
keep various dealers from bidding dif- 
ferent prices on the same used automo- 
bile. The whole affair is a dealer prob- 
lem which must be thrashed out in the 
organization. 


Little Hope of Factory Help 


There is little hope of the various fac- 
tories taking a hand. They contend that 
the “used car situation, or menace” is 
a child of the dealer and should be cor- 
rected by him. They are largely right, 
of course, but not entirely. 


There are things which are beyond the 
dealer’s control, and which actually 
force long trades, but these things are 
only occasional. 


For example, take a dealer who is 
not strong financially. His old friend, 
the banker, may ask for a _ stipulated 
amount of money on a certain day. 
Usually he is in earnest. The answer 
is simple, as two and two makes four. 
Mr. Dealer must slide out and make a 
few long trades to come through, all of 
which will probably mean losses. 


A change of models presents a prob- 
lem for immediate action. The dealer 
usually knows nothing about the change 
until about 30 days before the new 
models start coming in. He should ac- 
cept the situation as it is and get busy 
immediately, in other words, clean house 
as rapidly as possible, for it is always 
better to sell the old models even at the 
expense of some long trading, than to 
carry them too long, until the new mod- 
els come in and then suffer a much 


greater loss from trading through neces- 
sity. 

There is a host of successful dealers 
in every city and state, and an analysis 
of their businesses always develops the 
fact that they train their salesmen to 
sell the new car first, then appraise the 
old at the proper figure, a figure where 
it can be sold without wasting a lot of 
time and money on it. If the deal can 
not be made on the right basis they pass 
it up, for a transaction that does not 
carry profit with it is worse than no 
transaction at all. 


With this class of dealer the idea of 
appraising “by guess or by gosh” is a 
thing of the dim past, and the used car 
is not a serious problem with them. Con- 
trast this with the dealers who allow 
their salesmen and customers to sell 
them on over appraisals, and blindly ac- 
cept these over appraisals, as many are 
still doing. 


Would Use Blue Book 


Were I running a used car depart- 
ment, I would equip myself with every 
bit of information to be had so that when 
appraising time arrived, I would be in 
a position to prove to the owner of the 
car that my figures were right. I would 
use the Blue Book and let him see it. 
I would use lists of local associations, 
if they had any, and let him see them. 
I would also keep an up-to-date clipping 
file of the used car ads from the previous 
Sunday paper, which can always be used 
to advantage in showing the owner what 
his old automobile can be sold for. I 
would build a fence around my bid after 
giving it and if Mr. Owner kicked over 
the price, I would prove to him that I 
was right and that if I bid him something 
like $200 more than I could get for his 
merchandise, then he would have reason 
to be afraid of me, for there would be 
a nigger in the woodpile somewhere. 

Summing this part of it up, I just want 
to repeat that old time-worn expression 
“Buy Them Right.” 
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If a used car is in good running con- 
dition and you have the right figure on 
it, you certainly are not going to have 
very great difficulty in passing it on to 
the other fellow. 

In the sale of used cars there are sev- 
eral things that help wonderfully aside 
from the fact that their appearance must 
be good, they must perform well, and 
pe priced right. I think the most im- 
portant of all is to tell the absolute 
truth to the prospect about the partic- 
ular car in which he is interested. 


When a salesman who may or may 
not know something of the history of 
the car reaches out into thin air and 
makes a lot of statements which he 
cannot substantiate—the prospect nat- 
urally loses interest. 

As an example: A prospect came into 
the used car salesroom of a firm with 
which I was associated a few years ago. 
He looked at a number of used cars, but 
his interest centered on one six-cylinder 
car that was in excellent condition. The 
paint looked like new, and everything 
about the car looked almost new. The 
tires were beginning to show a little 
wear, but not enough to be serious. After 
looking the car over very critically he 
abruptly asked the salesman, “Is that 
speedometer right?” The salesman im- 
mediately answered, “‘No, it is not. That 
speedometer shows about 1,800 miles, but 
the car has been driven around 12,000 
miles. The original set of tires were 
worn out on this car, and the present 
rubber was put on a short time ago.” 


“ll Take the Car” 


The prospect looked at the salesman in 
amazement, and said, “I’ll take the car. 
That is the first time I have heard the 
truth about a used car today, and I have 
been looking for a good used car since 
early morning.” 

The salesman told the truth. He had 
the prospect’s confidence—and the pros- 
pect bought. Telling the truth about 
used cars not only builds confidence in 
the salesmen, but builds confidence in 
the houses they represent. 


Another case where the salesman told 
the truth about a used car, and then 
added a little history about it helped 
to put over the deal. This salesman 
told the prospect who the owner of the 
car had been, along with a lot of facts 
which he knew to be absolutely the case 
regarding the way the old owner looked 
after the car. 


The prospect asked for the owner’s 
name and checked up everything that the 
salesman had said, and to his great sur- 
prise, found that the story was abso- 
lutely correct. He came back and 
bought. 

With the rush of other matters which 
the automobile dealer has to look after 
today, it is very easy to let the salesmen 
who are selling our used cars give the 
wrong kind of stories to the public. The 
manufacturers each year, and a great 
humber of dealers, too, spend fortunes in 
money, and an unlimited amount of time 
in training men to sell new cars—and 
the used car side of the business is al- 
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lowed to shift for itself to a great ex- 
tent. A real “honest-to-goodness” used 
car salesman—the kind who can keep 
the old ones moving out—is a pear] with- 
out price, and if the industry generally 
would educate a portion of its men to be 
real used car salesmen-—it would only 
be a short step to knowing that the used 
car proposition had subsided from a 
“menace” to a well organized money- 
making department of the dealer’s busi- 
ness. 

The live and alert dealer hops on to 
the used car the minute it comes into 
his place, and sees that it is made salable 
at once. Then he gets his salesmen be- 
hind it, and if the price, appearance, and 
other features are right—a sale is very 
likely to be made without delay. 


I know one dealer who moves a sur- 
prising volume of used cars in connec- 


W. H. Willcockson 


tion with his new car agency. Recon- 
ditioning of these cars is begun the day 
they come into his place, and they are 
not allowed to tarry along the line to 
the show room floor. His salesmen are 
furnished daily with the list of cars that 
must be moved, and when some one car 
develops into a “sticker” they hear a 
good many things about that particular 
automobile until it is moved out of the 
front door. This dealer is selling an in- 
creasing quota of new cars every year, 
and strange as it may seem, he is not 
very much worried about the terrible 
“menace” of the used car situation. So 
far as he is concerned, “there ain’t no 
such animal.” 

Even the best used car men in the 
business and the wisest appraiser along 
the row gets stung in a trade now and 
then. He finds occasionally that instead 
of taking in a salable automobile he has 
purchased a pile of “junk”. The next 
thing for him to do is put the right price 





on the old wreck and dispose of it. Fre- 
quently the best bet is the “junkman” 
in a case of this kind. 


No one wants to handle merchandise 
at a loss but it is far better to stare a 
loss in the face and accept it as a fact, 
and then get out from under as quickly 
as possible. Doing this gets the trans- 
action out of the way,—and prevents a 
used car from “eating its head off” in 
storage, depreciation and service charges. 


A review of the whole used car situa- 
tion boils down to only three things: 
First, Buy Them Right; second, Tell the 
Truth About Them; third, Keep Ever- 
lasting Behind Them. 


From my own personal experience, and 
from the experience of a good many deal- 
ers whom I have had the pleasure of 
observing, I believe that there lies the 
solution of the “used car menace.” 





ABOUT HIGHWAY ENGINEER 
QUALIFICATIONS 

The National Research Council, 
through its Advisory Board on Highway 
Research, has recently issued as Bulletin 
45, a report on “Minimum Specifications 
for Highway Engineering Positions.” 
The report was prepared by a special 
committee appointed by the American 
Association of Engineers. This commit- 
tee, with A. B. McDaniel as Chairman, 
has had the official cooperation of the 
United States Bureau of Public Roads 
and of several State Highway Commis- 
sions and Municipal Bureaus. 

The report lists the essential qualifi- 
cations for the filling of 17 typical high- 
way engineering positions. It also pre- 
sents a series of 117 actual problems 
which have arisen in the everyday work 
involved in carrying out the duties of 
the various positions. The solutions used 
are given in some instances and are 
available for all the problems. 

This book of 105 pages with 32 line- 
cuts and numerous tables may be ob- 
tained from the Washington Office of 
the National Research Council for $1. 

CARBURETION IN THEORY AND 

PRACTICE 

A book which goes thoroughly into the 
theory of carburetion is announced by 
the publishers, Crossby, Lockwood & 
Son, Stationers Hall Court, E. C. 4, Lon- 
don, England, the author being Robert 
W. A. Brewer. In addition to giving the 
operating principles of the typical car- 
buretors on the market this book ex- 
plains the theory of vaporization and 
evaporation goes into the question of air 
and heat required, discusses inlet pipe 
and inertia and the flow of fuel through 
small orifices, discusses Brewer’s fuel 
orifice, special jets, moving parts, float 
chambers, gasoline substitutes and ex- 
haust gas analysis. It should be a useful 
volume to the man who wishes to get an 
insight into the theory of carburetion 
and the nature of motor fuels now on 
the market. 
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Open Territory Increases Dealer Losses, 
Says Association Manager 


By A. J. KNAPP 


Manager, Iowa Automotive Merchants’ Association 


ii NHE above caption is a bold state- 
ment based upon frank statements 
of many dealers and distributors 

whom I have interviewed during the 
last few months. Many of the statements 
were made by “old-timers” who have 
operated under both closed and open ter- 
ritory contracts. 


It is true that not all are one hundred 
per cent for closed territories. Occa- 
sionally I have found a distributor who 
believes in open territory but is reluc- 
tant to grant it to his dealers in the re- 
tail territory that he calls his own. 

Then, too, I find other distributors who 
believe that all territories outside cor- 
porate limits should be open, and some 
of the latter ask nothing of their dealers 
that they themselves are unwilling to 
grant. 

Evolution of production methods made 
necessary many changes in methods of 
distribution, and it probably was wise 
for a time to throw territorial lines into 
the discard in order that competition be- 
tween dealers in a given line might pro- 
duce a greater volume of sales. 


No Premium Today on Special Effort 


That was particularly true four years 
ago in respect to certain low-priced lines 
of cars, and there is no doubt in my mind 
that in many respects the free-for-all 
fight was beneficial to many dealers— 
beneficial in point of far greater effi- 
ciency in operation of plant and sales 
promotional effort. But what was true 
then and advantageous to dealer and 
factory alike I believe is still, in a sense, 
good for the factory but highly dis- 
astrous to the dealer. 

What incentive is there for special 
effort in selling automobiles of any given 
line in a wide territory, where there is 
the keenest competition between two to 
a dozen firms selling the same line, prac- 
tically (as far as the public knows) the 
same service and the reward a lot of 
used automobiles—units of transporta- 
tion for the public but vehicles for price 
cutting on the part of the dealers? 

I know of one former distributor in 
the low priced field who had one of the 
very best dealer organizations. He had 
money and made a lot more. Then 
“bluey!” Away went the whole organi- 
zation as direct dealers for the factory, 
and, in addition, he had some very stiff 
competition in his home town from other 
direct dealers. 

Has that move been advantageous from 
the factory viewpoint? I do not know, 
but by comparing the sales in that ter- 
ritory with those of last year and figur- 


ing upon the percentage standing of that 
line in Iowa, I believe the factory accom- 
plished only one thing, viz., the demor- 
alization of a very fine distributor and 
dealer organization. 


Another Unfortunate Example 


An “old” dealer in the low-priced field 
maintains one of the very best and ap- 
parently best managed plants in Iowa in 
a town of about the same size as in the 
other example. He started in with little 
capital but made progress and accumu- 
lated considerable money. 

Although he had a rather heavy over- 
head that could not be maintained by the 
business of his local community, the ter- 
ritorial lines were practically removed 





Why Mr. Knapp’s Statement 
Is Published 


There is widespread interest among 
automobile dealers in proposed policy 
changes by which the dealer’s oppor- 
tunity to make a reasonable profit is 
improved. One of the changes advo- 
cated by many dealers is the elimina- 
tion of open territories and the award- 
ing of exclusive contracts for definite 
territories. Mr. Knapp believes that 
would be the proper course and tells 
why in this article which was orig- 
inally published as an open letter in 
the Motor Trades Bulletin of the 
Iowa Automotive Merchants’ Associa- 
tion, 











and three dealers were added in nearby 
territory. His volume suffered, and as 
competition grew more keen, he saw his 
surplus gradually wiped out. 


I do not consider that his investment 
was excessive or unwarranted. On the 
other hand, I feel that a clean, upstand- 
ing merchant of that type is a tremend- 
ous asset to the industry and should be 
retained by being given a territory from 
which he alone would be assured of 
enough business to justify his invest- 


ment. 
The Remedy 


Open territory produces the very 
toughest problems of competing dealers 
in the same line. It causes the allow- 
ance of fictitious prices for used cars 
and, of course, demoralizes the used car 
market. 


I may be dead wrong, but, frankly, 
I believe territorial lines must be estab- 
lished, and in so doing great care must 
be given to the natural trend of the 
buying public toward specific trading 
centers. 


Competition between different lines is 


sufficient, indeed, to stimulate dealers to 
put forth every effort; but when com- 
petition between men selling the same 
make of car is added, the result spells 
two things, profits for the factory and 
losses for the dealer. 

Quality merchants, men with brains and 
capital, will sell, at a profit, every motor 
car that the public will buy, but quality 
merchants will not be found in this or 
any other business unless policies and 
practices are introduced and maintained 

There is a constant flow of business 
in automotive trade channels. If that 
flow is forced beyond business-like meth- 
ods, there will be no semblance of a 
fair remuneration for dealers’ capital 
and effort. Then follows the reaction, 
causing a slump in volume and again no 
profit. 

We must look this matter fairly and 
squarely in the face—factories, distribu- 
tors and dealers—and, in my humble 
opinion, cooperatively, in a spirit of fair 
play, determine upon the policies that 
should be adopted, for the greatest ulti- 
mate good of this splendid industry. 


Tempest and Flood 


Nobody knows 
strike. 

Tempest and flood, earthquake and 
fire, accident and calamity are all things 
beyond human control. 

It may be your city next and what will 
you do about it when the tragedy comes? 

Alone you can do little, but united with 
a great organization, chartered by Con- 
gress to relieve suffering and distress, 
you can do much. That organization is 
the American Red Cross. If fire should 
raze your city tomorrow or a flood sweep 
the countryside, the Red Cross would be 
on the ground before the flood had re- 
ceded or the embers ceased to glow, feed- 
ing the hungry, providing medical and 
surgical aid for the sick and injured and 
sheltering the homeless. 

But the Red Cross cannot work alone. 
It needs you as much as you need it. 

The time to give your assistance to the 
Red Cross so that it may go on with its 
Disaster Relief work throughout the 
country is during the Eighth Annual Roll 
Call which will be held from Armistice 
Day to Thanksgiving, November 11 to 27. 

Your signature and a dollar bill is all 
that is necessary to join. 

It is so little that is asked of you and 
the need is so great. 

Surely you cannot refuse. 


when disaster will 
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How to Remedy Squeaky Brakes 


LL sorts of reasons have been 
Asien for squeaky brakes and as 

many suggestions for correcting. 
To that end the following taken from the 
house organ of the Raybestos company 
should prove of value to the service men 
and repairshop operators: 

“Nine out of every ten cases of squeaky 
brakes are caused by drum vibration. 
Some cars never squeak but, if a brake 
drum is eccentric or out of round to the 
extent of 1/16 of an inch, the drum will 
vibrate when the high places receive 
pressure. This vibration is absorbed by 
the lining on perfectly rounded bands 
and often the squeak is eliminated by 
adjusting brakes to obtain this perfect 
conformity of band and drum. 


“However, this perfect roundness is 
dificult to maintain because in applying 
the brakes a certain degree of distortion 
occurs. This is especially the case when 
the brakes are jammed on hard in an 
emergency—or when subjected to long 
heating. Hence it is often necessary to 
take care of the squeak by other 
methods. 

Therefore if adjusting the bands, 
washing the sand and grit from the lin- 
ing, or any other preventive measures 
you might exercise, fail to eliminate the 
squeak, the use of any one of the follow- 
ing suggestions should aid materially in 
remedying the trouble. 

“One of the most successful methods 
of stopping stubborn squeaks is the use 
of a small piece of rubber under the lin- 
ing at the end of the band. A suitable 
insert is a 2xl-inch piece of 3/32-inch 
inner tube stock. This insertion raises 
the lining ever so slightly, thus effecting 
a damping or cushioning of the drum 
which stifles all vibration. (See draw- 
ing No. 1.) 

“Although those who have adopted this 
method are unanimous in proclaiming 
that it does the trick, they differ, how- 
ever, as to which end of the band is the 
most suitable location for the insertion. 
Whereas some place the rubber piece 
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Drawing No. 2, illustrating angle cut of 
lining 





under the lining at the upper end of the 
brake band, others think that the lower 
end is the logical place; hence, all we 
can say here is, use your own judgment 
—or insert beneath the lining at both 
ends, 

“Realizing that squeak is usually a re- 
sult of localized high pressure, the use 
of a cushion or dampner at the points at 
which high pressure is bound to occur 
seems logical to us and has proved sat- 
isfactory in practice. 

“Another procedure used to advantage 
by service stations in doing away with 
squeaky brakes is the use of graphite. 
Dry flake graphite is better than oil for 
it will not grab as oil does when mixed 
with dust and other foreign particles that 
creep in. A knife blade is a convenient 
instrument with which to spread the 
graphite on the lining. A small quantity 
deposited at one end of the lining will 
rapidly work round the entire surface 
when the car is in use. The use of 
graphite on the lining. A small quantity 
common as it is realized that it does not 
appreciably lessen the efficiency of the 
brakes. 

“William Orth, manager of the Trini- 
dad Motor Sales Company, a Raybestos 
Brake Service Station at Trinidad, Colo- 
radio, has been very successful in elim- 
inating squeak or preventing its occur- 
rence in reline jobs. At the back of the 
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Drawing No. 1, Illustrating Use of Rubber 
Inserts 


band he cuts the lining at an angle of 
45 degrees instead of having the ends at 
right angles to the side of the band. 
(See drawing No. 2) This gives the lin- 
ing increased flexibility and also brings 
about conditions which tend to more 
readily throw off the dust, sand, and 
other such particles that cause squeak. 

“Mr. Orth, desiring that fellow brake 
service men be informed of his good re- 
sults with this method, submitted the 
above description for Silver Edge pub- 
lication. Like the Woman’s page with 
its “household hints”, our columns are 
always open to “sensible service station 
suggestions”. 


OPEN CASTING PLANT 
SOUTH BEND, Ind., Oct. 11.—The new 
foundry for gray iron castings of the 
Studebaker Corp. has been opened. The 
building is 680x720 and has capacity for 
the production of all castings necessary 
for 1,000 ears a day. 


Ago In the Automobile Industry 


As Recorded |n Motor Act 


(From MOTOR AGE of Oct. 17, 1899) 
Big Company Is Formed 

On October 10 the Continental Auto- 
mobile Co. was incorporated under the 
laws of New Jersey, with a capital of 
$8,000,000. * * * As a foundation for 
this capitalization the company has ac- 
quired all of the property, patents, man- 
ufactured stock, rights, good will, busi- 
ness contracts and the capital stock and 
bonded issues of the Winton Motor Car- 
riage Co. of Cleveland, O.; the Man- 
hattan Oil Motor Co. of Jersey City, N. J., 
and the National Motor Carriage Co. of 
New York City, delivered free of all 
liabilities. 

This deal is the upshot of the negotia- 
tions which have been carried on for 
several months with a view to combin- 
ing all the gasoline motor manufacturers 
who control valuable patents under one 
management. 


Autocar Company Organized 

Among the new concerns which enter 
upon the manufacture of gasoline motor 
vehicles under favorable auspices finan- 
cially and mechanically, the Autocar 
Company of Pittsburgh takes prominent 
rank. It succeeds to the stock and book 
orders of the Pittsburgh Motor Vehicle 
Co. and is organized to manufacture on 
a large scale the three types of vehicles 
which through two years of costly and 


systematic experimental work have been 
brought beyond the experimental stage 
by the latter. 


Chauffeurs and Chauffards 


The “chauffeur” who “scorches” but 
fails to show skill is called a “chauf- 
fard”; pronounce “shof-fur” and “shof- 
far’, the “fur” somewhat broader than 
“fur” in Emalish; “far” as “far” in 
English; accent equally divided between 
the two syllables in either case. 


Add Used Car Problem 


FOR SALE—A second-hand Automo- 
bile. Price right. GILBERT J. LOOMIS, 
Westfield, Mass. 


Horseshoers Take Action 


The National Master Horseshoers’ Pro- 
tective Association met in Pittsburgh 
October 10 and discussed, among other 
things, the inroads of the automobile on 
horse traction. Instead of railing against 
the automobile and its faults and passing 
idle resolutions to stop the tide of events, 
the Horseshoers’ Association took the 
sensible course of deciding to do its 
share toward removing some of the ob- 
jections to horses. It was decided to in- 
augurate a general movement to compel 
examination and licensing of horseshoers. 
Animals, it was argued, were frequently 
crippled and rendered useless by incom- 
petent work. 
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A Departmentized Automotive 
Electrical Shop 


Neil Bros. Electric Co., Canton, O., Show How the Thing Is Done 


STATION where service is a para- 
An consideration, one of the 
most completely departmentized 
dealer’s establishment in eastern Ohio, 
is being conducted in Canton by the Neil 
Brothers Electric Co., pioneers in the 
automotive electrical industry there.:In 
four years this concern has grown from 
a two-man business operating upon bor- 
rowed capital to an organization large 
enough to purchase its own building and 
employ a dozen persons. William and 
Dave Neil, brothers, are responsible for 
this innovation in automotive servicing— 
Canton’s specialized transportation store. 
Stressing quick as well as good service, 
this attractive appearing station, located 
on one of the country’s main thorough- 
fares, is expected to develop into one of 
the busiest automotive service centers in 
that section of the state. 

In its new building the Neil Brothers 
Co. is in a position to give service on 
batteries, electrical equipment, speedom- 
eters and tires. The extensive service 
available also includes a filling station 
and lubrication department, while the 
store itself invitingly presents a complete 
line of accessories and radio supplies, 
each feature of this comprehensive serv- 
ice being operated as a separate depart- 
ment. 


Feature Speedometer Department 


A feature of their service being stressed 
in newspaper advertising is the speedom- 
eter department, which makes it possible 
to have any make of speedometer re- 
paired in a very short time. 

“The motorist wants his speedometer 
and he wants it quickly,” said Dave Neil. 
“We aim to have it back in his car within 
the shortest time possible.” 

Last year was the first experience of 
the Neil boys in the radio business and 
it was taken on merely as an experiment. 

“We found however, by keeping close 
tab on sales in this department that the 


month normally the slowest gave us the 
largest volume of business with this line 
combined with our electrical business,” 
Dave Neil said. ‘Radio rightfully belongs 
to the automotive electrical store. Usu- 
ally when handled by the music dealer, 
or some other retailer, there are so 
few who are qualified to install and re- 
pair the sets that the service is not ade- 
quate and consequently there is dissatis- 
faction. We have the men who know 
radio in every detail, who are qualified 
to install and repair the sets, replace 
disabled parts and in fact diagnose any 
phase of it,” said Mr. Neil. 


Sells and Installs 


This station sells the sets installs them 
and maintains a parts department where- 
in can be found any minute part needed 
for the maintenance of a standard make 
radio set. From all indications this de- 
partment will prove one of the most 
popular in their transportation store. 

By going in extensively for radio this 
firm hopes to enjoy lively selling the 
year round, for during winter they plan 
to stress radio and will depend on this 
line to maintain an increased volume of 
sales, which should result in the busi- 
ness being normal throughout the 12 
months of the year. 


Although a good sized stock of tires 
is maintained by the company, it is not 
the intention of the brothers to go into 
this phase of the business on an elabo- 
rate scale. The firm does not as yet 
give road service on tires. “I believe 
tires are essential to a successful trans- 
portation store” Mr. Neil declared. 


Battery sales compared to the number 
of recharges at the Neil station vary, of 
course, and are governed largely by local 
conditions. Ordinarily this station sells 
one battery to every 18 or 20 recharges, 
but observation recently during a period 
when the store was conducting a spe- 
cial on one of their own make batteries, 


disclosed sales were one to every three 
recharges, which is believed to be re- 
markable considering the size of the town 
in which the station is located. At this 
time the Neil company made a special 
price on this battery and through the 
medium of its newspaper advertising 
successfully merchandised the product. 

Activities of the Neil Brothors Co. are 
not confined to greater Canton, but ex- 
tend over six adjacent counties, where 
service stations are maintained and Neil 
Brothers products are sold on exactly 
the same merchandising policy as at the 
central station in Canton. At these sta- 
tions, as in the Canton shop, the battery 
and electrical as well as the speedometer 
service is rendered. 

In their new building Neil Brothers 
have endeavored to install the very latest 
in machinery, this being especially true 
of the testing apparatus. Upon comple- 
tion of every job left at the station, it is 
carefully inspected and then given a final 
test. 

There are few filling stations in eastern 
Ohio that can compare with the Neil 
Bros. station. It is so arranged that no 
congestion will result when a half dozen 
or more cars are at the station for serv- 
ice. The many gas pumps and oil tanks 
make possible quick service, and scores 
of cars can be accommodated in minimum 
time. The same is true of the air, water 
and lubrication, none of these features 
conflict with other departments and every 
attendant goes at his work systematically, 
and satisfied patrons are the result. 


Accessories on Large Scale 


Accessories are merchandised by the 
Neil company on a large scale and many 
of the best known make of car extras 
are to be found within the store. The 
concern stresses accessories in its wint- 
dow display and also in interior show- 
cases, which have been so arranged that 
when a motorist drives into the station 
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a window display of accessories attracts 
his attention. 

That a predetermined charge, or flat 
rate system of quoting prices to cus- 
tomers, is an attractive proposition from 
the car owner’s viewpoint seems a basic- 
ally sound deduction when the progress 
of the Neil Brothers Co. is considered. 

The Neil Brothers claim that the aver- 
age customer is educated to a point 
where he is interested chiefly in what a 
thing is to cost. Given the choice of two 
courses the customer will usually take 
the one which seems the more clearly 
defined. 

“Tell the customer a job will cost him 
a definite amount, with additional costs 
for parts, and he will decide what he 
will do immediately,” the brothers aver, 
“but if both the price of repairs and the 
cost of the new parts are left open, then 
the customer invariably hesitates. In 
fact, he may take the work somewhere 
else or decide to take a chance and use 
the equipment in its damaged condition, 
if possible.” 

From the beginning the brothers had 
in mind the ultimate establishment of a 
flat rate labor charge and so they de- 
signed their office and shop record sys- 
tem with this in view. As soon as suffi- 
cient experience had been obtained the 
flat rate charge was fixed. All charges 
of this character are based upon a mini- 
mum of 18’ months’ observation of each 
operation. From time to time the aver- 
age labor costs are checked up with the 
idea of readjusting the flat rate charge 
if necessary. 

In order to eliminate waste effort a 
very simple system has been devised. 
When a job comes into the shop, either 
on the car or over the counter, a job 
ticket is tied to it. The numbered ticket 
gives all the information and instructions 
regarding the repairs which the sales- 
man is able to get. The particular work- 
man assigned to the job puts his time 
upon the job ticket. If he needs repair 
parts he presents the ticket to the stock 
clerk who fills in the list of parts fur- 
nished and the list price. When the job 
is finished and tested the workmen af- 
fixes his signature and turns the card 
into the office, tearing it along a _ per- 
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Night view of the Neil transportation store, showing brilliant illumination which attracts 
the passing motorist 


forated line so as to leave a stub with 
the job number attached to the equip- 
ment. The card eventually is filed alpha- 
betically according to the name of the 
customer and forms a permanent record. 

When the card reaches the office the 
customer is notified if it has been so ar- 
ranged by the salesman and he calls for 
the unit, presenting his numbered claim 
check which was orginally a part of the 
job card. By this time the cashier has 
figured the labor and parts costs and 
the bill is ready. 

In the case of flat rate labor charges 
the labor item is placed on the card 
originally by the salesman and in footing 
up the total costs the cashier uses this 
figure instead of the individual time 
charges. 

As far as the workman is concerned 
all jobs are treated in the same way so 
that the job card also is a labor time 
card for the individual job regardless of 
the flat rate charge. 

At the end of the day, all of the job 
cards total up the gross productive labor 
of the repair shop force. Taken as a 
unit these cards give full details of all 
the productive labor turned out from the 
shop, as well as a detailed account of 
parts taken from the stockroom. 

Neil Brothers claim there are three 
factors necessary in the success of the 
flat rate charge: Efficient and dependable 
workmen, proper and accurate test and 
repair equipment; and finally, a simple 
but complete record system. Without 


such a combination it would be virtually 
impossible to establish any reasonable 
flat rate system, they say. 

The Neil Brothers Electric Company 
was started in the winter of 1919 by the 
brothers William and Dave. Their 
capital consisted of $1000 borrowed upon 
personal notes as they were not in a 
position to finance an elaborate business. 
At first the brothers rented a corner 
room from an established battery con- 
cern David put in his time in the shop 
attending to the automotive electrical 
end only while his brother followed his 
trade in one of the steel mills. The 
agreement with the proprieter of the 
battery shop was that the Neil Brothers 
were to assume all the responsibility for 
all electrical jobs and co-operate in 
bringing battery work into the shop for 
the other concern. 

Within a year the battery man who 
leased them the corner decided to raise 
the rent. The two brothers then decided 
to find a new location and enter the 
battery business. 

They moved then to a new shop at Wal- 
nut avenue and took out the agency for 
the U. S. L. battery. As the business con- 
tinued and the old indebtedness became 
a memory, the boys took on various 
equipment lines. At the end of slightly 
more than two years, the two brothers 
gave out the contract for their own build- 
ing,a modern brick affair designed purely 
for the automotive electrical and battery 
business. 


Corner of the work shop of the Neil Brothers service station, showing testing machinery, newly installed lathe and workbenches, and a view 
of the accessory and retail store, showing modern metal shelving and filing cases 
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That Garage in 


N the Sept. 18 issue of Motor AGE 

we published a call for helpful 
suggestions on a practical business 
problem. A subscriber had written 
us stating that he was contemplating 
the purchase of a garage (repair 
shop) in a town of 500 population 12 
miles from a city of 160,000. The 


questions he wanted answered were: 


1. Would the nearness to the large 
city be a drawback to the business? 


2. What would be the approximate 
volume of business that he might ex- 
pect from the 175 to 225 cars in the 
immediate vicinity? 


3. What in general are the possi- 
bilities for the development of a 
profitable automotive business in 
such a location, servicing all makes 
of cars? 

On the following pages are pub- 
lished two illuminating discussions 
of this problem by Motor AcE sub- 


scribers. 
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Nearness to Large City an Asset—Clean, Honestly Managed Shop Will Pay 


(A letter to the Editor of MOTOR AGE.) 


HE following article is submitted after much experience 
in the automobile business from all sides. The contact 
with dealers and repair stations. 

In general the man in question should have no fear of any 
of the points mentioned. He has a chance to make money in 
the location mentioned unless there is some unforeseen reason 
not stated in the article as published. 

The nearness of the large city is not a drawback. It is a 
distinct asset. Owners will not go to the larger places for 
repairs when they have an efficient station at home. On the 


other hand, owners from the larger city will drive to smaller 














places for their repairs in many cases. The “small town” re- 
pair man can give his customers “personal attention” that is 
simply impossible for the larger and more systematized serv- 
ice station. 

Personal Contact Important 


Owners as a rule do not appreciate the “volume” treatment 
received at the larger shops when it is possible to be taken 
care of by a man they know. They do appreciate knowing 
that their car will receive the attention of that particular man. 

The so-called “outlaw repair stations” are so named simply 
because they are able to do business in a better way on less 
investment with a much less overhead than the repair sta- 
tions maintained by the average dealer in the high rent dis- 
tricts of the larger cities. They can do the same work at less 
cost per hour and still make a much better return on their in- 
vestment. 

There is a possibility for this man to develop a city 
trade that the city repair stations cannot take away from him. 
Personal contact is worth more than all the advertising on 
earth. 

A fortune can never be realized from a repair station in a 
town of 500 people. A mighty good return on a light invest- 
ment is possible and depends directly on the quality of work 
turned out and the personal attention given each and every 
job that is brought to that shop. 


With but 12 miles between this location and the larger city a 
call and delivery service could be had. Some of the city people 
could hardly be expected to drive this distance and wait for 
their car to be repaired. They would be glad to have their 
car called for and delivered. 


What a wonderful chance this man has for complete overhaul 
jobs. Where the price runs to fairly large figure he could 
save the owner a good percentage and that is what strikes 
right at the heart of every owner of any class motor car. 


There is no reliable way to figure the possible volume of busi- 
ness. A good man could undoubtedly do $10,000 to $15,000 gross 
business in the near future. Another manager might do but 
$5,000. That depends on the man, the amount of hard work 
(Continued on Page 20) 
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12 Miles From a Large City 


Success Will Come if Garage Is Made a Complete, Carefully Managed 


Transportation Store, Says Writer 


(A letter to the Editor of MOTOR AGE.) 


population would not of this fact alone be considered of 

any great disadvantage. If maintenance work should be 
accepted just as offered by the average motorist, and about 
99 66/100 per cent are pure average, then this little garag 
would not be able to operate successfully. 

Of the 200 cars in its vicinity probably one-fourth, or 50 cars, 
would seek the local garage for their parts replacement re- 
quirements and $10 per year would cover that for each car, 
on which a total net profit from the sales amounting to approxi- 
mately $125 might be had. 

Some of the remaining local cars would occasionally, through 
urgency of need, patronize the little garage owner for their 
emergency requirements, which, if an extraordinary effort 
were made to accommodate them, might be made to quite equal 
the business received from the other 50 owners, bringing the 
total net profits from sale of parts to about $250 a year. 

The sales from spark plugs, gaskets, polish, patches, paints 
for retouching, washers, radiator hose, cotter pins, and lamp 
bulbs would only be sufficient to pay for handling unless an 
organized uniform and regular effort were made to intelligently 
push their sale. 

Organized Sales Effort Necessary 

The sale of tires and tubes with a good service for mounting 
and air could possibly be built up for one of the lower priced 
tires. The stock should be kept securely and held down to 
minimum as the hazard from theft at night is great in unpro- 
tected districts. 

The sale of good oil and cup grease and meritorious prepa- 
rations for gas, with greasing and oiling rack service built on 
approved plans, easy to approach, could be made profitable in 
proportion only to the attention given. The possibilities for 
the little garage location would be good. A supply of grease 


"Too location of this garage 12 miles from a city of 160,000 


and oil cups and facilities for changing obsolete systems to 
the later and better grease cups could also be made to yield a 
fair profit. 

Guard religiously against adding any accessories to the stock 
that are fads or only look good, or for which no demands have 
been regularly had from the trade. 


“Be not the first by whom 




















the new is tried.” Let the big established garages with the 
wide trade averages do the introducing. There have been more 
useless things offered as automobile accessories than would 
patch hell a mile. Know your trade well enough to buy only 
for their immediate requirements so that a quick turnover can 




















be made and your bills paid promptly and exact like payment 
of your customers. 


There are warehouses full of obsolete automobile acces- 
sories. Keep out. 


Solicit Brake Lining Jobs 

The little garage owner should have a connection with a city 
brake lining service and the work of relining brakes should 
be done by appointment, keeping a look-out for these jobs 
when adjusting brakes, which should be made a special fea- 
ture for every car that comes in. Encourage owners toe have 
brake adjustments. Right now everybody is thinking and 
talking brakes. Learn all about the old brakes on every cus- 
tomer’s car—it will be amazing to the owner how wonderful 
his old bus performs since you have got the right adjustment 
on his brakes. 

Equip for oiling springs. A regular job usually costs the 
owner $4. It can be done with proper equipment in three 
minutes for 15 cents for which the owner gladly pays a half 
dollar and comes around often to have his springs lubricated, 
which keeps out the squeak. 

Junk jobs are taboo. Don’t take in any junk jobs that might 
monopolize the shop, there is never any profit to be made 
working for a customer on a junk job, that is, a car that has 
become obsolete or otherwise worn out. A car that needs 
work-on-it-all-over is never a profitable job for the little 
garage owner. The owner is a bad owner and even should he 
pay his bill, he usually goes away sore and influences your 
prospects against you. 

It is the customer who comes often and wants his car kept 
in good operating shape, who comes every time he needs even 
some little thing, who is an asset to the business of the little 
(Continued on Page 20) 



























Nearness of Large City Asset to Garage 
(Continued from page 18) 


he is willing to put on the proposition and the quality of work 
turned out of the shop. ‘he past records of this shop and the 
general make up of the past lsanager will give a good basis 
on which this point can be determined. 

The most important item is the price to be paid for the busi- 
ness. A mighty close and conservative inventory is necessary. 
Good will in a large business is worth money. To a small con- 
cern it is worth almost nothing. Every one in that town would 
know of the change of managership and would put the new 
comer on the same basis as a new man in business. It would 
be up to him to prove his ability as a repair man. Consequently 
the reputation of the out-going concern, if good, would be 
worth but very little. 

As to possibilities. There is undoubtedly no new ear agencies 
in that town. The dealers of the close by larger city need 
business every minute. This repair man can establish a posi- 
tion as advisor to his customers that is far more effective than 
any sales effort the sales organization can produce. If he 
tells his customers the TRUTH about their present car and 
shows them he is interested in their car they will take his 
advice on a new car more than any salesman. That means this 
repair man can assist the proper dealer in the larger city 
for which he should be paid, and paid liberally. 


Work Full Time on Used Cars 
He will have the opportunity of keeping his shop working 
full time on used cars. He can purchase used cars for cash 
from the city dealers at his own price for they need the money 
and need it bad. He should be a good judge of used cars and 
can pick up the good ones, repairing them on his spare time 
and turning them to people he knows at a fair rate of profit. 

Let him beware of a new car agency. He will find his money 
tied up in cars with mighty little operating capital just as the 
majority of dealers are today regardless of the size or location 
of the city in which they are located. 

When the new car dealers are finding it possible to make 
more net profit from repairs and supplies than they can from 
the sale of new cars why is there any logical reason why this 
man cannot make money in the location mentioned. When the 
Ford Motor Co. find it profitable to establish parts of their 
factory in towns as small as the one where there are only 14 
houses due to the reduction of overhead why is it impossible for 
this man to do the same thing? 

New car dealers are charging unreasonable prices for serv- 
ice trying to make up for the loss on new and used car sales. 
This man has the chance for profit without the contingent 
liability of a new ear sales department. 
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WHITE COATED ATTENDANTS 








He should plan on but very little, if any, profit from the 
sale of gasoline. The profit is so short there is very little 
chance of net profit. Also there is such a loss due to evapora- 
tion. He should have a filling station as an attraction for 
owners to come to his place of business. The sale of oils will 
show a little profit. 

Buy Parts One at a Time 

Under present conditions it is possible to be considered as an 
official service station for some of the cheaper cars. This is 
fine providing he is not forced to stock parts to the extent 
that his investment is too heavy. It is better to buy the parts 
one at a time at list price than to stock a large number of parts 
just to satisfy a factory policy. 

The extent of success possible in this case is due to the 
amount of honesty, hard work and personal attention given 
the business. If the man is a mechanic himself, not afraid of 
work and pleasant to his customers he can make more money 
in the small location than a big percentage of the largest 
dealers we have are realizing in the larger centers. 

Right now is the time to start in the motor car business 
irom a repair standpoint. The rate at which the factories are 
losing dealers is forcing them to not only admit that something 
must be done but they are gradually changing their policies so 
that the dealers and repair men have a chance to make money. 

There is no doubt but that the small repair man that has a 
steady following of customers is causing the larger dealer a 
lot of worry. They consider them outcast, etc., but still the 
small man gets the business. He can make more money at 
$1.00 per hour than the big fellow can at $1.25, or in some 
cases $1.50 and turn out work that is equal and in many cases 
better than the big fellow. His labor costs him less. Overhead, 
the medium that is wrecking thousands of them, is almost 
nothing. Confidence is his beg asset and the amount of it he 
establishes is up to him. 

He can establish flat rate or not. Flat rate is simply a 
forced system. Forced upon the repair stations because the 
public does not have confidence in them 

A clean, well kept. HONESTLY MANAGED repair station in 
the mentioned location will pav. GHE 


Make Garage Transportation Store 


(Centinued from Page 19) 
garage owner. His car always runs well and is a lasting ad- 
vertisement for the place that furnishes the service. 
Make a reasonable and proper charge for every service per- 
formed, even if it is small. The customer would rather and 
expects to pay it. It is said that the hotel concession of hat 


privilege at the dining room door is cold at a high figure, re- 
(Continued on page 37) 
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An Ingenious Engine Tester 


Device Provides Convenient Means of Shorting Out Any Number of 
Spark Plugs So Engine May Be Run on One or Two Cylinders 


der which is not firing the mechanic oiten finds that he does 

not have enough hands to hold three or four screw drivers. 
The old screw driver method of shorting out a cylinder at a 
time is, of course, a step in the right direction, but it is difficult 
to make a thorough test in this manner and it does not impress 
the customer as a businesslike procedure. 

The Pittman motor tester is a piece of service station equip- 
ment designed to expedite engine testing. In the first place, 
it makes it possible by merely depressing the keys to short out 
any number of cylinders, while at the same time the use of an 
instrument of this sort will make an appeal to the customer 
who likes to have his car taken care of in an up-to-date shop. 

Essentially it incorporates a ground wire and eight other 
wires which are connnected to the various spark plugs. The 
keys which are conveniently operated serve to connect the 
ground wire to any number of the other wires, while spark 
gaps are also incorporated in the device. 


| testing an engine to locate a broken spark plug or a cylin- 


Testing for Leaking Valves or Rings 

If there are no leaks in compression and cylinder under test 
is firing properly engine will slow down but continue to run 
being driven by cylinder under test. Cylinders having leaky 
valves or rings will slow down much more than those having 
no leaks and if leaks are very bad engine will stop unless 
switches are released allowing other cylinders to fire and pre- 
vent engine from stopping. If intake valves are leaking cylin- 
der will misfire due to burned gas leaking back into manifold. 
It exhaust valves or rings are leaking badly engine will slow 
down to a stop without cylinder misfiring. To determine if 
leaks are in valves or rings allow cylinder to run engine with 
wide open throttle and observe breather pipe. If pistons are 
jeaking an unusual amount of smoke will issue from breather 
pipe. To be sure this test is correct a piece of pipe or rubber 
hose can be placed over breather pipe and ear placed at other 
end of pipe or hose and the leak can be distinctly heard. 

To prevent undue racing of engine while leaving tester to 
open throttle and to make other test all but one or two of 
switches should be latched in closed position with latches pro- 
vided for this purpose. Also this will be found convenient 
where breather pipes are on opposite side from tester. 


To Test Spark Plug 
If a cylinder shows to be firing intermittently or misfiring 
entirely test plug and spark circuit. To test plug depress 
switch to nearly closed position or until narrowed gap is 
formed between electrode and end of switch blade. If plug is 





ali right and spark is being delivered to plug a spark will jump 
the gap in tester as the narrowest gap in tester is twenty-five 
thousandths of an inch and spark plug gap should be about 
the same it is obvious that the spark will go the easiest way 
to ground which is through tester gap, because the spark gap 
is under compression and this makes the resistance much 
higher in spark plug gap than in tester gap. 

If plug porcelain is cracked or covered with carbon or points 
too close together the spark will find it much easier to get 
through the plug than to jump the twenty-five thousandths of 
an inch gap in tester and no spark will appear in tester gap, 
thus indicating a defective plug. 


When Spark Gap Is Too Wide 


If spark appears in tester when adjusted to about one-eighth- 
inch this would.indicate that spark plug gap is too wide, the 
spark finding it easier to jump the wide gap in tester than to 
jump the wide gap in plug because compression increases re- 
sistance in plug gap causing the spark to jump the wide gap 
in tester. 


Finding a Knock 


To locate misfire and Knocks which occur when engine is 
under heavy pull or high speed with tester connected to plug 
open throttle wide and close all switches until engine nearly 
stops then release number one switch; this will allow number 
one cylinder to fire under same conditions as when engine is 
on slow hard pull in sand or mud or steep hill, thus operation 
of cylinder can be noted. Test all other cylinders the same 
way. If a cylinder shows an occasional misfire to determine 
if it is caused by spark plug or by interruption in spark dis- 
connect spark wire from plug and connect clip to wire adjust- 
ing spark gap in tester to about one-eighth of an inch and 
observe spark jump this gap. If there is any interruption of 
sparks in gap this can be readily seen and heard, even if only 
one spark fails to jump gap it will be easily noticed. If the 
flow of sparks is continuous the trouble will be found in spark 
plugs. If interruption in flow of sparks is shown trouble may 
be in breaker points or insulation of distributor cap or plug 
wires. If gap in tester is increased to one-fourth of an inch 
and insulation is bad spark will fail to jump gap in tester. If 
spark continues to jump one-fourth inch gap same as it did 
one-eighth gap the occasional failure of spark is due to breaker 
cam or points. 

The Pittman motor tester is made by the American Motor 
Tester Company, Box 173, Amarillo, Texas. 
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The tester with connecting wires and clips. The clever mechanic will find a number of ways of locating misses and 


knocks by the results of running on various cylinder combinations 











a 





The “biggest piston pin in the world” measures 4x 

12 ft. It is made by the Burgess-Norton Mfg. Co., 

Geneva, Ill., takes an 8-in. set screw and oil hole 

4 in. in diameter, and if constructed of real steel 

we hate to think what would happen to this truck. 
It was entered in a parade. 


An ingenious wrecking device, a feature of which 

is that all the mechanism, including the engine, 

drums and boom, is assembled into one compact, 

portable unit. It has been used on construction 

and wrecking jobs in the vicinity of New York 
for 12 years 
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A demonstration of shop equipment was 
carried to the service stations of Texas by 
this field truck of the Straus-Frank Co., San 
Antonio, jobbers. The truck, a Federal, 
carried presses, jacks, electric drills, grind- 
ers, hones and other products of such manu- 
facturers as Weaver, Manley and Black & 
Decker. This truck was well received by 
service stations and garagemen who wel- 
comed the opportunity to see the various 
tools in operation 
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This is the home of one of the most success- 
ful automotive organizations in Califorrtia. 
It houses the L. S. Weeks Co., Studebaker 
dealers at Stockton. Looks like a live sales- 
man had stopped two prospects at the corner 
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This copper asbestos gasket, 12 ft. 

meter, established a world’s record in the 

building of gaskets. It was built by the 

McCord Radiator & Mfg. Co., Detroit, for 

the Ford Motor Co. and is to be used on a 

30,000-hp. Turbo-generator in the Rouge 
plant of the Ford company 
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One result of the growing demand for auto- 
motive products in Sweden is shown in the 
handsome home of Robo, Inc., the Bosch 
agent in Stockholm. It is in the heart of 
the Swedish capital’s “Automobile Row” 
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Col. King Stanley, veteran Indian scout and trail blazer, who is said to 
have traveled more miles by motor than any other living man, has selected 
a Cleveland Sedan to continue his wanderings 
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“Brownie,” well-known automobile 
editor of the Milwaukee Journal, 
drove this Nash four-door coupe 
10,091 miles in 32 days exploring 
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the state highway systems of Wis- 

consin. He spent only $7.40 for 

repairs, which were made on a 
loose bearing 
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Onestons A nsvors on Leales Poblons 


A Deep Legal Tangle 
or Two 


Q.—I have been a reader of Motor AGE 
for quite a while and would not be with- 
out it for ten times the price of it. The 
information I get from it is worth a great 
deal. 1 would like to know what to do in 
a case like this. A takes a motorcycle to 
B for repairs and overhauling. B says he 
will overhaul it as soon as he gets time. 
A calls on B to see if he has it done at 
two different times in about four months’ 
time. <A calls on B third time to see if it 
is done and B says, ‘“‘Why, I sold the ma- 
chine to a junk man.” The machine was 
only two years old and only needed over- 
hauling and generator fixed. A had $104.00 
in it, B would not do anything toward 
settlement of any kind. What steps should 
A take against B for such act?—J. F. 
Lorenz, Wesley, Iowa. 


A should bring action in court for con- 
version of the motorcycle against B. In 
a matter of this kind this remedy has 
some advantage over suing on contract 
for breach thereof. Where B promised 
he would repair as soon as he had time, 
the law will require that he repair within 
a reasonable time under all the circum- 
stances of the case. 


Q.—What can I do in a case like this? 
A signs a dealer’s contract, deposits $100 
with B and C as partners and distributors 
of car. A had two prospects for five-pas- 
senger cars, which B and C would not 
furnish as they wanted to sell them them- 
selves, but B and C says that if A wanted 
a five-passenger car he would have to go 
to the factory at Detroit and drive one 
back. A hired a man to go with B and 
C to factory with a check for $500.00 as 
part payment on five-passenger car and 
when car was in A’s home a balance of 
the amount of car was to be mailed to 
‘B and C, which was O.K.'d by B and C, 
but when A’s man got to the factory, B 
and C made A’s man take a large seven- 
‘passenger car, a one that B and C did not 
want, as they were hard to sell. A payed 
out $122.00 to get the seven-passenger 
car home. A calls up B and C and says 
that is not the car he wanted but B and 
C say it will be all right and that they 
will send out a salesman to A and sell 
the seven-passenger car. Salesman spent 
two days with A and could not make a 
sale. B came over to A about a month 
after B and C’s salesman left and spent 
two days trying to dispose of the car, 
which he failed to sell. A, of course, fur- 
nished gas and oil and four days’ time 
trying to sell this car. B went home 
about two weeks after and C came to A 
and presented a slip of paper, saying it 
was a sort of bill of sale with the top 
of the paper turned back where it said 
chattel mortgage, which A did not see 
at the time. A signed it. -A also signed 
a note for the balance on the car. C guar- 
anteed to A he will dispose of the car for 
A before the note comes due. About three 
months later B came and took the car 
away while A was not at home. Now A 
has $100.00 deposited on contract, $500.00 
on a car which he hasn’t got, $122.00 ex- 
penses for bringing the car home, no car 
and B and C shortly after dissolved part- 
nership and neither one wants to refund 
any money. What can I do?—J. F. Lorenz, 
Wesley, Iowa. 


B and C as partners, are still respon- 
sible for any just claims of A, regardless 


IOTOR 


sc 


AGE 











The Readers’ Clearing House 
Tas department is conducted to 
a 


ssist dealers and maintenance 
station executives in the solution of 
their problems. 


All questions are answered direct by 
letter, so the name and address should 
be given in full. This saves waiting 
for the answer to be published, which 
sometimes occurs several weeks late, 
depending upon the space available. 


Readers’ names will not be pub- 
lished with articles, if a request to 
this effect is received with the letter. 


Inquiries not of general interest 
will be answered by personal letter 
only. Emergency questions will be 
replied to by letter or telegram. 


Also state whether a permanent file 
of MOTOR AGE is kept, for many 
times inquiries of an identical nature 
have been made and these are 
answered by reference to previous 
issues. 


Addresses of business firms will not 
be published in this department but 
will be supplied by letter. 


Technical questions answered by 
B. M. Ikert, P. L. Dumas and A. H. 
Packer; Legal, by Wellington Gustin; 
Paint, by G. King Franklin; Archi- 
tectural, by Tom Wilder; Tires, by a 
Practical Tire Man; General Business 
questions, by:\MOTOR AGE organiza- 
tion in conference. 














of dissolution of partnership. Apparent- 


ly A makes out a case of fraud and deceit: 


against B and C, especially as to the 
signing of the note and mortgage. Gen- 
erally one who signs a contract is not 
permitted to deny its contents, nor that 
it represents the agreement between the 
parties. And the provisions of the writ- 
ten instrument determine what it is, re- 
gardless of what it is called by the party 
presenting it or what the heading terms 
it. But if A can establish the case as 
presented by evidence he should recover 
all the cash he is out and other damages 
from either B or C or both. 
STEPHENS VALVE TIMING, 

Q.—I would like to know the valv~ 
timing specifications for a 1921 Stephens 
touring car. Please mail this to me as 
soon as possible. Mr. Harry Kilts, care 


Willard Auto Company, Green Bay Wis- 
consin. 


The timing on the 1920 Stephens engine 
which to all appearances is similar to 
the 1921 engine is as follows: Intake 
valve opens 5 degrees after upper dead 
center, exhaust valve closes twelve de- 
grees after upper dead center. It will 
be seen that the intake has a lead of 
seven degrees over the closing of-.the 
exhaust. 
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H. P., Displacement, Com- 
pression Ratio and 
Valve Design 


Q.—How is the S. A. E. 
engine figured? 

The S. A. E. horse power is determined 
by taking the bore of the cylinder and 
multiplying it by itself, then multiplying 
by the number of cylinders and dividing 
by 2.5. 


Q.—How is the cubic inch piston dis- 
placement figured? 


The area of the top of the piston is 
figured by multiplying the diameter by 
itself and then multiplying by .7854. 
This area is then multiplied by the 
length of the stroke to give the displace- 
ment of one cylinder. This quantity is 
then multiplied by the number of cyl- 


inders to get the total displacement. 
Q.—How is compression ratio deter- 
mined? 


The compression ratio is determined 
by dividing the number of cubic inches 
in the combustion chamber when the 
piston is down by the number of cubic 
inches in the combustion chamber when 
the piston is up. A method of measur- 
ing this was shown on page 35 of the 
June 19th, 1924 issue of Motor AGE. 

Q.—How are the sizes of valves de- 


termined when designing an engine?— 
California Mechanic. 


We are giving information on this 
question from volume one of the Gaso- 
line Motor by P. M. Heldt of Nyack, New 
York. Mr. Heldt states that the smallest 
diameter of the taper of an ordinary 
poppet valve should be the same as the 
port diameter. He then states that the 
outside diameter of the head should be 
1.15 times the smaller diameter. The 
thickness at the center of the head should 
be .15d. He gives the valve stem diameter 
as .15d plus .15 in. He gives the radius 
of fillet at the junction of head and stem 
as .2d. For further information wou!'d 
suggest your reading the volume in ques- 
tion which can be either purchased or 
obtained at any public library. 


OILING OF STEPHENS ENGINE 


Q.—Explain oiling system on _ latest 
Stephens Salient Six.—Banker & Donohue, 
Ine., Boston, Mass. 


A—A gear type oil pump sends oil 
through the main bearings, connecting 
rod bearings, camshaft bearings, and by 
means of a tube in the connecting rod, 
lubricates the piston pins. A check valve 
limits the flow of oil and a by-pass sup- 
plies oil to the timing gears. A connec- 
tion is made to the intake manifold in 
such a way that as the load on the engine 
increases, the check valve is controlled 
for the purpose of reducing the amount 
of oil by-passed to the timing gears. 
thereby increasing the flow to the bear- 
ings. 
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50 Foot Addition to a 40 Ft. Building 
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Increased width allows drive-in and drive-out doorways 


Q.—I have been interested in Motor AGE 
for years and would like very much to 
take advantage of your architectural 
service, as we intend to build an addi- 
tion to our present building. You will 
note by our diagram that we have no en- 
trance other than main street, which 
makes our planning quite difficult. We 
would like your plans or suggestions as 
soon as possible as we intend to build 
at once.—C, B. Wing, Wing’s Fireproof 
Garage, St. Ignace, Mich. 

We have made our layout substantially 
as you have it in your sketch, the main 
difference being in the showroom, where 
we removed the women’s waiting room 
and the private office from the front win- 
dow, leaving this space open to show 
cars. The shop is also somewhat 
changed, the entire new section being 
used for repair shop, while the old sec- 
tion has the machine shop, tool and 
stockroom, tire shop and battery shop. 
The machine shop, while being a machine 
shop is also large enough to overhaul en- 
gines and axles and to facilitate this and 
Overhead track is run along the front 
of the car spaces and into the shop. 


The office is arranged with the acces- 
sory showcase forming its front boundry, 
this makes it easy for the office help to 
take care of accessory customers and 
conserves space as well. 


Separating the repair shop from the 
garage is a series of folding doors, which 
can be arranged to keep out the cold 
air and allow the shop to be kept at a 
higher temperature in the winter than is 
necessary in the garage. 


In your latitude this is quite important, 
coal being high and the winters long and 
cold. While the shop should be kept at 
65 to 70 degrees, the garage need not be 
more than 45 degrees. 


We would prefer storing cars cross- 
wise as shown in the new section, this 
arrangement giving aisles that are more 
regular. It would be a good plan to 
remove the entire wall between the two 
buildings and to replace it by posts. We 
do not know how the roof of the old 
building is supported, but have suggest- 
ed trusses placed 16 feet apart on cen- 
ters for the new roof and if this does 
not correspond with the old _ trusses, 
beams could be arranged on the posts to 
carry their ends. 


We would not advise installing win- 
dows on the side of the building, next to 
the wooden building. One or two well 
arranged skylights would be much bet- 
ter. A skylight or two would also be 
advisable over the shop. 
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This Motorcycle Will Get 
Run Down “If It Don’t 
Watch Out” 


Q.—We are having trouble with a Har- 
ley-Davidson motorcycle, about 1914 mod- 
el, 2 speed. We overhauled this motor 
recently, putting in a used front cylinder 
block with piston, rings and wrist pins. 
We also put new wrist pin in the rear 
piston and installed new bearings on con- 
necting rods, also new bearings on the 
gear side main bearings and put in a com- 
plete set of valve springs. The motor is 
free and does not bind. Compression is 
good and valves and magneto are cor- 
rectly timed, according to factory service 
bulletin. Spark is good and different car- 
bureter adjustment does not seem to help 
and while the engine has plenty of power 
the motorcycle will not do more than 35 
miles per hour.—George Braum, Camp- 
bellsport, Wis. 


In putting in the old parts, we wonder 
if you checked them up to see if the 
wear was such as to cause too much 
clearance. We understand that the cyl- 
inders are bored tapered, so that the 
top has a diameter which is .005 in. less 
than the bottom. On an engine this old 
the wear would probably be such that 
the condition would be reversed. Then 
for a good job it would really require 
having the cylinders reground, and this 
is a condition that you might check with 
inside micrometers or with a piston and 
a thickness gauge. At the top of the 
cylinder the clearance should be .003 in. 
between the skirt and the cylinder bore. 
It is also possible that in using the old 
piston rings you are losing compression 
even if you think it is all right. This 
engine should be rather difficult to crank 
and unless one is rather strong necessi- 
tates relieving the compression by means 
of one of the handle bar controls. If 
you do not have to do this and find that 
it cranks without much difficulty it is 
possible that the compression is not very 
good even if it seems satisfactory. An- 
other possible cause of trouble would be 
in improper timing of the mechanical re- 
lease valve. As you say you have factory 
instruction you can refer to this portion 
of the instruction book. This release 
valve is designed to relieve the crankcase 
compression when the piston moves 
downward and when the pistons rise in 
the cylinders this release valve closes so 
as to create a partial vacuum in the 
crankcase and draw oil vapor in so as *o 
lubricate the moving parts. Failure to 
get high speed from the motorcycle ¢ ften 
indicates spark which is not advanced 
enough and we would suggest you again 
checking this carefully. It is also possi- 
ble that the carbureter, if it is the 
original one that came with the motor- 
cycle in 1914, is so worn that it needs 
replacing or rebuilding and it might be 
well to take this matter up with the 
Harley-Davidson factory. 











Architectural Service 
IN. giving architectural advice, MOTOR AGE 
aims to assist its readers in their problems of 
Planning, building and equipping, maintenance 
Stations, garages, dealers’ establishments, shops, 
filling stations, and in fact, any building neces- 
Sary to automotive activity. 





When making request for assistance, please see 
that we have all the data necessary to an mMtftelli- 
gent handling of the job. Among other things, 
we need such information as follows: 

Rough pencil sketch showing size and shape of 
plot and its relation to streets and alleys. 





What departments are to be operated and how 
large it is expected to be. 

Number of cars on the sales floor. 

Number of cars it is expected to garage. 

Number of men employed in repair shop. 

How much of an accessory department is antici- 
pated. 
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What the Old Switch Does on a Maxwell 
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1916-17 MAXWELL WIRING DIAGRAM 7100796 


Q.—Send wiring diagram of 1915 Max- 
well, if possible. This car has a seven- 
volt generator and twelve-volt battery 
with four leads and magneto ignition. 
The owner has installed a Dodge rear axle 
and an Oakland front axle and the car 
runs like a scared cat. At some time or 
other, the wires have been crossed and 
when the starter switch is operated, there 
is a short in the switch and the starter 
will not turn over.—R. C. Zimmermann, 
Seattle, Wash. 


A.—Wiring diagram is shown in ac- 
cordance with your request. It would be 


A 
4 


M4 
TA/L LAMP 





GROUND 


well to test the starting switch to see 
that there are no grounds except the in- 
tentional ground at terminal 14. This 
grounds terminal 13, which is the other 
negative battery terminal when the car 
is running and the machine is generat- 
ing. When the starter is operated, this 
ground connection should be broken, 12 
and 13 should be connected while ter- 
minals 10 and 11 should also be con- 
nected by the action of the switch. 








Suspect It’s Preignition 


Q.—We have a Chalmers 6-cylinder 1918 
ear which has been rebored and Kant 
Skore pistons .0035 in. oversize fitted. It 
has run about 5,000 miles since being re- 
bored and just recently developed a knock 
when pulling hills or when the throttle 
is opened wide on the level. This is a 
sharp knock, just like a carbon knock. 
We cleaned out carbon and ground the 
valves and it seemed to work worse after 
that. The power is also affected as it 
does not climb hills as it should and we 
have had a number of four-cylinder cars 
pass us up on the hills. When it starts 
to knock, it seems to work against itself 
and slows down. If the throttle is opened 
gradually on the level, it will run any 
speed up to fifty miles per hour without 
any knock at all. Tell us what is wrong, 
if possible, and give instructions for ad- 
justing the carbureter.—Prairie Sub- 
scriber. 


It occurs to us that possibly a spark 
plug has been changed and one installed 
which has a petticoat type insulator or 
extra long electrodes. Projections of 
this character in the cylinder are likely 
to get red hot and cause preignition 
which would act as you describe. We 
would suggest your trying benzol as fuel 
or a mixture of benzol and gasoline or 
ethyl gasoline, as well as checking the 
spark plugs. You might also check the 
ignition timing to see that the spark 
occurs at about the dead center position 
when the lever is retarded. The car- 
bureter adjustment is as follows and it 
may be that too lean a setting has a 


tendency to cause the trouble you de- 
scribe: 


With motor not running. Fully ad- 
vance the throttle (A). Set choke valve 
on dash at extreme lean position. Veri- 
fy by putting finger in butterfly valve 
in the air horn to see that the butterfly 
valve is fully open (B). 


With choke valve in lean position and 
the economizer adjustment at extreme 
right, as shown (C), turn high speed 
adjusting screw (D) to the left until 
there is a small amount of play in the 
economizer lever at (E). Turn high 
speed adjusting screw (D) to the right 
until this play is just taken up or the 
lever cannot be moved without raising 
the needle valve. Continue to turn the 
high speed adjusting screw two (2) com- 
plete turns to the right and one (1) 
notch. 


A notch is considered the click of the 
locking plate (F) in the depressions in 
the high speed adjusting serew. 

Turn the economizer adjustment (C) to 
the left so that there will be approxi- 
mately 1/64 in. clearance between the 
high speed sleeve and the economizer nut 
at (H). This clearance can be measured 
with an ordinary business card. 

This is the approximate high speed ad- 
justment, 

Turn the low speed adjusting screw 
(G) to the right until it seats. 
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Then open by turning to the left one 
(1) complete turn. 

This is the approximate low speed ad- 
justment. 

Start the motor and let it get thor- 
oughly warmed up. The proper warmth 
can be determined by the radiator be- 
coming warm all over. It will take about 
fifteen to twenty minutes, running with 
retarded spark at about 700 revolutions 
of the motor. With fully retarded spark 
and throttle levers, motor idling at low 
speed, adjust the low speed screw in or 
out so that the motor runs evenly with- 
out skipping and gives off a distinct hiss- 
ing sound. If the motor does not run 
slow enough, back out, on the stop-screw 
(I) until the speed desired is obtained. 
Readjust the low speed adjustment so the 
motor hits evenly. 

The motor must be thoroughly warmed 
up before this final low speed adjustment 
is made. 

With spark still retarded, open the 
throttle quickly. If the motor spits back 
through the carbureter, adjust the high 
speed screw (D) one (1) notch to the 
right until the motor does not spit back. 

If the motor does not spit back with 
the approximate adjustment, adjust the 
high speed screw (D) to the left until it 
does spit back when the throttle is 
opened quickly. 


Dangers of Partnership 


Q.—What would be a fair percentage 
of the profits for each partner to draw? 
What are the advantages and the dis- 
advantages to incorporating? Could you 
give me the names of any books or places 
where I could get more information about 
the garage business?—A Reader. 


Ordinarily it is said that in business 
capital takes control. What would be a 
fair percentage would depend on many 
circumstances. Very often a man will 
put up his money against the skill and 
experience of anether and the two di- 
vide the profits equally. But partnership 
is a matter of contract, and if no pro- 
vision is made as to a division of profits 
the partners will share equally. Sharing 
of profits is a pleasant thing ordinarily, 
but sharing the losses is a different mat- 
ter. 

However, as far as creditors are con- 
cerned each partner is responsible for 
the whole debts and obligations incurred 
by the partnership. Now the corporate 
form of organization has the advantages 
of limiting one’s personal liability to the 
assets of the corporation. In a partner- 
ship one’s whole individual fortune may 
be lost, but bankruptcy only reaches the 
assets in the business. 

A partnership is dissolved upon death 
or resignation of a partner; not so with 
the corporation. It lives regardless of 
the lives of its officers and stockholders, 
ete., etc. The corporation is an indi- 
vidual in law and may sue and be sued; 
not so with the partnership. 
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Simplified Wiring for 
1913 Cadillac 


Q.—Supply wiring diagram of 1913 Cad- 
illac giving timing and adjustment of 
ignition relay. We would like to simplify 
this ignition system changing it to single 

ire system and if this is possible would 
i diagram. Would also like to know 
io wiring for the generator, as we do 
not intend to use the starter circuit. 


We would recommend your discarding 
the ignition relay and using only the dis- 


tributer which has the interrupter and 
condenser in it. We believe that the 
other distributer will be found to have a 


timer in it, where the points close to 
complete the circuit through the coil and 
ignition relay. In the interrupter the 
contacts open to give the spark when 
piston is on top dead center. The coil 
of iron wire used between terminals one 
and two of the generator is for the pur- 
pose of limiting the output and you may 
have to experiment with this to get the 
right length of wire which will hold the 
current down to 9 or 10 amperes, which 
will be ample as long as the starting 
motor is not being used. 


Studebaker Axle Adjustments 

Q.—We are having considerable trouble 
with back lash in Studebaker Big and 
Special Sixes in the rear end. This seems 
to be in the differential case and makes 
quite a snap when clutch is let in te 
start from a standstill—T. W. H., Canada. 

We are showing illustration of the rear 
axle of these Studebaker cars in ques- 
tion. Removal of unnecessary play be- 
tween pinion and ring gear in the differ- 
ential is accomplished much as it is in 
other axles. The inspection cover is re- 
moved, the retaining clamp nuts are loos- 
ened and the adjustment is turned to 
get the necessary relation between ring 
gear and pinion. If it is desirable to ad- 
just the pinion this may be done by re- 
moving the pinion shaft cover and two 
retaining clamp bolts, lifting out the 
bearing retainer lock. 

A screw driver may then be used to 
turn both front and rear bearing retain- 
ers in the same direction so as to main- 
tain the bearing adjustment while ad- 
vancing the pinion or withdrawing it 
from the ring gear. Another possibility 
is that instead of trouble at the differ- 
ential you have rear wheels which are 
not tight on the shaft and it might be ad- 
visable to check this condition and per- 
haps lap the wheels so that they fit well 
at the taper. The key should also be a 
good fit in the keyway in both hub and 
shaft. 


Perhaps a Piston Is 


Reversed 
Q.—We have a 1922 model Buick Six 
Which has a loud sharp knock in it. It 


is more noticeable on a slight pull at 
about 10 or 15 m.p.h. Retarding the spark 
helps a little but very little. My me- 
chanics are unable to locate the cause, 
although it seems to be about the valves 
or push rods. it re- 


We have just had 
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built mainly on account of the knock, but 
it did not help it in the least. We had 
new oversize piston pins fitted also new 
camshaft, rollers and pins, also had the 
bearings fitted but it still develops a 
sharp, loud click at each revolution of the 
motor.—Ellis E. Couch, Healdton, Okla. 
We have recently had a large number 
of reports of knocks which apparently 
were due to piston rings, although these 
reports usually come in after an engine 
has been overhauled and new pistons and 
rings fitted. The trouble seems to be in 
the pressure getting at the upper ring 
and compressing it so that the ends 
Strike together and make a knocking 
sound. A remedy for this condition is to 
file notches in the top of the upper ring 
or else fit it slightly loose in the groove, 
so as to allow explosion pressure to get 
in behind the ring and hold it out against 
the cylinder wall. We are not sure that 
this is the trouble in your case for it 
may be that the piston has too much 
clearance and that it is merely a case 
of piston slap. You might check up the 
clearance by using a thickness gage be- 





- REAR AXLE BEVEL GEAR 


tween the piston skirt and the cylinder 
wall. This should be approximately .001 
in. clearance for each inch of cylinder 
diameter, double this amount for light 
weight alloy pistons and somewhat less 
for the light weight alloy pistons which 
are made with split skirt construction. 
Another possibility is that at some time 
or other one of the pistons has been put 
in backwards, for in the Buick car the 
piston pin is offset. The thick side of the 
piston should be to the left when viewed 
from the rear of the engine as would be 
the case with the mechanic sitting in the 
driver’s seat and looking toward the 
radiator. The arrow cast into the piston 
should point toward the camshaft which 
is on the right side of the engine. The 
cotterpin should be toward the front of 
the engine. The clamp bolts on the con- 
necting rod should be on the side of the 
piston pin away from the camshaft. If 
the suggestions just given do not solve 
the problem, you might refer to the list 
of engine knocks given in the August 14 
issue of Motor AcE. 
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1914 Delage Racing Engine 





“A Reader from Indiana” requests a picture of the 1914 Delage racing engine. 


— 


Here ’tis! 











CRANKCASE TROUBLE 

Q. We have a 1922 Dodge in which 
the crankcase fills up with gasoline every 
200 miles. We have installed new rings, 
the compression is good and we have also 
installed new vacuum tank and carburet- 
er, but do not notice any improvement 
in the operation. What would you sug- 
gest? Shurtz & Haynes Garage, Logan, 
Kansas. 

It is possible that the man operating 
this car drives with the choker in use. 
It is a peculiarity of the Dodge engine 
and carbureting system that it is pos- 
sible to get fair results from the engine 
as far as power and smoothness are 
concerned even if the choker is left part- 
ly out. For this reason a condition of 
this kind may not be noted. The choker 
system on the Dodge car gives very easy 
starting, but this one point must be 
watched for the choker must be returned 
to the running position or excess fuel 
will be drawn into the engine and will 
work past the pistons into the crankcase. 
If raw fuel is getting into the combus- 
tion chamber it is practically out of the 
question to have piston rings which will 
prevent its working down. Another pos- 
sibility is that the fuel you are using is 
rather low grade and does not evapor- 
ate readily. To help this condition it 
might be well to install a hot spot on 
the car and we would recommend this 
being done. 


ABOUT A MARMON 34 


Q. Am writing in regards to a Mar- 
mon $4—1924. Have checked valves and 
carbureter and found all O.K. It takes 
time about skipping; 3-4-5 are ones which 
skip. Would skirt of piston cause this? 
Bishop’s Garage, Landrum, §S. C. 


Your question is rather indefinite but 
we gather that the engine is missing on 
cylinders 3, 4 and 5. You do not say 
whether you have made any tests or not. 
As this appears to be a new car we 
would suggest that it be taken to the 
authorized Marmon dealer who sold the 
car. However, if you wish to locate the 
trouble, we would suggest your at least 
removing a wire from a spark plug to 
see whether the sparks are regular or 
not. You might try reversing spark 
plugs between a cylinder which fires and 
one which does not fire regularly. If 
you will describe the conditions a little 
more carefully we can probably give 
some assistance. 


PROCEDURE WHERE CAR IS 
FOR REPAIR 


Q. Kindly inform procedure in case of 
automobile held for repair and storage. 
Owner of car seems not to concern him- 
self about car but holds Pennsylvania 
Owner’s Title.—Ferd. A. Mosebach, Beth- 
lehem, Pa. 


HELD 


Your state does not give you a special 
lien for repairs by any statute. There- 
fore, the only lien you can claim is one 
at the Common Law. 


Now this lien is one which gives you 
only the right to retain possession of the 
repaired car. 


Under these conditions I would advise 
first that you bring suit for repairs and 
storage, retaining possession under your 
lien, then, under the judgment you may 
proceed to sell the car, applying the pro- 
ceeds to your claim, after paying the 
costs. It is necessary for you to retain 
possession to preserve any preference 
under lien claim. 
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See an Agent 


Q.—I have a 1917 Ford that had a pe- 
culiar rap or knock. The pistons seemed 
to be tight but I put in a set of inner 
rings anyway and tightened the main and 
connecting rod bearings and replaced the 
piston pins and bushings that were worn 
but the rap was still there, so I put in a 
new set of spiral shaped timing gears, as 
the ones I took out had the teeth cut 
straight across. 

When I tested it the knock had com- 
pletely disappeared and there was a 
whining sound, as if the gears were very 
tight. I ran the car akout 50 miles and 
the whining sound stopped and the knock 
came back again. I examined the cam- 
shaft and found that there was about one: 
eighth of an inch end play. 


I would like to know if helical timing 
gears would work the camshaft back and 
forth so it would knock nearly as loud 
as a loose connecting rod. I notice the 
knock mostly when I first started in high 
and after I get to running 25 m.p.h. and 
up, although it is not noticeable much on 
a hill—Indiana Reader. 

One-eighth of an inch is too much end 
play for the camshaft and should be cor- 
rected by installing a new camshaft bear- 
ing. 

The front bearing is the one to replace. 
It comes in one piece and is cracked in 
two when being applied to the shaft. 

Q.—I would also like to know just how 
to go about removing a camshaft after 
the engine is out and mostly apart. 

We would suggest that you bring the 
car to an authorized Ford service station. 
The removal of the camshaft can be ac- 
complished while the engine is in the 
frame. It necessitates raising the valves 
and pushrods, loosening the camshaft 
bearing locking screws, removing the 
gearcase cover and pulling out the shaft. 


VOISIN BROUGHAM 

Q. What is the wheel base, tire size, 
engine bore and stroke, number of cylin- 
ders, type of four wheel brakes, spring 
suspension of the European ‘Voisin 
brougham (10 h. p.)?—James Horton, 609 
Park street, Bristol, Va. 

The wheel base is 112 in. and tread 51 
in. Tire size is 765 by 105 m.m. This 
tire size is about the equivalent of a 30 
in. by 4 in. tire. Engine has 4-cylinders. 
Bore and stroke are respectively 2.36 in. 
and 4.33 in. According to the annual 
statistical issue of Automotive Industries 
published February 21st, 1924, this car 
has internal front wheel brakes operated 
by foot pedal and used as service brakes. 
It also has internal brakes on the rear 
wheels operated by the hand lever. 
Semi-elliptical springs are used both 
front and rear. Brakes are operated by 
means of cable. 


HUPMOBILE DATA 


Q.—What is the number and make of 
rear wheel bearings, also front wheel 
bearings, inside and outside, on a 191% 
Hupmobile Model N, serial No. 66063?— 
Robbins & Robbins, North Main street, 
Rockford, Ohio. 

According to records covering the 
Hupmobile in this office, the 1917 Model 
N used Timken bearings in the front 
wheels, No. 277 and No. 237. The rear 
wheels were equipped with Gurney radial 
ball bearings No. 310. 
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for the use of the Cooper balloon 
cord, according to the manufacturer, The 
Cooper Corp., Cincinnati, O., the owner’s 
present wheel and rim equipment being 
all that is required. The air pressure 
used in the tires is from 20 to 30 Ibs., 
the objective being to reduce the strain 
on the tire from within. Each strand 
of cord is entirely surrounded by rubber, 


ig is not necessary to have special rims 
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S;OOSTING ACCESSORY 


is the fact that one type now fits any 
Ford car. Heretofore, different models 
were needed for open and closed cars. 

In design, the new Hassler departs 
somewhat from previous Hassler engi- 
neering, with the exception that the basic 
Hassler principles remain unaltered. 
Probably the biggest development in the 
new Hassler is the fact that a more per- 
fect control of the rebound has _ been 
effected. 

It will be noted from the illustration 
that the new Hassler has been consider- 
ably changed in general appearance. The 
whole design shows a marked tendency 
toward compactness and _ unobtrusive- 
ness. This is gained through the design 
of the new spring members of the shock 
absorber. 


Federal Fifteen Bumper 


The Federal Fifteen Bumper is the 
latest model added to the bumper line 
manufactured by the Federal Pressed 
Steel Co. of Milwaukee. The new bump- 
ers are designed particularly for use on 
Chevrolet, Ford, Overland and Gray cars. 
They are furnished in black satin finish 
or nickel plated. The  oil-tempered 
spring steel bars are anchored at the 
ends to eliminate vibration and rattle. 




















Federal Fifteen bumper 


which is done to overcome any tendency 
to heat or chafe. The low pressure is 
used to obtain a greater cushioning 
effect thereby allowing the tire to con- 
form more easily to the irregularities of 
the road. It is claimed that improved 
braking is obtained because the larger 
contact grips the road securely when 
brakes are suddenly applied. 


Hassler Shock Absorber for Fords 


Robert H. Hassler, Inc., of Indianapolis, 
manufacturers of spring control devices 
for small cars and friction type shock 
absorbers for large cars, have announced 





Hassler shock absorber for Fords 


the new Hassler Rebound Check and 
Shock Absorber for Ford cars. 
One of the features of the new Hassler 


Milwaukee Auto Buffers 


These are a combination of a friction 
head jolt eliminator with a_ direct 
acting spring cushion. The two arms 
are held against up and down move- 
ments by conical friction plates. They 
are designed to resist but not prevent 
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Milwaukee auto buffers 


the big movements of the chassis and to 
ease off the leap-up. The purpose of the 


two conically coiled springs is to take 
up the small bumps and jars, while the 
centrally 
checking 


fastened friction head is for 
side-sway. The springs are 











PL 


made of high grade steel. The top end 
of the conical spring is fastened to the 
arm of the friction head through an oil- 
less swivel connection to let the spring 
and arm align themselves to every posi- 
tion of the body. 

The buffers are designed for all models 
of Ford cars and the price per set (front 
and rear) is $18. They are made by the 
Milwaukee Shock Absorber Co., 3610 
North avenue, Milwaukee, Wis. 


Graphited Valve Stem Guides 


In order to afford lubrication to the 
stems of poppett valves The Standard 
Automotive Parts Co., Muskegon, Mich., 
has brought out valve guides im- 
pregnated with graphite so that the stems 
of the valves will be kept in constant 
lubrication. The manner of retaining the 
graphite is shown in the sectional view 
of the guide. These graphited guides are 
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Sectional view of graphited valve stem guide 


made under the same patents it is said, 
as the oilless bushings which have been 
on the market for several years. It is 
stated also that valves working in these 
guides do not wear on the stems appreci- 
ably and hence insure a better seat over 
a longer period inasmuch as the valve 
is held in proper relation to the seat. In 
addition the possibility of a valve sticking 
is reduced to a minimum because of the 
absence of a dry stem and guide. 


Multibestos Lined Brake Shoes for Fords 


This product is made of cold rolled 
steel and lined with 3/16-in. Multibestoes 
three-ply regular production brake lining. 
The lining is of extra thickness to in- 
sure long wear, and this, with the steel 
shoe, presents a flat and true surface 
on the inside of the drum. The com- 
plete set of two brake shoes comes 
packed in an orange and black telescope 





Multibestos lined brake shoes 


carton. The manufacturer is the Multi- 
bestos Co., Walpole, Mass., and the list 
price is $2.50. 











































ELOW are described some new ar- 

ticles of shop equipment which are 
well worthy of the attention of the pro- 
gressive maintenance man. It pays to 
keep up to date in the matter of shop 
equipment in order that you may secure 
your share of automotive maintenance 
work. Owners are critical and they ex- 
pect the best. Give it to them by using 
the right kind of tools for your work. 


Peerless Reboring Mill 


The Peerless is a self-contained re- 
boring mill equipped with a gauging de- 
vice which, without much skill on the 
part of the operator permits the setting 
of cutters for reboring cylinders to suit 
variations in diameter found in the stand- 
ard oversize pistons, thereby eliminating 
all dangers of mistakes, it is stated. The 
price of this mill complete including a 
tool cabinet is $300 when arranged for 
belt drive and $375 for motor drive in- 
cluding the motor. 


In this machine the boring bar is 
guided above and below the block and 
it obviously is necessary, therefore, to 
remove the block from the engine when 
the reboring operation goes on. The bor- 
ing bar is of carbon steel and is guided 
in graphite bronze bearings. The two 
opposed tools balance the cutting force 
to reduce to a minimum side thrust. As 
the bearings require no lubrication and 
the bar remains dry, dust and grit can- 
not adhere and get into the bearings. 
The bed is mounted on three legs so it 
cannot be sprung out of shape when 
mounting on the floor. 

The boring head is a split collar having 
two slots cut into the face in which the 
cutters are clamped by wedges. The 
head is 35% in. in diameter and tools can 
be set to bore up to 4%4 in. A compen- 
sating drive ring couples the worm gear 
and boring bar and drives the bar 





Peerless reboring mill 
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through the engagement of its two op- 
posed keys in the keyways in the lower 
part of the boring bar. The feed is en- 
gaged or disengaged by pushing the hand 
wheel forward or pulling it outward. The 
tools advance at the rate of 1 in. per 
minute. 

A bushing of the same size as the bor- 
ing bar is mounted in the center of the 
frame in which are set two micrometers 
located exactly the same distance from 
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‘of the SHOP 


the extending arm to hook under the 
radius rod. The handle is then pressed 
down until the spring is raised to the 
proper height so that the hanger easily 
can be inserted. A block is furnished 
to steady one end of the spring while the 
tool is used at the other end. A *% in, 
iron pipe or old axle shaft can be used 
for a handle. The price of the tool is 
$7. It is furnished without handle and 
weighs 12 Ibs. 
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A close-up of the Manley Spring Shackle 
Tool and the manner of using it in in- 
stalling spring hangers on the Ford car 








the center of this bushing. The boring 
head is clamped upon the bushing in the 
same manner as when on the boring bar. 
After the cutters are set to the microm- 
eters a half turn of the boring head 
brings each of the tools against the op- 
posite micrometer and gives an accurate 
check on the setting. In setting to size, 
the skirt of the oversize piston can be 
placed between the micrometers, the 
latter set to caliper the piston when they 
both read alike and this setting trans- 
ferred direct to the boring tools without 
actually taking a dimension. 

The machine is furnished with clamps 
for holding the blocks and a centering 
cone which is slipped on the boring bar 
for locating the boring tools in proper 
relation to the hole. The machine re- 
quires 3 by 3 ft. floor space and the total 
height of the machine is 78 in. It is 
made by the Giddings & Lewis Machine 
Tool Co., Fond du Lac, Wis. 


Manley Spring Shackle Tool 


In order to facilitate the removal and 
replacement of the spring hangers on 
Ford cars, the Manley Manufacturing Co., 
York, Pa., has brought out a tool which 
does this work without the use of a jack, 
hoist or any other device. To install 
hangers it is only necessary to apply the 
tool by replacing the lifter or upper jaw 
between the spring and axle, allowing 
the lower jaw to rest on the axle and 


Rotary Branding Machine for Identifica- 
tion of Batteries 


This consists of cast iron circular disc 
with 10 numbers cast on the circun- 
ference below which is a gas. burner 
for heating it to a dull red. The disc 
is revolved to get the number desired 
and the battery pushed against it. The 
disc is then reindexed and the battery 
moved along about the width of the num- 
ber and the second number branded on. 
This machine is designed to _ obviate 
regular branding. The price is $25 and 
it is made by S. R. M. Orum, Ince., 503 
lith St., Philadelphia, Pa. 
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Rotary branding machine 
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Shows That Will Help Business 


NEW show program that ought to be of great help to the 
A automotive industry has been announced by the Moto? 
and Accessory Manufacturers’ Association. Enlarging its pro- 
gram this association has sanctioned for its membership par- 
ticipation in important automobile shows in cities extending 
from the Atlantic coast to the Pacific coast. Heretofore this 
participation has been limited to the national shows at New 
York and Chicago and the very important show at Boston. 
Cities added to the show list are Kansas City, Cleveland and 
San Francisco. 

Now that the trade recognizes that the automobile business 


is much more than selling new automobiles it is necessary that : 


proper merchandising effort be made to place before the public 
such transportation necessities as parts, equipment and tools 
which are used to provide maintenance of transportation ve- 
hicles. 

The growing importance of the shows as gathering places 
for the trade to learn about new products for use and sale in 
the transportation store means that more and more the manu- 
facturers are taking advantage of the opportunity to exhibit and 
demonstrate their products for the benefit of dealers. This 
method is proving to be a wonderful support for the advertis- 
ing that manufacturers do to introduce their products to deal- 
ers. To have the large group of manufacturers in the M. & A. 
M. A. participating in the six big automobile shows adds inter- 
est and value to those exhibitions. 





Autumn Is for Motoring 


— at no season of the year are the highways more 
filled with motorists than in the alluring days of October. 
We have heard of the perfection of June days, but from the 
standpoint of the motorist there is no season that compares 
with October. There is just one drawback—so enticing is the 
season that in the vicinity of our large cities the improved 
roads are far short of adequate to carry all who would drive 
and enjoy nature at her best on the week-end holidays. But 
all this means business for the transportation store. The dealer 
who with the passing of summer believed his opportunity for 
this year was passed and crawled into his hole is missing some 
very profitable business days. 


Take Care of Things 


[' is mighty annoying to the car owner when his engine begins 
to miss and sputter and spit and run erratically and without 





the old pep and power that it displayed all summer. Some- 
thing is wrong, carbureter, ignition, timing, fuel feed—he 
doesn’t know just what—but it is terribly annoying. So he 


soes around to his maintenance man and tells him what the 
trouble is and is promised that the engine will be put back in 
the pink of condition. 

He calls for his car, eager to get behind the wheel and feel 
her respond in the old form to gentle pressure on the accelera- 
tor. But where is his ignition key that he left with the mainte- 
nance man? It can’t be found. A careless mechanic has lost 
it and the car cannot be started until a new key is obtained. 


‘Not long to wait, but a very annoying delay. 


At last the car is started. It does not seem to be running 
very well, but the engine is cold and no doubt it will be all 
right as soon as it is warmed up. So he drives away after 
having written a check that a few years ago would have paid 
his house rent. He starts for a little drive to try out the car, 


hoping with the trustfulness of a true optimist that in a little 
While speed, power and flexibility will be his as of old. But 


instead of getting better, the engine runs worse. It sputters 
and hesitates and lopes. In disgust the owner drives home, 
puts the car away for the night, determined to tell the shop 
proprietor in the morning what he thinks of him. 

And then before he can sit down and read his paper he has 
to spend 15 minutes with scrubbing brush and soap to remove 
from his hands the grime and grease that the mechanic left 
on the steering wheel. 

And thousands of maintenance shop proprietors knowing 
that these conditions exist make no effort to improve them. 
Are you one of them? 





The Battery Guarantee 
ERE is something for the man who sells batteries to think 
about before he passes on to his customers any extrava- 


gant representations in the form of guarantees: 

Battery advertising frequently contains such statements as: 
“Guaranteed for Two Years,” “Backed by an Iron-clad Guaran- 
tee,” or “Guaranteed for Three Years,” giving the man who reads 
it the impression that such guarantees are unconditional. 

If they are unconditional, it is an unsafe policy for the manu- 
facturer, for every battery man knows that the length of effi- 
cient operation of a battery depends upon many things other 
than the “inside” of the battery itself. Let someone set the 
charging rate wrong, or let the generator be out of order—there 
are many things upon which a battery must depend over which 
the battery manufacturer has no control. 

If the guarantee is conditional, and not so specified, it is un- 
fair to the customer, as he has the right to know the conditions. 

“A guarantee is only as good as its maker.” 

Any reputable manufacturer will have the efficient operation 
of his product at heart and will place upon it a guarantee within 
reason and one that he can live up to. 

Do not misrepresent—explain your product and tell the truth. 

The foregoing appeared in Prest-O-Lite Power and reminds 
us of the effort being made by the National Battery Manufac- 
turers’ Association to have guarantees standardized so as to 
protect both the car owner and the service station. A 90-day 
guarantee is certainly sufficient to take care of any defects 
whick might be due to faulty material or workmanship. No 
motor car is guaranteed to run seven or eight years before it 
falls to pieces. Why should a battery be guaranteed to the dis- 


integration point? 





By Protecting the Driver the Spectator 
Is Safeguarded 


HE recent fatal accidents of Joe Boyer and Jimmy Murphy 
‘Ee this country and of Dario Resta in England should teach 
a valuable lesson to the men who manage and build the big 
time race tracks. The direct cause of death in all three cases 
is something that can be alleviated and to a great extent elimi- 
nated. 

The correction lies in the erection of adequate retaining 
walls for all tracks. These retaining walls must be strong 
enough to stand the impact of 1,700 lb. traveling at 125 m.p.h. 
They must be built of something better than wood beams and 
should be absolutely non-splintering. 

This is an era of high velocities and for purposes of safety 
railroad coaches are now built of steel instead of wood, every 
track terminus has a husky retaining buffer, airplane pilots 
carry parachutes and every paved street has a concrete curb 
which acts as a retaining wall. 

With the engineering skill available it should be possible to 
construct some sort of retaining wall for race tracks that will 
absorb the speed of an uncontrollable car and confine it within 
the bounds of the track without disintegregating into deadly 
splinters. Such safeguards are needed for the drivers of the 
present-day racing car and as they have an equal effect in pro- 
tecting the spectators they should be made compulsory. 
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Heavier Sales Expected in November 


Business Pace Satisfactory 
Despite Season’s Drawbacks 


Manufacturers Continue Policy of 
Building Cars in Sufficient Num- 
ber Only for Present Demand 
NEW YORK, Oct. 13.—Despite the 
usual drawbacks of the _ pre-election 
period, sales of automobiles are pro- 
gressing at a satisfactory rate, with 
some hesitancy shown and buying in 
many instances being deferred until next 
month. There is no decline in volume, 
taking the country as a whole, and it is 
felt that in those sections where there 
has come a slowing up the slack will be 
overcome in November. This will not 
make next month, however, abnormal in 
sales volume, neither, from present indi- 
cations, will it bring October below nor- 

mal for the month. 


The first week in October shows that 
September operating schedules are being 
followed closely. None of the output, 
factory reports indicate, is going into 
warehouses or being used to replenish 
dealer or distributor stocks. Manufac- 
turers are not building against any pos- 
sible demand but only for actual con- 
sumer requirements. When more active 
operations will begin toward getting 
ready for spring demand is problemati- 
cal, but it is not likely that any great 
forward step will be taken this year. 


Step Up Maybe First of Year. 


The stepping-up is more likely to oc- 
cur the first of next year when the out- 
look will be better defined and both city 
and farm buyers will indicate clearly 
their absorbing power. What buying 
comes from farm districts this year is 
expected to be merely a forerunner of 
what the industry may look for next 
year and will not constitute any large 
part of his purchasing. The return of 
the farmer to the market is not strongly 
noticeable at the present time. 


Export business is doing well, with 
prospects that the year will show an in- 
crease over the record months of 1923. 
New Zealand, where conditions are 
fundamentally sound, is absorbing a good 
volume of American-made cars as are 
Australia and Argentina where crops are 
excellent and bring good prices. 


ggressive sales campaigns throughout 
England and the Continent are forecast 
by the large representation of American 
cars at European shows. American pro- 
ducers expect much from the readjust- 
ment of economic conditions abroad and 
will devote greater attention toward pro- 
ducing cars for export that meet the par- 
ticular requirements of the foreign mar- 
ket. This will provide a greater outlet 
for the American-made product and en- 
able the manufacturer to maintain a 
comparatively steady level in production 
the vear round. 





SELECT AJAX SUPERINTENDENT 

RACINE, Wis., Oct. 13.—Announcement 
is made by David Averill, vice-president 
and general manager of the Ajax Motors 
Co., of the appointment of Walter Helber 
as general superintendent of the plant. 
For the past 17 years, Mr. Helber has 
been identified with one of the large au- 
tomobile manufacturers at Flint, Mich. 


General Motors Dealer Takings 
for Month Exceed Retail Sales 


NEW YORK, Oct. 13.—So far as Gen- 
eral Motors units were concerned, Sep- 
tember reversed sales conditions in 
August. Whereas in the latter month de- 
liveries to the ultimate consumers totaled 
higher than deliveries by the manufac- 
turers to their distributors and dealers, 
in September it was the dealers who took 
the majority of the cars produced. 

The usual monthly report issued by 
General Motors shows that in September 
the consumers accepted deliveries of 
49,188 cars, while the middlemen bought 
52,106 units. 

For the nine months’ period there has 
been a decrease of 7.52 per cent in de- 
liveries to consumers, compared with the 
same period in 1923. Totals for the first 
three-quarters of the year are: consum- 
ers, 543,924; dealers, 494,382. 


10,000 Attend Outing Given 
by Philadelphia Ford Dealers 


PHILADELPHIA, Oct. 11.—No less 
than 10,000 persons attended the first an- 
nual Ford outing and barbecue, held un- 
der the direction of the Philadelphia 
Ford Dealers and open to all owners of 
Ford cars, at Byberry, Sept. 26 and 27. 
Officials estimated that upwards of 5,000 
automobiles were parked in the fair 
grounds enclosure. <A feature was a 
parade of Ford products, more than 200 
passenger cars and Fordson tractors of 
different models and designs taking part. 
Two comic cars, one representing the 
Prince of Wales and his royal entourage, 
and the other a burlesque of a rustic in 
full regalia, brought up the rear of the 
procession around the race track. 


There was an ox. roast, a demonstra- 
tion of Fordsons and a number of Ford 
contests, including races, more than 300 
prizes being awarded, from a touring car 
and a tractor down to a spark plug. 


ADDS TOWN CAR 
MARYSVILLE, Mich., Oct. 13.—Wills 
Sainte Claire has added a town car to its 
line of bodies. It is a de luxe model ali 
the way through, finely finished and 
luxuriously appointed. The body is cus- 

tom built. The price is $5,500. 
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Michigan Association to 
Hold Convention Regionally 


Nine Separate Gatherings in Various 
Parts of State Is Plan of Man- 
ager Edenburn 


DETROIT, Oct. 13.—Instead of the 
usual annual convention of the Michigan 
Automotive Trade Association, W. D. 
Edenburn, manager, has arranged for a 
series of nine negional meetings which 
will be held in principal cities during 
the fall and winter months. By splitting 
the convention up and holding it region- 
ally to suit the greater convenience of 
members, he plans to get the fullest 
measure of support behind its activities. 


The first of the regional meetings will 
be held in Ann Arbor Oct. 20, where the 
dealers of that section will be addressed 
by Herbert Buckman, secretary and man- 
ager of the Cleveland Automobile Dealers’ 
& Manufacturers’ Association, and George 
W. Welch, Republican candidate for 
lieutenant governor of the State. Mr. 
Buckman will discuss general conditions 
affecting the automobile business, and 
Mr. Welch will discuss legislative activi- 
ties in the State as affecting the auto- 
mobile business. The regular business 
of the association also will be discussed 
to outline activities during the coming 
year. 

Cities in which the other regional meet- 
ings will be held are Kalamazoo, Grand 
Rapids, Saginaw, Jackson, Flint, Lansing, 
Port Huron and Detroit, the Detroit 
meeting also taking on the function of 
the annual business meeting at which 
final action will be taken on all matters 
developed during the regional meetings. 
Officers for the new year will be elected 
at the Detroit meeting which while in a 
sense a part of the regional program, will 
also as the final meeting draw attendance 
from all other regions, and be most suit- 
able for concluding the affairs fostered 
at the earlier group meetings. 

The opening meeting at Ann Arbor 
will be under the auspices of the Ann 
Arbor Automobile Dealers Association 
and will be held at the Michigan Union. 





SEMMES COMPANY REORGANIZES 

WASHINGTON, Oct. 13. — Raphael 
Semmes, former’ vice-president, was 
elected president of the Semmes Motor 
Co., succeeding his late brother, C. W. 
Semmes. Mrs. C. W. Semmes was elect- 
ed first .vice-president, E. B. Semmes. 
second vice-president and _ treasurer: 
J. A. Sweeney, secretary, and M. Wilder 
De Neans a new director on the board of 
governors. 

The Semmes company handles Dodge 
Brothers cars locally and a fortune of 
$387,000 was left by the deceased presi- 
dent of the company, all being made in 
the automobile business. 
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Large Automotive Display at 
Electric Railway Assn. Show 


Six-Wheel Buses and Air-Operated 


Brakes Among Features of 
Atlantic City Exhibits 


ATLANTIC CITY, Oct. 11.—Six-wheel 


buses, more extensive use of six-cylinder 


engines and air-operated brakes, and the 
introduction of better appearing and 
more comfortable bodies are among the 


important features of the automotive ex- 
hibits held in connection with the Ameri- 
ean Electric Railways Association Show 
here. 

Balloon tires have made their first ap- 
pearance in the bus field, while four- 
wheel brakes, some mechanically, some 
air and others hydraulically operated, 
are becoming almost as common as on 
passenger cars. Air chambers are used 
extensively. 

Some 15 bus manufacturers have ex- 
hibits of complete vehicles, while numer- 
ous body and parts makers are showing 
their wares. The attendance at the show 
is excellent and includes many automo- 
tive executives and engineers besides 
those having: their own exhibits. Nearly 
half the show space is used by concerns 
which manufacture some automotive 
equipment. 

Among exhibitors who have one or 
more entirely new chassis, shown for the 
first time, are Mack, Yellow, Uppercu, 
Garford and Six-Wheel. 


Mack’s New Offering 

Mack’s new showing is a_ six-wheel 
chassis of mammoth proportions, fitted 
with a new 100 hp. six-cylinder engine 
and intended for high speed interurban 
service. The wheelbase is 266 in. All 
six wheels have brakes, the rear being 
the Servo type, foot operated, and the 
front and propeller shaft brakes are 
band operated. The front wheels have 
live spindles and two propeller shafts 
drive two rear axles. The chassis 
weighs 11,000 lbs. and will carry a de 
luxe body seating 33 passengers. 


The new Yellow Coach chassis both 
have six-cylinder sleeve-valve engines 
and frames reinforced with tubular mem- 
bers. All Yellow chassis have balloon 
tire equipment, including the double deck 
city type. 

Many bodies are fitted with wicker 
seats, often with double spring cushions. 
Bodies in general are more attractive 
and many have lines very similar to the 
latest passenger cars. Some are painted 
with pyroxylin lacquers and leather in- 
terior trim is popular. 

Yellow coaches have a new air brake 
System of the company’s own make, op- 
erated by pistons in wheel brakes. 

Timken Axle is showing a new brake 
with air-operated diaphragm actuating a 
Piston of the hydraulic system which ap- 
Plies Lockheed brakes. 

Metal sash is widely used in body 
construction, while plywood also is em- 
Dloyed extensively. Bodies are con- 


structed entirely of steel but a majority 
still use much wood. 
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Yellow Cab Manufacturing Company Producing 
Drive-It-Yourself Passenger Sedan 








CHICAGO, Oct. 13.—The Ambassador ‘“Drive-It-Yourself” passenger sedan is now 


in production by the Yellow Cab Manufacturing Co. 


This vehicle, known as model 


D-1, is made to carry five passengers and is intended, primarily, for sale to operators 


of motor livery service. 
The retail price is $1,695, f. o. b. factory. 


It will be sold, however, to anyone who wants to buy it. 


This car is equipped with a special “L” head, six-cylinder engine built by the 


Continental Motor Co. 


It has bore of 3% in. and stroke of 4%4 in. 


The body is cus- 


tom built in the Yellow Manufacturing plant, and it is upholstered throughout with 


Spanish leather. 


It is equipped with rear wheel service brakes of the external contracting type and 


emergency brake on the transmission. The wheelbase is 114 in. 


in dark blue. 


The body is finished 











URGE SATCHELL’S ELECTION 
HARRISBURG, Pa., Oct. 13— E. T. 
Satchell, vice-president and director, will 
be recommended for election to the 
presidency by the board of directors of 
the Pennsylvania Automotive Association 
when this organization holds its conven- 
tion in Wilkes-Barre, Oct. 17-18. George 
G. McFarland, president and general 
manager of the association, at present is 
chairman of the directors’ “Satchell for 
President Committee.” He has issued a 
letter to association members asking 
their support of the board’s choice. 


F. HALL MARMON KILLED 


INDIANAPOLIS, Oct. 13.—F. Hall Mar- 
mon, son of Walter Marmon, chairman 
of the board of directors of Nordyke & 
Marmon Co., was killed in an automobile 
wreck near here Saturday. Young Mr. 
Marmon’s car skidded in soft gravel as it 
was being turned to pass another car. F. 
Hall Marmon was 26, a graduate of Bos- 
ton Tech, and was considered a brilliant 
automotive engineer. He had been in 
charge of Marmon experimental work. 
He is survived by a widow and one child. 


TIEDEMANN TO DETROIT 


DETROIT, Oct. 11.—A. C. Tiedemann, 
formerly sales supervisor at the New 
York Branch of Willys-Overland, Inc., 
has been appointed assistant manager of 
the Detroit Branch of the same company. 


Olds Sales for Year Near 
48,000 Cars, Says Statement 


DETROIT, Oct. 13.—Sales by Olds 
Motor Works in the twelve month period 
in which its present model has been in 
production approximate 48,000 cars, ac- 
cording to company statement. In 
September sales approximated 4,500 this 
representing about the number of retail 
sales. This was the best month since 
April and will be exceeded by October 
according to orders now on hand, the 
factory declares. 

Demand for its new coach and for tke 
other enclosed models of its line has been 
so heavy, the factory declares, that it 
confined all operations during a one week 
period to closed models exclusively, this 
being the first time that open car man- 
ufacture has been completely suspended 
in the 27 years of its existence. Demand 
for the coach has been greater than 
anticipated, says the company, dealers 
getting practically instant turnover. 

Sales conditions are better at the pres- 
ent time in the agricultural districts, 
than in the cities, the company says, the 
latter trade being low because of re- 


duced industrial activity due to the 
coming elections. 
TO RETIRE FROM FIELD 
HARTFORD, Conn., Oct. 13.—The 


Marshall Motor Co., Hartford, Conn., 
Franklin distributor, is to retire from the 
local field on Nov. 1. 
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Chicago Holds Second Closed Car Show 


41 Retailers Participate 
in Exhibition at Coliseum 


Event Sponsored by Trade Associa- 
tion Scheduled to Hold Forth 
Through Present Week 





CHICAGO, Oct. 13.—The Second An- 
nual Closed Car Show to be conducted by 
the Chicago Automobile Trade Associa- 
tion opened Saturday evening under most 
favorable conditions and with an outlook 
for ideal weather. The show will con- 
tinue throughout the present week. It is 
presenting to visitors in the neighbor- 
hood of 200 enclosed passenger cars, 
representing a list valuation of around 
$600,000, and the last word in modern 
evolvements by American car manufac- 
turers. To say what features seemed to 
attract most popular interest would be 
somewhat venturesome, although it was 
apparent that those who attended the 
show on the first two days saw much to 
engage their attention and admiration. 
Four-wheel brakes and balloon tires, 
while already well established in motor- 
dom, found many eager prospects who 
wanted to know more about them while 
the changes in body designs with late re- 
finements and equipments and fittings 
calculated to add to the owner’s comfort 
quickly caught attention. 


Green and Gold Setting 


Staged in a beautiful setting of green 
and gold decorations the ensemble pre- 
sents an alluring picture, giving a sug- 
gestion of the growing tendency to the 
longer wheelbase and lower center of 
gravity in the closed types of motor ve- 
hicles. While built lower to the ground 
it is easily discerned by the observer 
that these suggestively underslung 
models afford ample ground clearance. 
At the same time they have a sturdy 
appearance. 

That manufacturers have been suc- 
cessful in the feminine appeal was dem- 
onstrated by the interest of this sex, the 
beautiful effects of finish, with a de- 
parture of no small extent from somber- 
ness, the captivating interiors with va- 
riety in upholstering and the numerous 
devices for convenience of the occupant 
—all registered well with the sex it was 
obviously intended to please. In a num- 
ber of models there is an upholstered 
arm rest at the side of the back seat. 
Elear, Nash, Case, Jordan, Packard and 
Stearns being among those having this 
feature. 


There seems to be a tendency to make 
fenders more rigid either through heav- 
ier construction or by more embossed 
paneling. 

On practically all of the models shown 
the heater is standard equipment, with 
foot rest conveniently located directly in 
front of the register. Buick presents its 








General View of Chicago’s Second Closed Car Show 








two-passenger model with rear steps to 
facilitate entrance to the rumble seat. 
Integral or built-in visors seem to be 
popular features. 


Extended Rear Panels 


Many of the enclosed bodies with solid 
tops are constructed with metal upper 
rear panels finished in gloss black which 
extend to form the extreme rear portion 
of the roof. To produce a neat mounting 
and provide greater visibility in those 
cars having sloping windshields, there is 
a noticeable inclination to utilize the 
space between the windshield and front 
door pillars by building in triangular 
glass panels. Lexington, Reo, Paige, 
Jordan and Stutz are examples. Out- 
standing, however, from the average 
spectator’s point of view are the trim 
color effects in body decoration. These 
occasion more pleasing comment and in- 
dicate that the public likes style in a mo- 
tor vehicle. 

The show was preceded by an intensive 
advertising campaign and large. attend- 
ances are looked for. Harry P. Bran- 
stetter is chairman of the C. A. T. A. 
show committee and L. L. Fest is show 
manager. Forty-six makes of cars han- 
dled by 41 Chicago agencies comprise 
the display. 


INDUSTRY PIONEER DEAD 


CORTLAND, N. Y., Oct. 13.—E. H. 
Brewer, chairman of the board of the 
Brewer-Tichener Corp., is dead, age 73, 
following a short illness. Mr. Brewer 
was a pioneer in the industry, develop- 
ing an extensive line of trimming hard- 
ware, bow sockets, drop forgings and 
stampings. His company, the Cortland 
Carriage Goods Co., the Cortland Forging 
and Crandal-Stone, were consolidated 
into the Brewer-Tichener Corp., a $3,500,- 
060 concern, in 1916. 


—— 


Convention of Nat. Standard 
Parts Assn. Set for Nov. 6-9 


BUFFALO, Oct. 13.—The recently 
formed National Standard Parts Associa- 
tion, whose temporary headquarters are 
located at 901 Washington building, this 
city, announces that its first convention 
will be held at the LaSalle Hotel, Chi- 
cago, Nov. 6-9. 

This session will be devoted to the set- 
ting up of a permanent organization and 
because of this the association will not 
stage a show as had been contemplated. 
Instead, the convention will adopt a con- 
stitution and by-laws, elect officers and 
definitely outline the work it hopes to do. 

A tentative program of the proposed 
activities as drawn up by the executive 
committee will be presented. This pro- 
gram includes the promotion of a yearly 
trade show and convention, the establish- 
ment of a catalogue department to assist 
parts jobbers and manufacturers in 
building up their catalogues and elim- 
inating duplication of effort; the estab- 
lishment of a credit and collection de- 
partment for the benefit of members; the 
conduct of field surveys on trade possi- 
bilities and distribution methods; the dis- 
semination of trade information among 
members; the development of standards 
to which parts should conform and the 
education of the public and trade as to 
standard brands of replacement parts. 
with a view to stimulating both the 
manufaeture and the distribution of such 
parts. 

Affairs of the association now are being 
handled by C. B. Fraser, formerly of the 
King Manufacturing Corp., who has suc- 
ceeded Anton Johannsen as_ secretary. 
The membership continues to grow and 
to date the association has thirty-eight 
jobber members and twenty manufac- 
turers. 
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Nash Net Third Quarter Was 


$1,205,766; $1.75 Dividend 
Kenosha Company Has Built More 
Than 250,000 Cars and Trucks 
in Its Eight Years 
NEW YORK, Oct. 11.—Declaring the 
regular quarterly dividend of $1.75 a 
share on the preferred stock, payable 


Noy. 1 on stock of record Oct. 20, direc- 
tors of the Nash Motors Co., meeting in 
the east, announced that net income for 
the third quarter was $1,205,766, after all 
charges and reserves for taxes. This 
compares with $2,257,767 in the same 
quarter last year. The third quarter will 
give stockholders $3.40 a share against 
$4.48 in the previous quarter and $7.22 
last year. 


For the nine months ended Aug. 31, net 
income was $4,325,241, equal to $12.81 a 
share on the common, after preferred 
dividends. In the same period last year 
net income equaled $20.25 a share on the 
common. 


The Nash company, which is celebrat- 
ing its eighth anniversary, also reports 
that in its eight years of operation it has 
built more than 250,000 Nash cars and 
trucks, with an aggregate value of $310,- 
000,000. Its first financial statement 
showed total resources of $7,000,000, 
while today they are nearly $42,000,000. 
For the first eight months of this year the 
company’s total volume was $29,738,154. 


SHORT MEASURE CHARGED 

CHICAGO, Oct. 13—Six Chicago gaso- 
line dealers were fined by City Judge 
Charles F. McKinley, as the result of 
short-measure charges. Fines ranged 
from $10 to $25 and costs. Carman 
Vaeco, city sealer, launched a campaign 
against short-measure filling stations 
several days ago with this initial ac- 
complishment. 
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PFEIFER JOINS BRUDE 

CHICAGO, Oct. 13.—C. R. Pfeifer has 
been appointed sales manager of the 
T. M. Brude Co., of Chicago, makers of 
the Brude visor. Mr. Pfeifer was until 
recently sales manager of the Hill Pump 
Valve Co., manufacturing the Utility 
heater. 


Dealers in Chicago District 
Hear Sales Congress Speakers 


CHICAGO, Oct. 11.—Automobile deal- 
ers and salesmen of the Chicago district 
turned out in good numbers for all 
sessions of the Sales Congress held her 
on Wednesday and Thursday of the pres- 
ent week. The Congress was one of the 
series being conducted by the National 
Automobile Dealers’ Association with the 
hope of stimulating motor vehicle sales 
and contributing to the improvement of 
merchandising methods. 

One of the features was a banquet 
Wednesday night in the Gold Room of 
Congress Hotel which was attended by 
520 automobile mechants and salesmen. 
The banquet was attended by a number 
of tradesmen from other cities in this 
section who had attended session during 
the day and who remained over for the 
meetings scheduled for Thursday. 

Full co-operation was given the N. A. 
D. A. speakers by the Chicago Automobile 
Trade Association which had well ad- 
vertised the congress in trade circles and 
which accomplished effective resugts in 
drumming up a good attendance. C. A. 
Vane, general manager of the N. A. D. A., 
expressed himself as well pleased with 
the meetings held here and highly ap- 
preciative of the support given the move- 
ment by the Chicago Dealers’ Association. 


TWO STEP OUT 

BOSTON, Oct. 13.—The Collins Motor 
Car Company, Star and Durant distrib- 
utor in Eastern Massachusetts has gone 
out of business. Raymond J. Galvin, 
for years one of the largest used car 
dealers in Boston also has given up ‘he 
business. 
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Earl Cooper Wins Raisin Day 
Classic, Then Hill and Milton 


Time Made by Leader Is 105 
m.p.h. Covering 150 Mile Dis- 
tance in 1:25:13 






FRESNO, Cal., Oct. 13.—Earl Cooper 
won the annual Raisin day classic here 
when the veteran speedway warrior 
covered the 150 miles in one hour, 25 
minutes and 13 seconds, averaging 105 
miles an hour. 

Bennett Hill took second place and 
Tommy Milton was third, Fred Comer, 
former mechanician to Cliff Durant, was 
the fourth man to finish, while Robert 
McDonough protege of Tommy Milton 
and piloting one of Milton’s entries, was 
fifth. Ernie Ansterberg, who had led the 
race for 44 laps, was flagged down by 
Starter Fred J. Wagner and awarded 
sixth place, although he was almost 100 
miles behind the fifth place winner. Out 
of thirteen cars to start, only five 
finished. 

Jerry Wonderlich was forced out of 
the race, 20 miles from the start, when 
engine trouble developed. A broken 
pinion caused Wade Morton, driving the 
revamped Wade special with which Har- 
lan Fengler almost lost his life at Indian- 
apolis last May, to drop out 33 miles 
from the start. Peter de Paolo stopped 
at the pits on his 74th mile, but his 
mechanics worked in vain to get his en- 
gine started again and the race was over 
before they could get the engine to turn 
over. Tommy Milton stopped to change 
a right rear tire in his 92nd lap. Al- 
though the former champion got away 
from his pit in 13% seconds, the stop 
cost him second place. 


MAIL DIVIDEND CHECKS 
NEW YORK, Oct. 11.—General Motors 
has mailed dividend checks to 47,746 
common stockholders of record Aug. 25. 
The total number of stockholders now is 
69,427 compared with 71,382 in the second 
quarter and 70,000 in the first one. 
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Haynes Creditors Vote to 
Accept Composition Proposal 


Offer of Apperson Interests Now 
Only Lacks Approval of 
United States Court 





Kokomo, Ind., Oct. 13.—Creditors of 
the Haynes Automobile Company at a 
hearing here on Oct. 7 before Referee 
Harry C. Sheridan voted to accept the 
composition offer by which they will re- 
ceive 15 cents on the dollar in settlement 
of the claims. The hearing was called 
for the purpose of examining the com- 
pany’s books, examining its officers and 
permitting the creditors to vote on the 
composition proposal. 

Approximately 300 creditors were pres- 
ent, 258 voting acceptance of the offer, 
20 opposing acceptance and the rest not 
voting. 

The next step, according to Earl 
Barnes, attorney for the Haynes Co., will 
be submission of the creditor’s decision 
to Judge A. B. Anderson, of the Federal 
court at Indianapolis for confirmation. 
Mr. Barnes stated that Judge Anderson 
will give 10 days notice to creditors of a 
session of court at which he will an- 
nounce his ruling. The referee at this 
time also will submit his findings on the 
evidence heard Oct. 7, at Kokomo. As 
the referee has expressed himself as 
favorable to the composition it is be- 
lieved Judge Anderson will grant his 
official approval. 

Officials of the Haynes Company are 
more optimistic now than for the past 
year during which the company has been 
in financial trouble. They believe that it 
will be only a matter of time before the 
factory opens again. 

The composition proposal resulted 
from an offer by interests controlling the 
Apperson Brothers Automobile Company, 
also of Kokomo, by which they would 
lease the Haynes plant for five years, with 
the privilege of another five and pay un- 
secured creditors on a 15 per cent basis. 
Settlement of the matter on this basis 
of course would mean the nullification of 
further bankruptcy proceedings. 


PLAN SALES AND “AD” MEETING 

CHICAGO, Oct. 13.—The Automotive 
Equipment Association has added‘ to the 
program of its annual convention and 
show a conference of automotive adver- 
tising and sales promotion men, to be 
held in the Florentine room of the Con- 
gress Hotel, Chicago, Friday morning, 
Nov. 14. Invitations are to be extended 
to all manufacturing and jobbing mem- 
bers Ofsthe A. E. A., to trade paper repre- 
sentatives and also to all advertising 
agency men handling accounts of asso- 
ciation: members. 


DEALER FOR REO 
CLINTON, Ia., Oct. 11.—C. C. Westphal 


has opened an agency for Reo cars and 
trucks at 113 Fourth Ave. 
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2.74 Tires Per Car a 
Year Is Average 


AKRON, 0., Oct. 18.—The aver- 
age tire consumption per car per 
year, according to figures compiled 
by Miller tire statisticians, is 2.74. 
This figure stands out against 4.50 
tires per car per year in 1915 and 
is indicative of the improvements 
which have been incorporated into 
tires of today. The rate of con- 
sumption decreased gradually from 
1915 to 1921. Since 1921, however, 
the rate has remained about the 
same and tire manufacturers are of 

_ the opinion that approximately 2.7 
tires per car per year is about as 
low as the rate can be expected 
to go. 











Spring Dating Big Problem 
Before National Tire Dealers 





Adoption of Balloons Develop Com- 
plications Which Will Be Dis- 
cussed at Akron Gathering 





NEW YORK, Oct. 13.—Spring dating 
will be one of the important problems to 
be considered at the annual convention 
of the National Tire Dealers Association 
at Akron Nov. 18-20 because of the com- 
plicafions brought about by the adoption 
of the balloon tire. 

Attention to this subject is called by 
President George J. Burger, who de- 
clares that the manufacturers should co- 
operate with the dealers and avoid over- 
loading the latter in the campaign for 
spring business which is just about to 
start. He says that the problem should 
not be left to the dealer to solve alone. 

Balloons, Mr. Burger holds, have com- 
plicated the workings of the spring dat- 
ing plan because of there being 23 or 
more standard sizes of balloon casings, 
besides the regular run of high pressure 
tires. To him it would seem a big bur- 
den to ask dealers to overstock in the 
numerous sizes and he thinks manufac- 
turers should carefully analyze the situa- 
tion at the present time. Next year, he 
says, when balloons become regular 
equipment on most of the cars, the sit- 
uation will be more stabilized. 

As yet this matter has not been 
brought to the attention of the Rubber 
Association of America, but it is said 
that individual manufacturers undoubt- 
edly have realized the complications 
caused by the multiplicity of balloon 
sizes in arranging their winter’s selling 
campaign. 


MOVE ROLLS ROYCE OFFICES 


NEW YORK, Oct. 13.—The executive 
sales offices of Rolls Royce of America, 
Inc., have been transferred from Spring- 
field, Mass., to the Colonnade Building, 
58th Street and Seventh Avenue, New 
York, the same building in which the 
New York branch is established. 
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Merger Being Considered by 


Moon and Gardner Companie| 





Representatives of Manufacturin 
Concerns Admit Discussions but 
Issue No Formal Statement 


ST. LOUIS, Oct. 11.—Preliminary step; 
that may lead to a merger of the Moo 
Motor Car Co. and the Gardner Motor 
Co., both of this city, have been taken 
this week. Two conferences, partici- 
pated in by representatives of botb con. 
cerns, have been held with this end in 
view but as yet the negotiations have not 
reached a stage which will permit of a 
formal announcement. Neither side will 
discuss the matter, although it is admit- 
ted that the deal is being considered. 


Both Prominent Companies 


Both companies concerned in the nego- 
tiations long have been prominent in the 
industry, meeting with success in mar- 
keting popular priced cars. The Moon 
company is one of the old-time makers, 
having been organized in 1907 as the 





Moon Motor Car Co. under the Missowi 
laws. In 1917 it became a Delaware or- 
ganization, and last year turned out ap- 








proximately 10,000 cars. Stewart Me- 
Donald is president of the company, hav- 
ing been identified with it in an executive 
capacity since its inception. 

The Gardner company is credited with 
the production of 8,000 cars last year. 
It was incorporated under New York 
laws in 1920 and its control has been 


vested in the Gardner family, father and | 


sons. This year Russel FE. Gardner, Jr, 
became president, with other members of 
the family occupying prominent execu- 
tive offices. 


NEW STEARNS-KNIGHT OUT 


CLEVELAND, Oct. 11.—Supplementing 
its present line of fours and sixes, the 





F. B. Stearns Co., Cleveland, has brought | 


out a new light six. 

The new line is built on a 121 in. wheel- 
base and is powered with a six cylinder 
Knight engine similar to that used in the 
present Stearns-Knight six except that it 
has a similar bore, 3% instead of 3°s. 
The stroke is the same, 5 in. 

Five models are offered on this chassis, 
a sedan at $2475, a coupe-brougham al 
$2285, a 2 passenger sport coupe at $2185, 


a 4 passenger touring car at $1875 and | 


a 5 passenger touring at $1875. Balloon 
tires and natural wood wheels are stand- 
ard equipment on all models. Fou 
wheel hydraulic brakes are offered at an 
extra cost of $150. 





GETS JORDAN FRANCHISE 
MOLINE, IIll., Oct, 13.—Fred R. Young, 


owner of the Plow City Garage, has taken | 
over the sales of Jordan cars in Moline 


and surrounding territory, and is usiDs 
the display rooms recently vacated by 
the McCullen Sales Company, dealers in 
Star and Durant cars. Mr. Young has 
for many years operated a service and 
repair garage, employing a large staff 
of expert mechanics. 
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Bureau Points Out Basic 
Needs in Safety Campaign 





Public Roads Division of U. S. Agri- 
cultural Department Sets Forth 
List of Fundamentals 





WASHINGTON, Oct. 11.—Believing that 
eonsideration of highway safety is of the 
greatest importance in view of the great 
increase in highway traffic and highway 
accidents, the Bureau of Public Roads 
of the Agriculture Department has com- 
pleted a careful study of existing condi- 
fions. The conclusions have led to the 
following statement of basic principles: 

1. The development of safe roads by 
elimination of all known dangers in so 
far as such elimination is possible within 
physical and economic limitations. 

2, Warning of uneliminated dangers by 
other devices of standardized form, uni- 
formly placed with respect to the danger. 

3. The development of safe vehicles by 
means of easily recognized signs and 
of safety devices. 

4, Diligence and care in the licensing 
of drivers of motor vehicles to eliminate 
the incompetent, careless and irresponsi- 
‘le driver. 

5. The devolopment - simple, uniform, 
and effectual traffic regulations and the 
education of the whole public to a com- 
vlete acquaintance with them, 

6. The rigid enforcement of traffic 
regulations. 

Engineers of the Bureau state that the 
problem can best be solved by the selec- 
tion of the best methods and practices 
from the various States rather than the 
working out of new methods and prac- 
tices. 
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Make Garage Transportation Store 








(Continued from page 2U) 
munerative both to the hotel and the 
concession holder who hires the girl to 
check your hat. Small sales repeated is 
the key to success of your little garage. 

When the big overhaul job comes 
wedge it between your regular daily serv- 
ice jobs and do not allow the big job of 
today to monopolize your shop. The own- 
er who is to become a profitable cus- 
tomer is the one who brings his car regu- 
larly for the little jobs and doesn’t wear 
his car out before bringing it in. Now if 
you turn him away because you are busy 
he likely will not come tomorrow and 
the fellow with the big overhaul job won’t 
either because no difference what you 
charge him it is too much. 

No loafing, no visiting, no cigarettes. It 
is unnecessary to have “No Loafing” 
signs, as the loafer is not comfortable 
in a busy atmosphere, neither will the 
inveterate cigarette fiend as a rule spit 
on a clean floor. Keep an especially 
Clean place; require that cars be clean 
and free from road dirt and mud before 
taking in for mechanical service. All 
attendants wear white coats and attract 
trade by cleanliness and spick and span 
orderliness. , 





Pictures on Wall Help 
in Sales 


ST. LOUIS, Mo., Oct. 11.—All the 
pictures of the salesmen of the 
Southwest Nash Co., Nash distribu- 
tor in St. Louis, have been hung on 
the wall of the company’s sales- 
room to enable a prospect to iden- 
tify a salesman easily. All the 
pictures have the names displayed 
beneath. In the past, according to 
0. C. Hazelrigg, salesmanager of 
the company, prospects have fre- 
quently had dealings with a sales- 
man and later were unable to re- 
member his name. 











If you will do all these things you will 
most certainly be successful and prosper 
in the little garage, but you will be a 
curiosity to motorists. 

E. B. R. 





MEACHEM GEAR EXPANDS 

SYRACUSE, N. Y., Oct. 13.—The 
Weekes-Hoffman gear plant has been 
taken over by the Meachem Gear Cor- 
poration of this city, it has been officially 
announced. This is an expansion of the 
industry built up by J. F. Sabine 
Meachem and T. G. Meachem, whose 
father, Thomas Meachem, was one of the 
pioneers in the automobile and industrial 
gear industry in this part of the state. 

The new plant will permit expansion 
of the Meachem company, which has been 
cramped for room in its old quarters on 
Canal street. 


Hartford Agency Celebrates 
Hupmobile Contest Victory 


HARTFORD, Conn. Oct. 13—The 
L. & H. Motor Co., Hupmobile distributor 
entertained its sales force in honor of 
carrying off first prize in the country 
wide sales contest staged by the Hupp 
factory with a dinner at the City Club. 
Major Thomas W. Campbell, presidem of 
the L. & H. Motor Co., was toastmaster 
and the special invited guest of the eve- 
ning was O. C. Hutchison, general factory 
sales manager. Major Campbell pre- 
sented the salesmen with the cash prizes 
and loving cup awarded for the contest 
by the state distributors. Albert M. 
Mitchell of the Hartford branch of the 
L. & H. Motor Co. received $300 in cash, 
a silver loving cup and a Hupp sedan. 
Fred J. Hansen of Mohen & Amidon re- 
ceived $100 in cash and C. E. Amidon 
head of the firm received a silver loving 
cup. Leslie Ramsey of the Hartford 
L. & H. branch was presented with $200 
cash and A. L. Martelle of the New 
London branch with $100 cash. Major 
Angelo Paonessa, New Britain, associate 
dealer, received $100 cash. The sales- 
men mentioned above also _ received 
prizes from the factory as did 12 other 
members of the sales staff throughout 
the state. Bilmore & Moody of New 
Haven received a silver loving cup. 





Says Europe Will Buy More 
U. S. Cars Next Year Than This 


Alfred Reeves Thinks Broad Mar- 
kets Abroad Will Follow Re-ad- 
justments Now Being Made 





NEW YORK, Oct. 13.—-Investigation of 
export possibilities during a two months 
trip abroad leads to the prediction by 
Alfred Reeves, general manager of the 
National Automobile Chamber of Com- 
merce, that American manufacturers will 
sell more cars in Europe in 1925 than 
this year. 

“Our American industry will probably 
export more than 400,000 cars and trucks 
to 114 foreign countries this year, with 
England as the best prospect among the 
countries of Europe,” said Mr. Reeves in 
summing up the results of his observa- 
tions. The outlook for big business is 
bright indeed, he thinks, but in order to 
get it the American industry must fur- 
nish co-operation that will enable their 
representatives abroad to meet the needs 
of their customers. 

“Broad markets for American cars and 
trucks in Europe are certain to follow 
the readjustments now being made and 
more especially when our American in- 
dustry carries out its plans for bettering 
the fundamentals that make for increased 
motor car use, such as our manufac- 
turers through their trade organization 
have done in this country,” continued 
the general manager of the Chamber. 

“In general,” concluded Mr. Reeves, “it 
may be stated that selling motor cars in 
Europe is not unlike selling them here. 
You must have a meritorious product at 
a proper price. You require service sta- 
tions where repair parts can be ob- 
tained readily and where car stocks are 
available at short notice. You have to 
provide proper financing for dealers who 
wish to sell on time payments which prac- 
tice is increasing, and if you «have a 
branch you must have the same high type 
of a manager you have in this country.” 





Believed in Good Shop 
‘ Equipment 


EAU CLAIRE, Wis. Oct. 13.— 
Safecrackers have demonstrated an 
entirely new method of doing their 
work successfully by employing the 
ordinary wheel-puller in tearing 
the combination out of a_ safe. 
This happened here when . the 
offices of the Wahl Trunk Co. were . 
entered by burglars. First, it is 
evident, they broke. into a. garage 
and carried off a wheel-puller, with 
which they forced the dial out of 
the safe door. . The device was left 
behind and was identified by the 
owner of the garage. 
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Revision of Prices on Star, 
Durant and Flint Announced 


Advances Are Made in Some In- 
stances While List Shows 
Several New Models 


NEW YORK, Oct. 13.—A revision of 
prices on Star, Durant and Flint models 
is announced by Durant Motors, advances 
having been made in some instances, 
while several new models are included 
in the list. Increases have been made, 
ranging from $40 up to $255, the last 
being on the five-passenger sport touring 
Flint. The prices are f.o.b. Lansing, the 
list being as follows: 


STAR 

OLD NEW 
5-pass. touring —............... $ 540 $ 540 
5-pass. spec. touring ........ 640 795* 
5-pass. sedan .................... 785 820* 
5-pass. spec. sedan ............ 935 1090* 
2-pass. coupe ........ ........... 695 750* 
2-pass. roadster _.............. 745 745 
Chassis ........... CN I ag 445 
6-pass. station wagon ......0 -.... 635 

DURANT 
5-pass. touring -............. ... 890 890 
5-pass. spec. touring ........ 1090 1140* 
5=-pass. sedan ................... 1365 1365 
5-pass. spec. sedan ............ 1465 1550* 
4-pass. coupe ................ ... 1340 1340 
4-pass. spec. coupe ......... Boe eae 1410* 
2-pass. business coupe .... 1035 1035 
2-pass. spec. roadster ...... 1040 1080* 
5-pass. coach _...... 1185 1185 
5-pass. spec. coach —.......... ........ 1250* 
ee ee ee ee 780 
FLINT 

Model 40 
5-pass. touring .................. 1075 1075 
5-pass. brougham —.. _..... 1630* 
Model 55 
5-pass. touring _.......... 1495 1495 
S=PASS. SCGAN ...................-.. 2185 2185 
5-pass brougham __....... 2735 2735 
4-pass. coupe ...................... 2095 2095 
2-pass. roadster —.......... 1630 1630 
5-pass. sport teuring ........ 1795 2050* 


*Indicates new models or a change in 
price. 


TO MAKE LIGHT DEFLECTOR 


COLUMBUS, Ohio, Oct. 13.—The Auto- 
Motive Lighting Device Co., a new Ohio 
corporation, has taken over a portion of 
the old Allen Motor Co. plant at 400 Dub- 
lin Ave., and will soon start the produc- 
tion of a new headlight deflecting device 
which will automatically prevent glare 
and dim headlights. The device con- 
forms to all the state laws regulating 
bright lights, and is said to give the 
driver a maximum of light, yet will not 
blind an approaching motorist. The 
light is deflected below the level of the 
headlight itself. C. F. Young is president 
and P. R. Young, vice-president of the 
new company. F. A. Jones is sales- 
manager and M. L. Bigger, general 
counsel. Production will start between 
Oct. 15 and Nov. 1. 
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Compulsory Automobile Insurance is Without 
Defender at National Meeting of Underwriters 


Theory That Traffic Accidents Would Be Reduced by Forcing Ali 
Motorists to Take Out Protection Contradicted by Speakers 












MILWAUKEE, Wis., Oct. 11.—Strong 
opposition to compulsory automobile in- 
surance was voiced in a discussion of 
the subject at the annual convention of 
the National Association of Insurance 
Agents, held recently in Milwaukee. The 
fact that 16 states have such legislation 
under consideration precipitated the topic 
as one of the most important subjects 
before the convention. No defense of 
compulsory insurance was found in any 
quarter. 

Following is a digest of some of the 
arguments made by leading underwriters 
at the convention against the compulsory 
insurance project: 


“According to available statistics, there 
were substantially 15,000,000 automobiles 
registered in the United States last year. 
There were 17,000 traffic deaths—an 
average of one to every 800 automobiles. 
That percentage is very small and no 
one can justify laying on the 799 auto- 
mobile operators the burden of guaran- 
teeing the payment to the person who is 
injured by the one remaining out of the 
800. It is not sound. 

“Necessarily, automobile insurance 
must aim at either or both of these two 
propositions: the first is the prevention 
of accident, and the second, the insuring 
of payment to the injured after the acci- 
dent. The chief and fundamental thing 
in connection with the consideration of 
compulsory insurance is the matter of 
accident prevention. There is absolutely 
no reason for compelling an insurance 
payment to a person who is injured where 
the one injured has, himself, been guilty 
of failing to take reasonable precautions. 

“Then there is the bootlegger. He takes 
that car which he may get; the car 
doesn’t belong to ham, as a rule. The 
question of whether that car is damaged 
is of no particular concern to him. Is 
he going to change because of compulsory 
insurance? 

“Ts the pedestrian’s instinct of self- 
preservation going to be improved or 
strengthened if, instead of the knowledge 
that he himself must assume and pay 
the expense incident to his injury, he is 
assured in advance that somebody else 
is going to pay? 

“In most states you license the car and 
anybody can drive it. That is not sound. 
We are going to have automobile acci- 
dents so long as that condition obtains, 
and it seems that the solution of the 
problem is a proper examination of 
drivers in respect to ability to handle 
a car, which includes physical capacity, 
sight. hearing, their mental capacity, 
reading, writing, understanding traffic 
rules and regulations, and their moral 
resnonsibility. 

“There are a goodly number of insur- 





ance men who apparently think that com. 
pulsory insurance is going to produce a 
substantial increase in their volume of 
business at no particular expense to 
them. That is one of the greatest mis. 
takes an insurance man can _ make, 

“At first sight compulsory insurance 
looks like a fine scheme. Somebody jis 
hurt in an automobile accident—oh, well, 
insurance will pay for the injury. But 
will the public mind be contented them? 
Will not the public still demand the 
hazard causing the accident to be re- 
moved? Will compulsory insurance re- 
duce the number of accidents, check 
reckless driving, or make drivers more 
careful? It will do nothing of the kind. 
If the reckless or indifferent driver who 
today is without insurance and is movw- 
ing down the unfortunate pedestrian in 
his path, has insurance protection to 
cover his acts, he would be a greater 
source of danger and would take more 
risk. It is also a reasonable supposition 
that compulsory insurance would in- 
crease carelessness on the part of the 
pedestrian and thus increase the danger 
of accidents. 

“There are going to be accidents. We 
can’t escape them; they are in the nature 
of the hazards of life, and it is a fallacy 
to look to the government or to the state 
to insure us, to undertake a fraternalistic 
scheme which will reduce the very es- 
sential law of self-preservation and self 
care.” 


Gives Views of Industry on 


Compulsory Insurance Issue 


WHITE SULPHUR SPRINGS, W. Va. 
Oct. 11—George M. Graham, chairman 
of the Traffic Planning and Safety Com- 
mittee of the National Automobile Cham- 
ber of Commerce, represented the auto- 
mobile industry at the convention of the 
International Association of Casualty and 
Surety Underwriters here this week, 20 
ing into detail in his address on the 
safety work being done by various or 
ganizations and closing by outlining to 
the underwriters the industry’s views in 
the matter of compulsory automobile in 
surance. 

“The automobile industry has not up 
to this time been able to convince itself 
of the equity or the efficiency of com- 
pulsory insurance as a safeguard to 
traffic.” 

Discussing safety work, Mr. Graham 


proposed that through revocation of | 


licenses, jail sentences, and the impound: 
ing of the car for a period depending 
upon the gravity of the offense, the oper- 


ator convicted of carelessness resulting ~ 


in serious injury or death should be 
made to realize that highways are open 





only to those who can use them legally. i 
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Good Representation of U. S. 
Cars at Annual Paris Show 





New Chassis Models, Novel Brakes 
and Large Increase in Fabric 
Bodies Among Features 


PARIS, France, Oct. 10.—(By Cable).— 
A dozen new chassis models, several 
novel brake constructions, tremendous 
increase in the number of fabric bodies 
and the appearance of an unusually large 
number of American cars, are the chief 
features of the nineteenth annual Paris 
Passenger Car Show, which opened here 
Oct. 2 and which will close Oct. 12. 


Thirteen American vehicles are on ex- 
hibition, a number larger than in any 
previous year. Every French, Italian, 
and Belgian manufacturer of importance 
is represented, while three English ex- 
hibitors complete the salon. The Ameri- 
can makers represented are Lincoln, 
Overland, Ford, Dodge Brothers, Packard, 
Oldsmobile, Oakland, Marmon, Chevrolet, 
Buick, Studebaker, and Chrysler. 

Most of the American makers seem 
more interested in getting sales connec- 
tions throughout Europe than in attempt- 
ing to sell cars in France itself. Never- 
theless, the great number of American 
exhibits is causing some apprehension 
among the French manufacturers. 


Good Business Outlook 


The business outlook for 1925 is very 
promising. Recent statistics show that 
the number of cars in France has in- 
creased by nearly 100,000 during the past 
year and there is every indication that 
this rate of growth will continue for 
some time to come. Removal of the im- 
port duties in England has proved help- 
ful to the French industry, but the addi- 
tional volume of business resulting from 
the removal of British levies has not been 
nearly so great as was generally ex- 
pected. 


There have been no price changes on 
French cars although reductions have 
been made on exported vehicles. Prac- 
tically all of the French makers, however, 
are giving much more liberal discount 
to distributors and dealers. 


Mechanically the show reveals less 
change than any salon for the last three 
years. All of the manufacturers seem 
to be much more interested in pushing 
on toward quantity production than in 
introducing new models. About a dozen 
entirely new chassis are on exhibition, 
but most of the changes are along the 
same lines as those made last year. 


Hispano Suiza Six 


Hispano Suiza has brought out a small 
six-cylinder model and has abandoned 
aluminum cylinders for iron cylinders 
with detachable head. Practically all 
other chassis features on the new car 
remain the same as on the big six which 
is being continued. 

Fiat has entered the light car field 
With a new 2-3 passenger sedan car 
carrying a four-cylinder 55 cu. in. over- 





MOTOR*SAGE 


WASHINGTON, Oct. 13.—The average 
automobile owner spends the equivalent 
of 24 days and 4 hours out of each year 
in his automobile, according to data sub- 
mitted by Pyke Johnson, Washington 
representative of the National Automo- 
bile Chamber of Commerce, to the Hoover 
Safety Conference. 


In the discussion of the relative amount 
of time that the motorist is actually be- 
hind the wheel of his car, during the 
course of a year, Mr. Johnson, made 
the following calculation, which he be- 
lieves to be approximately correct. He 


Says Average Motorist Spends Little More Than 24 Days 
a Year Behind Wheel of His Automobile 


39 





figures it this way: 

First read the speedometer to get the 
total miles traveled. Then divide by 20. 
Assuming that your average speed while 
using the car is 20 miles an hour, this 
gives you the number of hours you have 
spent at the wheel of your car. Divide 
this figure by 24 and you have the whole 
days you have operated the car. 


The average mileage Mr. Johnson 
figures is about 12,000 a year. Dividing 
this figure by 20, the motoring hours are 
600 a year, or 24 days and four hours if 
you motored consecutive hours and days. 








head valve, overhead camshaft engine. 
This new model is fitted with four-wheel 
brakes and balloon tires. It is the in- 
tention of the Fiat Company to produce 
this light car in large quantities but 
deliveries are not expected to begin until 
the middle of 1925. 


Itala has an entirely new chassis carry- 
ing a six-cylinder overhead valve engine 
with piston displacement of 122 cu. in. 

Peugeot and Voisin have added new 
sleeve valve models to their line. The 
power plant of the new Peugeot has a 
piston displacement of 145 cu. in. while 
the displacement of the new Voisin is 
125 cu. in. 


4-Cylinders Dominate 


Four-cylinder models continue to dom- 
inate with the sixes in second pisition. 
No new eights are shown. The overhead 
valve engine has made some progress 
but a great majority of the engines carry 
the camshaft in the base chamber. The 
use of aluminum pistons has become 
more general and a tendency to employ 
alpax metal pistons also is noticeable. 


All Rolls-Royce models are equipped 
with mechanically operated front-wheel 
brakes. No stripped chassis are shown, 
however, so that it is impossible to ex- 
amine the brake mechanism in detail. 


The greatest brake novelty of the show 
is the Dewandre servo operating on 
vacuum in intake manifold. This con- 
struction is being used on Voisin, Nagant, 
and Ballot while other makers are con- 
sidering its adoption. 

No hydraulic brakes appear at the show, 
but there is evidence that a great deal 
of detail work has been done on mechani- 
cal brakes during the past year. Peugeot 
and Delahaye have substituted a braking 
system of their own for the Perrot type. 


Renault’s Oil Radiator 


Renault now is fitting an oil radiator 
on its big six, and has equipped all of 
its large models with an engine-driven 
centrifugal oil purifier. 

The plate clutch has gained consider- 
able ground, Renault which always has 
been a strong supporter of the cone type, 
being one of several to adopt the plate 
clutch this year. 


Balloon tires up to 5% in. size are used 





on ninety per cent of the cars in the 
show, but few tires of larger size are 
employed because the French makers are 
afraid that they might cause trouble at 
high speed. 

Citroen has introduced an _ all-steel 
sedan from America and is planning to 
build it in a new factory which will con- 
tain 500,000 square feet of floor space. 


The show reveals an immense increase 
in fabric covered bodies on metaf covered 
plywood and on frames such as those 
used in the Weymann system. Many 
copies of the Weymann type appear at 
this show and the inventor or that body 
is threatening to take vigorous legal 
action. 


No commercial vehicles were shown 
at this exhibit since a separate truck 
show is scheduled for October 22-31. 





GIVE CHATTEL MORTGAGE DATA 


PEORIA, Ill. Oct. 11—The Illinois 
Automotive Trade Association has bulle- 
tined its members on two recent decisions 
are regards chattel mortgages which it 
thinks is of considerable interest to 
dealers. 


The bulletin says: 


The Appellate Court has decided that 
chattel mortgages must be acknowledged 
before a justice of the peace in the town 
(township) where the mortgagor resides. 
The only other judge in the country who 
can take such acknowledgements is the 
county judge. This is important and if 
you have been following the practice of 
bringing in chattel mortgages from other 
townships and having them acknowledged 
in your township, correct this immediately 
by having them re-acknowledged in the 
township where the mortgagor resides, or 
before the county judge. Your mortgages 
if not properly acknowledged will not 
stand against any other lien no matter 
when action is brought on such lien. 

The case was one over a car, taken on 
appeal from Christian County. Possibly 
the law would release the purchaser or 
mortgagor from the terms of the chattel 
mortgage if he resisted payment. Legal 
reference quoted in the case is National 
Loan vs. Jones, No. 7636 Ill. App. 3d. Dist. 


Here is another one just handed down: 
The holder of a chattel mortgage properly 
recorded, has a lien which takes priority 
over the lien of the garage or dealer 
who has repaired the car. The Illinois 
Supreme Court recently held this way, re- 
versing decision of a lower court. In New 
York and New Jersey the courts have held 
opposite. 
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Balboa Car Almost Ready for 


Production, Officers Announce 


Work Started on Factory in Cali- 
fornia Which Will Be Operating 
Within 90 Days 


FULLERTON, Cal., Oct. 13.—After 
more than eight years of study and ex- 
periment, the Balboa motor car is about 
ready for production, according to officers 
of the new concern. Work has been 
started here on a modern factory and 
active production will begin within 90 
days. Plants call for the building of 
1,000 cars the first year. 

The Balboa super-charged engine is a 
four-cycle, eight-in-line type with a five- 
bearing overhead camshaft, five-bearing 
crankshaft, bore of two and_ three 
quarter inches and strokes of three and 
three quarters inches. Although the 
piston displacement is only 178 cubic 
inches, about that of a Ford, the motor 
is said to develop a maximum of 112 
horse-power. 


Overhead poppet valves, one and one 


half inches in diameter, are operated by 
roller rockers. Lubrication is provided 
by a two-gear oil pump with a capacity 
of one gallon per minute at maximum 
engine speed. The crankshaft and cam- 
shaft bearings, valve rockers and genera- 
tor drive are lubricated under pressure. 
Separate return oil leads are provided 
from each end of all main and con- 
necting rod bearings. The crank cham- 
ber is dry. 


Unique Super-charge 


The super-charge feature is unique. By 
the addition of auxiliary valves, pure 
air at atmospheric pressure is admitted 
under the piston. On the down stroke 
this air is compressed under the piston 
in a special pocket in the crankcase to 
a pressure of about twenty-eight pounds. 
Just before the piston begins its upward 
stroke the auxiliary valve rotates and 
permits the air to bypass on top of the 
piston, so that when the piston begins 
its upward stroke it starts with fifteen 
pounds pressure instead of the usual 
vacuum in the ordinary high-speed motor. 
On the up stroke air is again admitted 
underneath the piston, and when the 
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piston comes down on its explosion 
stroke the air is compressed. 

The increased power said to be fur- 
nished by the super-charger has enabled 
the designers to decrease the weight of 
the engine and accomplish a great saving 
in fuel. The connecting rod, bearing, 
wrist pin, piston and rings weigh less 
than nineteen ounces. The entire engine 
weighs about 400 pounds. It is claimed 
that the car will run between 25 and 30 
miles on a gallon gasoline. 

Officers of the new company are O. W. 
Heinz, president and general manager; 
W. H. Radford, vice-president and chief 
engineer, and F. G. Mott Jr., vice-presi- 
dent and sales manager. 


Massachusetts Registrations 


for 8 Months Show Good Gain 


BOSTON, Oct. 11.—According to figures 
issued by Motor Vehicle Registrar Frank 
A. Goodwin there were 618,856 motor 
vehicles registered in this state during 
the first eight months of this year. This 
is a gain of about 20 per cent over the 
same period for 1923. Last year there 
were 515,211. This year there were 
533,578 cars and 85,283 trucks, while in 
1923 there were 438,826 passenger vehi- 
cles and 76,385 trucks. It is expected 
that the fees will run more than $8,000,- 
000 over the 1924 and the total vehicles 
will run well above 650,000 for the year. 


REPORT BETTER SALES 

KOKOMO, Ind., Oct. 13.—A general re- 
sumption of near-to-normal production 
at a number of the large automobile fac- 
tories is indicated by the marked increase 
in orders for products of the Kokomo 
Automotive Manufacturing Co., of this 
city, according to Neil T. Albright, gen- 
eral manager. The company among 
other items manufactures windshield 
wings and rear view mirrors and it is 
in these products that the demand is be- 
coming especially brisk. The seasonal 
demand of the jobbing trade for the 
other products of the company is also 
well under way and this, coupled with 
the large number of orders from the 
automobile factories, has caused the fac- 
tory personnel to be increased twenty- 
five per cent. The increase is in the 
form of experienced help in the beveling, 
rouge and assembly department. 





prepared. 





Co-operative Automotive Christmas Gift Campaign 
to Be Featured in Atlanta 


ATLANTA, Ga, Oct. 18.—A co-operative Christmas advertising campaign 
will be conducted this year by the members of the Atlanta Automobile Asso- 
ciation, who will foot the costs on a pro-rated basis. The purpose of the cam- 
paign wiil be to educate the public to giving more useful Christmas presents 
and stress the fact that a more useful gift, or a more appreciated one, could 
hardly be given than some sort of automobile accessory. 


The series of ads to be published will run in the various Atlanta newspapers 
through the latter part of November and during December, and are now being 


It also has been announced by association headquarters that the membership 
has increased by 57 since the first of this year, giving a total membership now 
of 175, more than 90 per cent of the entire potential membership in Atlanta. 
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Oakland’s First Fall Show 


Draws Record Attendance 





Sell More Cars in Proportion to At- 
tendance Than at Any Event 
in 5 Years 


OAKLAND, Cal., Oct. 13.— Record 
breaking attendance features the first fal] 
automobile show of the Oakland Motor 
Car Dealers’ Association held here Octo- 
ber 3-10, when a full line of 1925 models 
was shown by local dealers. 

More cars were sold in proportion to 
the attendance than at any previous show 
held here, all of which have been in 
January, during the past five years. 
Good crops and a general lessening of 
the current business depression were re- 
sponsible, in the opinion of Robert W. 
Martland, president of the Association 
and in charge of the show. 


A system of financing the show was 
inaugurated this year whereby all ex- 
penses were actually met and paid for, 
before the doors were opened. Space 
was sold at one dollar a square foot and 
every dealer was asked to submit his 
needs. All these requests were added 
and the floor space was found to be over- 
subscribed by 12,000 feet. Each dealer 
was then given his share for which he 
paid. This amount was used to defray 
expenses. An admission charge of 50 
cents was turned into a fund, from which 
each dealer was returned his share on 
a pro rata basis. The dealer received 
back about seventy cents on each dollar 
paid for floor space. 


First October Show 


This is the first large automobile show 
on the Pacific Coast ever to be held in 
October. Records show that October is 
a good month for selling cars and as the 
San Francisco automobile show is held 
in the early spring, it was decided to 
hold one show in the fall and the other 
in the spring. 

Cost of decorations amounted to 
$12,500. A huge canopy, weighing more 
than four tons and covering 21,000 square 
feet of floor space was suspended from 
the roof. Flood lights were played on 
the canopy to accentuate the color 
scheme. 


Motor car and truck dealers were 
placed in the main arena of the Munici- 
pal auditorium, where the show was held. 
This space contains 21,000 square feet. 
Equipment displays were placed in and 
about the corridors of the auditorium. 

The Oakland show consists entirely of 
dealers. No distributors are given space. 


LAUNCH SUPPLY COMPANY 

MEMPHIS, Tenn., Oct. 11.—The Hays 
Supply Co., headed by D. S. Hays, presi- 
dent, Thos. A. Evans, vice-president and 
J. W. Hays, secretary and treasurer, has 
opened a new business here, catering to 
the southern trade in iron and steel 
products, auto rims, truck forgines, 
upholstering leather, automobile top ma- 
terial, spokes, rims, etc. 
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Campaign on to Knock Out 
War Tax on Passenger Cars 


Abolition of 5 Per Cent Levy Object 
of Joint Move by N. A. C. C. 
and A. A. A. 


NEW YORK, Oct. 13.—Abolition of the 
5 per cent war tax on passenger cars 
by the next Congress is the definite aim 
ot both the National Automobile Chamber 
of Commerce and the American Automo- 
bile Association, co-operating to relieve 
the motorists of this burden which they 
have borne for several years. 

The American Automobile Association 
already has thrown its hat into the ring 
by urging its affiliated clubs to start 
something that will bring about this re- 
lief, while the Chamber, through its Tax- 
ation Committee, of which C. C. Hanch 
is chairman, has opened fire upon Con- 
gressional candidates by urging the elim- 
ination of these war measures. 

In its appeal to its clubs, the A. A. A., 
over the signature of General Manager 
Ernest N. Smith, points to the effective 
campaign waged at the last session of 
Congress, which resulted in the reduc- 
tion of the “nuisance taxes” on tires, 
tubes, parts and accessories from 5 to 
2144 per cent and the elimination of the 
3 per cent tax on trucks $1000 and under 
and truck bodies $200 and less and states 
that now the 5 per cent tax on passenger 
cars must go too. This legislation is sav- 
ing motorists $25,000,000 yearly, it figures 
and before it has been wiped out $575,- 
100,000 had been paid in this form of 
taxation. 

Backing up the A. A. A. in this move- 
ment, Chairman Hanch of the Taxation 
Committee of the Chamber, has sent to 
Congressional candidates the following 
letter: 

“It is six years since the end of the war, 
but there still remain on the statute books 
some discriminatory war excise taxes, 
which constitute a special burden on cer- 
tain industries and their customers. That 
these are war emergency measures is 
evidenced by the repeal of many similar 
taxes in the past four years. 

“Among those remaining are the auto- 
mobile taxes. Congress in its last session, 
recognized the unfairness of these special 
levies by giving some relief on parts and 
necessories and low priced motor trucks, 
but has given none on the remaining 
trucks and passenger cars. This burden 
rests on the owners of 15,000,000 motor 
vehicles in the United States, one-third of 
whom are farmers, 2s many more of whom 
are in industry, small merchants and men 

of moderate means. 

“We believe that this will appeal to 
your judgement as an unfair condition and 
we hope that when tax reform again 
comes before Congress you will urge 
elimination of all of these war measures.” 





REPORT ON FOREIGN SERVICING 


WASHINGTON, Oct. 11.—Tire inflation 
equipment in foreign markets, with many 
other types of automotive servicing, is 
far below the high standard set-in the 
United States, the Automotive Division, 
Commerce Department is advised in a 
series of cables from various consuls 
and commercial attaches. Cheap labor 
and absence of demand for better facili- 
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Teddy, the Bear, Is Real ~ 
Motor Fan 


















HEY WAIT A 
MINUTE,HE WANTS 
TOGO RIDIN 
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CHICOPEE, Mass, Oct. 18.— 


Teddy is a little black bear not 
more than four months old, just out 
of the Canadian wilds, but no 
domestic dog ever took to riding 
autos with better grace than he. 
He is the gift of a Quebec man to 
L. P. Authier of the Chicopee 
Motor Sales Co. 

The animal has developed a fond- 
ness for motoring in the short time 
he has been here and sets up a 
commotion every time a ear rolls 
out of the establishment without 
him. He is a garage favorite and 
hundreds come to see him. 

Although a bit wild he is fast 
acecustoming himself to his publie 
role. “Anybody can pet him, pro- 
vided he treats him well,” says Mr, 
Authier. 








ties explain in large part the lack of 
modern equipment in most foreign coun- 
tries. As the number of automotive ve- 
hicles increases, however, the market for 
such apparatus is steadily expanding. 





DEALER HAS SERVICE SCHOOL 


CHICAGO, Oct. 13.—Chas. J. Dempsey 
Inc., Ford dealer here, has started a serv- 
ice school for mechanics in order to give 
better service and standardize procedure 
more thoroughly both as regards the car 
and the customer. One reason for the 
school is to insure that men on the night 
or day shift will give the same diagnosis 
on any particular trouble. Attendance is 
not compulsory and men attend on their 
own time, but there is no question but 
what the men who take a real interest in 
their work and care to advance them- 
selves will avail themselves of the op- 
portunity. 

Ideas will be exchanged and repair 
processes as recommended by the factory 
will be thoroughly discussed from all 
angles, so that the men will have a 
chance to give as well as get useful ideas. 
The day men will attend the school every 
Monday from 5:30 to 6:30, while the 
night men will attend every Tuesday 
from 4 to5 p.m. Every unit of the Ford 
car will be covered and the school will 
be continued until absolute uniformity 
of treatment is assured to the customer, 
no matter when he comes in, and regard- 
less of who he talks to. 
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Ninety-Day Safety Drive Is 
Urged to Help Year’s Record 





N. A. C. C. Committee Chairman. 
Would Have All Forces Unite in 


“Clean-Up” During Last Quarter 


NEW YORK, Oct. 11—George M. Gra- 
ham, chairman of the Traffic and Safety 
Planning Committee of the National Au- 
tomobile Chamber of Commerce, believes 
that the number of motor fatalities in the 
final quarter of 1924 can be materially 
lessened from that of the preceding quar- 
ter if there is a united effort on the part 
of everyone with this object in view. A 
90-day clean-up is urged by him in the 
committee’s report on August accidents. 

“Nineteen twenty-four must show an 
improvement over the terrible record of 
last year,” said Mr. Graham. “If every 
community in the country will make a 
drive on this subject until the first of 
the year, we shall find a remarkable in- 
crease in safety. 


“First of all, put away every reckless 
motorist for 90 days. Put him in jail if 
the law permits. Take away his license. 
Tie up his car. Whatever means are 
used, get him off the road. Then the 
great mass of law-abiding citizens can 
walk or motor in peace. If we once have 
this 90-day clean-up we shall never go 
back to the old conditions; and 1924 will 
go down on the books as the year in 
which America got a grasp on its traffic 
problems.” 





100 Increase Over July 


As reported to the committee by the 
257 cooperating daily newspapers, there 
were 634 motor fatalities in August, 
which leads to the estimate of 1,500 
fatalities for the entire country, an in- 
crease of about 100 over July. 

Praise for Chicago is handed out in 
the report, which tells of the effective- 
ness of that city’s crusade on the speed- 
ers. Insisting on a moderation of speed 
and making wholesale arrests for viola- 
tions, the Chicago police sot the situa- 
tion so well in hand that in August the 
motor fatalities were reduced by half in 
comparison with the preceding 30 days. 

That the campaign for safety on the 
highway is beginning to show results is 
demonstrated, too, by the fact that there 
were 33 cities in the United States in 
which there were no motor fatalities in 
August. 


DROP CHARGE FOR “EXTRAS” 

CHICAGO, Oct. 11.—Affecting 2,700 
taxicabs operating in this city the Chi- 
cago Yellow Cab Co. has announced de- 
cisions to eliminate the customary fare 
charged in the past for extra passengers. 
Hereafter one fare, based on the initial 
rate of 35 cents, will cover. The Yellow 
Cab’s action follows a similar decision 
on the part of the Checker company and 
De Luxe, the new order thus having been 
adopted by the three leading taxicab 
lines. Other companies are expected to 
fall in line also. 
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With the Associations 








Explain Used Car Plan 

HOLYOKE, Mass., Oct. 13.—The Holy- 
oke Automotive Dealers’ Association 
gave a smoker to 40 salesmen in Hotel 
Nonotuck recently for the purpose of 
making them better acquainted with the 
operations of the new used car plan 
lately introduced here from New Lon- 
don, Conn. Russell W. Magna, head of 
the dealers’ organization, presided, and 
talks were given by C. A. Boyce, man- 
ager of the Holyoke Auto Dealers’ Ex- 
change, Inc., and Harry Olivier of the 
Olivier Motor Co. 


Meeting Time Fixed 
ROCHESTER, N. Y., Oct. 13.—The an- 
nual meeting of the Rochester Automo- 
bile Dealers Association will he held 
November 4. 


Support Road Bonds 
PEORIA, IIll., Oct. 11.—The $100,000,- 
000 bond issue, to be voted upon by 
Illinoisans at the November election is 
indorsed by the Illinois Automotive Trade 


Association and all dealers and motor- 
ists are urged by the I. A. T. A. to 
support it. It provides for utilization 
of license fee money for the construction 
of additional hard roads. 


Bulletins Valuable 


BIRMINGHAM, Ala., Oct. 13.—The 
Alabama Automotive Trades Association 
is rendering valuable service to its mem- 


bers through the medium of weekly 


bulletins of information which go out 
to the members from the office of the 
secretary James B. Farley. The various 
committees submit the information that 
they want circulated and the secretary 
has it mimeographed and sent out all 
over the state. 


Discuss School Plans 


CHARLOTTE, N. C., Oct. 11.—The 
Charlotte Automotive Merchants’ Asso- 
ciation at its last regular meeting heard 
Bryon Scott, of C. C. Coddington, Inc., 
discuss the feasibility of establishing an 
Automotive Engineering course at N. C. 
State college and at Clemson college. 
The decision was reached that the matter 


should be taken up by the various deal- 
ers with the manufacturers to determine 
the proper courses. 

Fourteen boys are enrolled in the 
course in automobile mechanics at the 
Belmont Vocational schools, one of the 
city’s system, Principal Harry K. Moore 
told the automobile men in a talk on 
what the school is doing. 

Make Remarkable Growth 

BALTIMORE, Md., Oct. 11.—Remark- 
able growth is being made by the Garage 
and Accessories Dealers’ Association of 
this city. The organization was launched 
about a year ago with 21 members but 
now has a membership of close to 200. 
The officers are William H. Claire, presi- 
dent; Seth H. Linthicum, vice-president; 
Philip J. O’Brien, treasurer, and Maurice 
R. Myers, secretary. 

Gas Dealers Elect 

BUFFALO, N. Y., Oct. 11.—The West- 
ern New York Gasoline Dealers’ Associa- 
tion at its Sept. meeting here, elected the 
following officers: President, Wm. H. 
McLean; Vice-president, C. H. Quinn; 
secretary and treasurer, W. J. Hall. 








Coming Motor Events 








Automobile Shows 


Baltimore...... 
Nineteenth Annual 
Show, Baltimore 
Trade Association. 


17-24 
Automobile 
Automobile 





Birmingham, Ala Dec. 1-6 
Dixie Automobile Show, Munici- 
pal Auditorium, under the aus- 
pices of Birmingham Motor Trade 
Association, G. P. Caldwell, Secy. 








Chicago Jan. 23-31, 1925 
National Automobile Chamber of 
Commerce. 

Chicago Oct. 11-18 





Second Annual Closed Car Show, 
Coliseum, under the auspices of 
the Chicago Automobile Trade 











Association. L. L. Fest in charge. 
Chicago Nov. 16-22 
First National Transportation 
Show in American Exposition 
Building, promoted by Motor 
Truck Industries, Inc. William 

Hallanger, Manager. 

Chicago Jan. 26-31 
on Annual Automobile Sa- 
on. 

Cincinnati Jan. 10-17 
Cincinnati Automobile Show, 


Music Hall Auditorium, under the 
auspices of Cincinnati Automobile 
Dealers Association. 

Clarksburg. W. Va Oct. 16-18 
Clarksburg Automotive Trade As- 





sociation Closed Car Show, Car- 
michael Auditorium. 
Dallas, Texas Oct. 11-26 





Annual Automobile Show, Fair 
Grounds. under the auspices of 
the Dallas Automotive Trades As- 
sociation. 


Detroit Jan. 17-24, 1925 
Detroit Automobile Show, Detroit 
Dealers’ Association. 

Renesas Clty; Mo... Feb. 7-14, 1925 
Kansas City Motor Car Dealers’ 

Association Show. 





Newark, N. J Jan. 10-17, 1925 
Eighteenth Annual Automobile 
Show under the auspices of the 
New Jersey Automobile Exhibi- 





tion Co., Chamber of Commerce 
Building. Claude E. Holgate, 
Manager. 

New York Nov. 9-15 





Twentieth Annual Automobile Sa- 
lon, Hotel Commodore. 


New York Jan. 2-10, 1925 
National Automobile Chamber of 
Commerce. 


Philadelphia Jan. 10-17, 1925 
Twenty-fourth Annual Automo- 
bile Show, Philadelphia Automo- 
bile Trade Association, Commer- 
cial Museum. 


PIttsburGh, PAsccccccccmsce Jan. 31-Feb. 7, 1925 
Twenty-ninth Annual Automobile 
Show. Motor Square Garden, un- 
der the auspices of the Automo- 








tive Association, Jno. J. Bell, 
Manager. 
San PWranci@to.......<c00ccecscc... Feb. 21-28, 1925 


Ninth Annual Pacific Automobile 
Show, Exposition Auditorium, un- 
der auspices Motor Car Dealers 
Association of San Francisco. 
G. A. Wahigreen, Manager. 


Foreign Shows 
London, England 





Oct. 16-25 


Conventions 


Akron, Ohio Nov. 18-20 
Annual) Convention of the Nation- 
al Tire Dealers Association. 











Atlantic City Oct. 14-17 
Thirteenth Annual Convention 
National Hardware’ Association 
of the United States, Marlbor- 
ough-Blenheim Hotel. 

Chicago Nov. 6-9 
First convention, N«t‘onal Stand- 
ari Parts Association, LaSalle 
Hotel. 


i Nov. 10-15, inclusive 
A. E. A. Convention, Coliseum. 
Chicago Nov. 10-15 





Annual convention and show, Au- 
tomotive Equipment Association. 


Chicago Jan. 26-29, 1925 
Eighth Annual Convention, N. A. 
D. A., Hotel LaSalle. 


Cleveland, O Oct. 15-17 
Fall convention Motor and Acces- 
sory Manufacturers’ Association. 


Cleveland Nov. 18-19 
Joint Service Meeting of the So- 
ciety of Automotive Engineers 
and the National Automobile 
Chamber of Commerce. 


Columbus, O Dec. 10-11 
Mhio Automotive Trade Associa- 
tion’s annual convention. 

















Detroit. Oct. 22-24 
S. A. E. Production Meeting and 
Exhibition. 

Detroit January 





Annual Meeting of the Society of 
Automotive Engineers. 

Montgomery, Ala Jan. 26, 1925 
Annual Convention, Alabama Au- 
tomotive Trades Association. 

New York City Jan. 7, 1925 
New York Show, Convention N. A. 

D. A., Hotel Commodore. 
Wilkes-Barre, Pa Oct. 17-18 
Fourth Annual Convention of the 
Pennsylvania Automotive Associ- 

ation, Hotel Stirling. 











Races 


Kansas City, Mo Oct. 19 
Kansas City Speedway Associa- 
tion—250 miles. 

Los Angeles, Cal Nov. 29 
Los Angeles Speedway Associa- 
tion—250 miles. 

Monza Track, Italy Oct. 19 

Italian Grand Prix (500-mile race). 





























5 


4 








L. 
ul 
. 








October 16, 1924 


Speaking of Curves 


Prospect—“I have about decided to buy a car from 
another dealer. He has such nice looking bodies.” 


’ Corpulent Retailer—“So, it’s a pretty body you 
want is it? Well, step this way, please. I'll show you 


mine.” 


Milwaukee is making plans to establish a “Museum 


of Safety.” 
play of stuffed jaywalkers. 


As a matter of fact, 
WHAT OLD DIOGENES 
Happened to be hunting 
Was a 

PARKING PLACE. 


“Three Armed Accessory Thieves Stage Series of 
And what 
we're telling you is that two-armed accessory thieves 


Motor Holdups,” announces a newspaper. 


are bad enough. 


Something in a Name 


3ud—‘We recently named our old bus Pandora.” 


Sid—“Why so?” 


Bud—“Every time we lift the latch we run into a 


box of trouble.”—JINX. 


Well, why not a “Colonel House” for Mr. Coolidge? 


Just the sort of man he would pick to do his talking. 


Imagine they will have an excellent dis- 





MOTOR AGE 


Winter is coming—and the radiator will do its best 


1924 


Politics 
Ranting 
Explosives 
Slams 
Innuendo 
Digs 
Execrations 
Nagging 
Tirades 
Imputations 
Alibis 

Libel 


Yarns 
Evasions 
Apple Sauce 
Raspberry 


to take the ice man’s place. 


The polls to which the women will flock in greatest 








numbers in November are the—barber poles. 


A motorist claims to have gone from one end of 
Louisiana to the other without putting a drop of water 
Probably left the cap off and trusted 


in his radiator. 


to the elements. 


One thing we’ve noticed—about the worst thing 


that a “gyp” can think of calling a competitor is— 


a gyp.” 
















SERVICE AT SOAPY’S— 
HICKSHAW, WELL! WELL! 


IM'RABBIT HICKSHAW , MY GUS 
ISON THE BLINK ANDI GOTTA 
BE ON THE FIELD IN FIFTEEN 
, MINUTES 
= pidgbil 
~ XN 


\GOTTA 











SO YOURE ‘RABBIT /HURRY MAN 


GIT THERE 





YOUNGFELLER | PLAYED( ARE Kou 
FOOTBALL WITH YOUR} GOIN TO 


FIX THAT? 
acemenaags 





IPAW BACK IN THE 90'S 
a 




















tT EIXEDIT WHEN KOU 
BRST CAME — 


OH! YOUR BUS |S 2o| 
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of Current Passenger Car Models 











Ship. 
AMERICAN “D-66” : 
2985 2-p Roadster $1,950 
8175 4-p Sp. Roadster 2,050 
8260 6-p Touring 1,695 
8300 5-p Sport 1,850 
8310 7-p Touring 1,760 
3190 4-p Sp. Touring 1,885 
8470 T-p Sedan 2,550 
3310 5-p Brougham 2,195 
ANDERSON “41” 
2650 5-p Touring $1,195 
2675 4-p Sp. Touring 1,445 
2925 2-p Coupe 1,425 
2875 = =p an 1,695 
2925 5-p Sp. Sedan 1,895 
“50” 
2975 %-p Touring 1,595 
8200 T-p Sedan 1,945 
APPERSON “S” 
2965 5-p Sp. Phaeton $1,695 
sabes 3-p Coupe 1,985 
3400 65-p Sedan 2,095 
3450 5-p Sp. Sedan 2,295 
segve 
4100 6-p Phaeton $2,485 
4315 -p Phaeton 5 
4250 5-p Sport Phaeton 2,800 
mene 7-p Sport Phaeton 2,900 
4440 5-p Sedan 485 
4555 7-p Sedan 3,55 
as 7-p Sport Sedan 3,850 
4570 5-p Sport Sedan 3,750 
AUBURN **§-43"" 
2619 5-p Special Touring 1,395 
2760 4 Sp. Touring 1,465 
2900 5-p English Coach 1,945 
2885 5-p Sedan 1,795 
$8.63” 
3225 5-p Sp. Touring 1,895 
3550 te Sedan 2,550 
3510 5-p Brougham 2,395 
3550 T7-p Sedan 2,550 
BARLEY “6” 6-50 _ 
2750 5-p Touring $1,39 
2800 5-p Sp. Touring 1,495 
8100 5-p an 1,850 
8150 6-p Sp. Sedan 2,250 
BUICK “Standard” 
2750 = 2+ Roadster $1,150 
2800 +4 Roadster Encl. 1,190 
2920 65-p Phaeton 1,175 
2970 5-p Phaeton Encl. 1,250 
eae 2-p Business Coupe Ly of 
3075 = 4- Coupe ’ 
8185 #4 Dbl.ServiceSedan 1,475 
8245 5-p Regular Sedan 1,665 
“Master 
(120 in. W. B.) 
3300 2-p Roadster $1,365 
—— 2-p Roadster Encl. 1,400 
8455 6-p Phaeton 1,395 
eis 5-p Phaeton Encl. 1,475 
8675 4-p Coupe 2,125 
8845 5-p Sedan 2,225 
(128 in. W. B.) 
3470 = 8-- Sp. Roadster $1,750 
3605 +4 Sp. Phaeton 1,800 
8645 -p Phaeton 1,625 
—— 7-p Phaeton Encl. 1,706 
----- 8-p Country Club 2,075 
$940 5-p Brougham Sedan 2,350 
4020 T-p an 2,425 
--— Tp Sedan Limousine 2,525 
—— 7p Town Car 2,925 
CADILLAC “V-63” 
4190 4-p Roadster $3,085 
4280 -p Touring 3,085 
4200 4-p Phaeton 3,085 
4270 2-p Coupe 3,875 
4370 5-p Sp. Coupe 3,950 
4600 5-p Sedan 4,400 
4610 -p Sedan 3,585 
4480 5-p DeLuxe Sedan 4,150 
4530 5-p Town Brougham 4,600 
4640 -p Limousine 4,600 
4640 7-p Imp. Suburban 4,500 
4560 %-p DeLuxe Suburban 4,250 
4380 4-p Victoria 3,275 
4475 65-p Landau 3,650 
“Custom Built” 
Teen 2-p Coupe (132 in.) $3,975 
NON 5-p Coupe (188 in.) 4,350 
iene 5-p Sedan (1388 in.) 4,550 
eccs 7-p Sub. (138 in.) 4,650 
Seo 7-p Imp. Sub. (188 in.) 
4,950 
CASE J.1..6. 
3260 8-p Roadster $1,840 
3290 5-p Touring 1,885 
---- 5-p Spec. Touring 2,160 
3570 = 4-p . Coupe 2,480 
3640 5-p Sedan 2,590 














Ship. 
Wt. Pass. Body Style Price 
“xX 
8020 8-p Roadster $1,670 
3050 = 5-p Touring 1,695 
3380 5-p Sub. Coupe 2,390 
3400 5-p Sedan 2,485 
“yr 
8975 = 7-p Touring $2,475 
4320 7-p an 3,325 
CHALMERS Y 
2365 2-p Roadster $1,185 
2950 = =p Touring 1,185 
3095 = 7-p Touring 1,295 
3095 5-p Sp. Touring 1,335 
3245 6-p Coach 1,535 
8620 7J-p Sedan 2,095 
CHANDLER Ss 
3050 2-p ~——- Roadster $1,795 
3020 4-p Roadster 1,785 
3055 = 5B-p Touring 1,585 
3150  T-p Touring 1,735 
3020 4-p Royal Dispatch 1,885 
3280 = 5-p Chummy Sedan 2,045 
3375 5-p Sedan 1,995 
33875 5-p Metro Sedan 2,195 
3510 7-p Sedan 2,195 
3480 7-p Limousine 3,095 
CHEVROLET 
“Superior” 
1690 2-p Roadster $495 
1790 5-p Touring 510 
1955 5-p Phaeton DeLuxe 640 
2006 4-p Coupe 725 
sicteadsias 4-p Coupe DeLuxe 775 
1880 §2-p Utility Coupe 640 
ites 5-p Coach 695 
2070 5-p Sedan 795 
--— 5-p Sedan DeLuxe 940 
CHRYSLER 
2620 4-p Roadster $1,625 
2570 «=5-p = Touring 1,395 
2600 5-p Phaeton 1,495 
-r---- 4-p Coupe 1,885 
2800 5-p Sedan 1,725 
2915 5-p Imperial Sedan 1,995 
ee 5-p Crown Sedan 2,195 
2855 5-p Brougham 1,895 
CLEVELAND “43” 
2750 5-p Touring 1,095 
2810 5-p Touring De Luxe 1,195 
2830 3-p Coupe 1,295 
2870 3-p Spec. Coupe 1,395 
3040 5-p Spec. Sedan 4d. 1,495 
3090 d-p Sedan de Luxe 1,695 
2930 5-p Brougham 1,545 
COLE MASTER 
8675 4-p Volante Tour. $2,325 
8795 -p West. Tour. 2,325 
3675 4-p Aero-Vol. Tour. 2,475 
4055 5-p  Brouette Sedan 3,225 
4000 -p Royal Sedan 3,225 
4100 7p Royal Limousine 3,325 
CUNNINGHAM 
“V4” 
4600 -p Touring $6,300 
4500 4-p Sp. Touring 5,800 
4700 4-p Coupe 7,150 
5000 =6-p an 7,650 
DAGMAR “6-70” 
8800 4-p Sp. Touring $3,500 
4200 4-p Sedan 4,500 
DANIELS 
**24-38" 
4150 4-p Touring $6,800 
4765 -p Touring 6,900 
4600 4-p Sedan 7,600 
5200 7-p Sedan 7,800 
DAVIS “90” 
2650 4-p M. O’War Rd. $1,495 
2915 4-p Legionaire Tour. 1,495 
2750 5-p Phaeton 1,395 
8070 5-p Sedan 1,895 
8065 5-p P--line Sedan 1,995 
2700 =5-p Brougham 1,595 
“9)]" 
2835 4-p Roadster 1,795 
3020 5-p Phaeton 1,695 
8245 65-p an 2,195 
8050 5-p Brougham 1,895 
8215 5-p _Berline Sedan 2,295 
DORRIS “6-80” 
4120 4-p Pasadena Tour. $4,150 
4115 =Y-p Touring 3,956 
4198 4-p upe 4,985 
4200 65-p an 5,550 
4310 T-p Sedan 5.800 
DODGE BROTHERS 
2494 2-p Roadster $865 
26538 = 2-p ~~ Spec. Roadster 965 
2591 5-p Touring 895 
2755 =5-p_— Spec, Touring 995 
2793 = 4-p Coupe 1.375 
2755 2-p Bus. Coupe 1,035 
2755 2-p Spec. Coupe ‘“‘B” 1,135 
2929 4-p Spec. Coupe 1,475 





















































Ship. 
Wt. Pass. Body Style Price 
3050 = 5-p Sedan B 1,250 
ernsceee 5-p Spec. “B” Sedan 1,350 
3098 5-p Sedan A 1,385 
3190 5-p Spec. “A” Sedan 1,485 
DORT —_ 
2595) = B-—p Touring $1,095 
2780 =5-p ss Sp. Touring 1,245 
3010 5-p_—_— Bres. Coupe 1,385 
3030 5-p Coupe 1,535 
3045 = 5-p an 1,595 
8030 §=65-p Brougham 1,535 
DUESENBERG 
St. “<Q” 
3600 2-p Roadster $6,500 
38700 5-p Phaeton 6,250 
38920 7-p Phaeton 6,750 
3980 4-p Sp. Phaeton 6,500 
4000 4-p Coupe 7,500 
4350 -p Sedan 7,800 
DU PON ~~ 
3300 2-p Roadster $2,090 
3400 5-p Touring 2,090 
3600 5-p Touring Sedan 3,050 
3600 5-p Suburban Sedan 3,050 
DURANT “*A-22” 
2285 2-p Roadster $1,080 
2325 b-p Touring oyu 
2345 5-p Touring F.W.B. 940 
2395 5-p_ Sp. Touring 1,140 
2495 4-p Coupe 1,340 
2405 =2-p Business Coupe 1,035 
ctepbeiai 4-p Spec. Coupe 1,410 
2605 fp Sedan 1,365 
2770 =5-p-—=- Touring Sedan 1,550 
2550 Joach 1.135 
Saneseay 5- Spec. Coach 1,250 
ELCAR "4-40-41" 
2560 5-p Touring $995 
2585 5-p DemiSp.Touring 1,095 
2641 5-p Sportster 1,195 
2900 = b-p edan 1,495 
2981 5-p Sp. Sedan »695 
2779 &-p Brougham 8d. 1,265 
2829 5-p Sp. Brough. 8d. 1,395 
“6-50-51” 
2600 5-p Demi Sp. Tour. $1,220 
2690 5-p Sp. Touring 1,420 
2900 5-p Sedan 1,720 
2981 5-p Sp. Sedan 1,920 
2779 =6-p Brougham 1,490 
2829 5-p_ Sp. Brougham 1,620 
**6-61” 
2007 5-p Touring $1,585 
3380 §5-p an 2,245 
3675 5-p Sp. Sedan 2,395 
3380 4-p Brougham 1,995 
“8.80” 
3-p Roadster 2,315 
5-p Sp. Touring 2,165 
7-p Sp. Touring 2,265 
-P Sedan 2,765 
ESSEX 
2130) = 5-p Touring $900 
2305 5-p Coach 1,000 
FLINT “55° 
8095 8-p Sp. Roadster $1,630 
3145 5-p Touring 1,495 
eee 5-p Enel. Touring 1,675 
3165 5-p Sp. Touring 2,050 
3165 4-p Sp. Touring 1,795 
3355 4-p Coupe 2,095 
3470 4-p Sedan 2,185 
anti 5-p Brougham 2,735 
40” 
2400 5-p Touring 1,075 
Sides 5-p Encl. Touring 1,151 
dations 5-p Brougham 1,630 
FORD 
Without Starter and Dem. Rims 
13895 2-p Runabout $265 
1517 5-p Touring 295 
With Starter and Dem. Rims 
1540 2-p Runabout $350 
1662 5-p Touring 380 
1772 §=2-p upe 525 
1950 5-p Sedan, Fordor 685 
1898 6-p Sedan, Tudor 590 
FRANKLIN “10 C” 
2580 5-p Touring $1,950 
2710 4-p Coupe 2,750 
2780 5-p Sedan 2,850 
2655 5-p Demi-Sedan 2,250 
2765 5-p Brougham 2,850 
5-p Touring Lim. 2,950 
GARDNER “Series 5” 
2520 8-p Roadster $ 945 
2545 8-p Spec. Roadster 1,045 
2550 8-p Radio Roadster 1,135 
2555 5-p Touring 995 
2610 5-p Special Touring 1,095 
2650 §5-p Touring DeLuxe 1,145 
2590 = 5-p Touring “A” 1,045 
2750 5-p Radio Touring 1,145 
2680 5-p Coupe 1,275 
2895 5-p Sedan 1,475 
3070 =5-p_ Sp. Sedan 1,595 
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Ship. 
Wt. Pass. Body Style Price 
GRAY “oy 
1755 = &-p Touring 630 
1735 =. 2-p Coupe we 
eee 3-p Coupe 895 
2030 =5-p = Sedan 895 
snciinl 5-p Sport Sedan 995 
HCS seqn 
8360 4-p Touring $2,250 
sgn 
8750 4-p Touring $2,65¢ 
8950 4-p Coupe 3,350 
4010 4-p an 3,350 
HATFIELD 
*6-55"" 
8080 4-p Sport Touring $1,775 
8225 4-p Joupe 2,175 
8300 = 6-p an 2,350 
HAYNES 
“60” 
8295 5-p Touring $1,600 
3590 =5-p an 2,300 
3560 5-p Brougham 4 d. 2,200 
HUDSON 
“Super Six” 
3300 = 4-p Speedster $1,400 
3425 7-p Phaeton 1,500 
3450 5-p Coach 1,500 
3585 5-p Sedan 2,150 
3675 7-p Sedan 2,250 
HUPMOBILE 
seR 
2595 = 2-p Roadster $1,225 
2705 = 55-p Touring 1,225 
2760 2-p Coupe 1,450 
2860 = 4-p Coupe 1,595 
2975 5-p Sedan 1,800 
2875 -p Club Sedan 1,475 
JEWETT 5 
2690 5-p Touring 1,135 
2810 5-p DeLuxe Touring 1,290 
3-p Bus. Coupe 1,310 
2880 5-p Sedan 1,545 
3095 = 5-p DeLuxe Sedan 1,745 
2775 = B-p Brougham 1,385 
scans -P Sp. Brougham 1,525 
JORDAN 
(120 in. W. B.) 
8000 =2-p Playboy Road. $1,850 
3100 5-p Touring 1,775 
8420 5-p Brougham 4 d. 2,385 
3375 4-p Victoria 2,385 
(124% in. W. B.) 

3260 4-p lueboy Touring 2,095 
3585 5-p Sedan 2,585 
Series “A” 

3330 = 2-p Playboy Road. 2,575 
3340 5-p Touring 2,575 
8635 5-p Brougham 2,875 
3520 4-p ——- Victoria 2,775 
3525 5-p Sedan 2,975 

KING 
(120 in. W. B., 
8428 2-p Sportster $1,895 
3428 4-p Foursome 1,595 
8528 = §-p Touring 1,595 
8645 3-p Coupe 2,200 
8875 5-p an 2,400 
8400 5-p Road King Sedan 1,495 
4-p anette 1,995 
(124 in. W. B.) 
8428 2-p Sportster $1,995 
$428 4-p Foursome 1,795 
3528 = 7-p Touring 1,795 
3645 4-p oupe 2,400 
8875 7-p Sedan 2,625 
8400 7-p Road King Sedan 1,795 
anette 2,295 
KISSELL 
“55 
2980 5-p Phaeton Std. 1,685 
3170 5-p Phaeton DeLuxe 1,885 
8190 5-p ‘ourster 2,085 
8530 2-p Ene. Speedster 2,785 
3430 4-p Coupe 2,585 
3530 = §-p Brougham 2,685 
8530 = 5-p edan 2,385 
8530 5-p Victoria 2,685 
8530 2-p Ene. Speedster 2,785 
8130 §=2-p Speedster $2,185 
4070 7-p Sedan 3,385 
4010 7p _ Berline Sedan 3,485 
LEXINGTON 
“Concord” 
5-p Touring $1,495 
5-p Touring (Ene.) 1,595 
5-p = Spec. Touring 1,695 
5-p an 2,085 
“Minute Man” 
2-p Roadster 2,045 
5-p Touring 1,995 
5-p = Lark Touring 2,230 
5-p = Cal. Touring 2,295 
7-p Touring 2,095 
T-p Cal. Touring 2,395 
—— 5-p Royal Coach 2,430 
5-p Brougham 2,530 
5-p edan 2,830 
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Prices and Weights of Current Passenger Car Models 











Ship. . 
Wt. Pass. Body Style Price 
LINCOLN 
4050 2-p Roadster $4,000 
4290 T-p Touring 4,000 
4215 4-p Phaeton 4,000 
4380 65-p Coupe 4,680 
4375 4-p Sedan 4,800 
4600 5-p Sedan 4,900 
4660 T-p Sedan 5,100 
4720 T-p Limousine 5,300 
LOCOMOBILE 
48” 
6030 4-p Sportif Tour. be iy re 
6330 T-p Touring 7,400 
5600 5- Victoria Sedan 9,990 
6464 7-p Brougham 9,990 
6640 7-p Tour. Limousine 9,000 
6868 -p Encl. Drive Lim. 9,990 
6624 7-p Cabriolet 10,250 
McFARLAN 
“6” TV 
4600 2-p Roadster $5,400 
4600 4-p Sport Touring 5,600 
4700 7-p Touring 5,700 
4900 4-p Coupe 6,720 
6200 4-p Tour. Sedan 6,720 
6200 7-p ‘Tour. Sedan 6,810 
6200 -p Sp. Sedan 6,600 
6200 -p Sub. Sedan 7,000 
6100 -p Limousine 6,900 
6200 7-p Town Car 9,000 
“Light 6” SV 
3700 8-p Roadster $2,600 
8700 5-p Touring 2,600 
8850 4-p Coupe 3,100 
4850 5-p Sedan 3,100 
$900 T-p Sedan 3,200 
MARMON 
“34” 

8470 2-p Speedster $3,295 
8650 4-p Speedster 3,295 
8575 4-p Phaeton 3,095 
8690 7-p Phaeton 3,095 
8770 4-p Coupe 3,585 
8970 4-p Sedan 3,985 
4155 7-p Sedan 3,985 
4220 T-p Suburban 4,285 
4100 7-p Limousine 4,285 
4000 T-p Town Car 4,285 
MAXWELL 
2135 2-p Roadster $885 
2280 5-p Touring 895 
2410 5-p Sp. Touring 1,055 
2280 2-p Club Coupe 1,025 
2480 5-p Club Sedan 1,095 
2570 5-p Sedan 1,325 
2785 5-p Trav. Sedan 1,585 
MOON 

Series “A” 
2400 4-p Roadster $1,450 
2410 56-p Sp. Touring 1,395 
2625 6-p Sedan 2d 1,695 
2750 5-p Sedan 4 d 1,795 

New York 
2860 5-p Touring $1,595 
2920 4-p Coupe 2,035 
2920 5-p Sedan 2,045 
8090 5-p Petite Sedan 2,245 

Metropolitan 
2850 5-p Touring 1,695 
8120 5-p Sedan 2,135 
8190 5-p Sp. Sedan 2,245 
London 

8270 5-p Sp. Touring 2,095 
8590 7-p Petite Sedan 2,885 
NASH 

“Special” 

2960 6-p Touring $1,095 
$120 5-p Sedan 1,295 
“Advanced” 

(121 in. W. B.) 

‘sia 8-p Roadster $1,375 
8250 6-p Touring 1,375 
8540 65-p Sedan 1,695 
“Advanced” 

(127 in. W. B.) 

8870 -p Touring $1,525 

8670 Tp Sedan x 
3620 4-p Coupe 2,190 
OAKLAND 

“6.54” 
2420 8-p Roadster $1,095 
2510 8-p Sp. Roadster 1,195 
2485 65-p Touring 1,095 
2550 5-p Sp. Touring 1,195 
2620 8-p Landau Coupe 1,295 
2720 4-p Coupe 1,495 
2860 5-p Sedan 1,545 
2885 5-p Landau Sedan 1,645 
OLDSMOBILE 

“30” 
2145 2-p Roadster $875 
2270 2-p Sp. Roadster 985 








Ship. 
Wt. Pass. Body Style Price 
2200 5-p Touring 875 
2360 5-p Sp. Touring 1,015 
2330 2-p Bus. Coupe 1,045 
anaes 5-p Coach 1,065 
2460 4-p Coupe 1,175 
2410 5-p Coach 1,065 
2570 5-p Sedan 1,250 
2740 5-p DeLuxe Sedan 1,350 
OVERLAND 
“91” (100 in. wheelbase) 
1769 2-p Roadster $530 
1863 5-p Touring 530 
1918 5-p Touring DeLuxe 595 
2177 2-p Coupe 695 
2130 5-p Sedan 850 
2004 5-p Coupe Sedan 685 
PACKARD 
“6” (126 in. W. B.) 
8165 4-p Roadster $2,785 
3320 5-p Touring 2,585 
8255 4-p Sp. Touring 2,750 
8400 4-p Coupe 3,275 
$515 5-p Coupe 3,450 
8565 5-p Sedan 3,375 
8610 5-p Sedan Limousine 3,425 
“6” (133 in. W. B.) 
8430 -p Touring $2,785 
3690 7-p Sedan 3, 
8765 7-p Sedan Limousine 3,675 
“8”? (136 in. W. B.) 
8880 4-p Runabout 3,850 
$990 5-p Touring 3,650 
3930 4-p Sp. Touring 3,800 
4125 4-p Coupe 4,550 
4200 5-p Coupe 4,725 
4270 5-p Sedan 4,650 
4275 65-p Soden Limousine 4,700 
“8” (143 in. W. B.) 
4020 -p Touring $3,850 
4275 -p Sedan 4,900 
4350 -p Sedan Limousine 4,950 
PAIGE 
8677 4-p Phaeton $1,895 
8742 -p Phaeton 1,895 
8880 4-p Phaeton DeLuxe 2,095 
4300 7-p Sub. Limousine 2,895 
8900 5-p Brougham 4d. 2,175 
4285 7-p Sedan DeLuxe 2,770 
PEERLESS 
6-70” 
3050 2-p Roadster $2,350 
8175 5-p Touring 2,285 
3525 -p Touring 2,485 
8550 5-p Sedan 2,995 
3700 5-p Coupe 2,950 
3900 7-p Sedan 3,295 
<Q”? 66 
4-p Tour. Phaeton $2,690 
3980 -p Touring 2,75 
4300 5-p Sedan 3,690 
43855 7-p Sedan 3,840 
4430 -p_ Berline 4,090 
4130 4-p Victoria Coupe 3,390 
PIERCE-ARROW 
«99°° 
4350 2-p Runabout $5,250 
4590 5-p Touring 5,250 
4780 3-p Coupe 6,800 
4880 4-p Sedan 6,900 
4960 I-p Sedan 7,000 
4750 4-p Coupe Sedan 6,900 
4730 6-p Brougham 6,800 
4850 7-p Limousine 7,000 
5060 7-p Enclosed Lim. 7,000 
4780 -p _ French Lim. 7,000 
4732 6-p Landaulet 7,000 
“go” 
8385 -p Phaeton $2,895 
3440 5-p Sedan 3,895 
3625 -p Sedan 3,995 
3675 7-p Ene. Drive Lim. 4,045 
PREMIER 
“6-D” 
8385 7-p Phaeton $2,895 
3440 5-p Sedan 3,895 
8625 7-p Sedan 3,995 
8675 -p Ene. . Sedan 4,045 
8360 4-p Coupe — 
REO 
“T.6" 
8172 5-p_ Sta. Touring $1,395 
8182 5-p Sport Touring 1,595 
8325 4-p Coupe 1,875 
8515 5-p Sedan 1,985 
8695 5-p Brougham 4d. 2,235 
REVERE 
“Mm” 
8700 2-p Roadster $3,200 
3500 4-p Speedster 3,200 
3800 5-p Touring 3,200 
4200 5p Sedan 4.000 





Ship. 
Wt. Pass. Body Style Price 
RICKENBACKER 
“Cc” 
2815 8-p Sp. Roadster $1,645 
2880 5-p Sp. Touring 1,595 
3050 4-p Coupe 2,095 
3160 5-p a. 2,195 
3325 4-p Sport Phaeton 2,195 
4-p Coupe 2,695 
5-p Sedan 2,795 
ROAMER 
“*6-54-E” (118 in. W. B.) 
8100 2-p Roadster $2,685 
8100 4-p Tourer 2,485 
3300 4-p Sp. Touring 2,750 
7-p Touring 2,685 
8-p Cabriolet 3,285 
“*6-54-E” (138 in. W. B.) 

4100 5-p Spec. Sedan $4,250 
4200 -p Suburban-Sedan 3,950 
“4-75-E” 

3650 4-p Sport 3,650 
**4-85-E” 

8200 2-p Spec. Speedster 3,785 

ROLLIN 

2300 5-p Touring $995 
2315 3-p Coupe Roadster’ 1,195 
2485 5-p Sedan 1,295 
ested - 5-p Spec. Coupe 1,395 
biel 5-p Spec. Sedan 1,550 
R & V KNIGHT 

“A” 

3840 4-p Sp. Roadster $2,400 
8800 5-p Touring 2,300 
3850 -p Touring 2,375 
4050 5-p Coupe 3,000 
4160 5-p Club Sedan 3,050 
4165 ‘T-p Sedan 3,250 


ROLLS ROYCE 


Chassis—$10,895. 


Prices of com- 


plete cars to be obtained from fac- 
tory, Springfield, Mass. 


STANLEY 
“740” 
3770 5p Phaeton $2,756 
3910 -p Phaeton 2,750 
4075 5-p Sedan 3,585 
4170 7-p Sedan 3,985 
STAR 
1700 2-p Roadster $540 
1790 5-p Touring 540 
1800 5-p Touring FWB 745 
1880 5-p Spec. Touring 795 
1980 2-p Coupe 750 
2115 5-p Sedan 820 
2150 5-p Spec. Sedan 1,090 
STEARNS-KNIGHT 
eogse 
4-p Coupe Roadster $1,795 
8775 5-p Touring 1,595 
4250 5-p Sedan 2,095 
8750 4-p Coupe Brougham 1,895 
5-p Brougham 2,095 
“6” 
8775 5-p Touring $2,395 
8850 7-p Touring 2,495 
4025 2-p Coupe 3,395 
4275 4-p Sp. Coupe 3,150 
4275 -p Sp. Sedan 3,395 
8950 5-p Brougham 3,200 
“Light 6” 
aki 4-p Touring $1,875 
cia 5-p Touring i 
aaa 4-p Sport Coupe 2,185 
— 5-p Coupe Brougham 2,285 
ani 5-p Sedan 2,475 
> ee lat KNIGHT 
$20 4-p Sp. Touring $2,250 
3285 5-p Phaeton 2,15 
3300 -p Touring 2,400 
3200 2-p Coupe Roadster 3,100 
8450 5-p Sedan 2,800 
3550 7-p Sedan ° 3,050 
8450 4-p Sp. Brougham 2,750 
STEVENS-DURYEA 
4200 2-p Roadster $8,150 
4400 7-p Touring 7,500 
4250 4-p_ Sp. Touring 7,75@ 
4600 4-p Coupe 9,000 
4600 4-p Sedan 10,000 
4800 6-p Sedan 9,675 
4800 6-p TownBrougham 10,175 
4800 6-p VestibuleLimou. 9,675 
4800 7-p Vestibule Limou. 10,175 
4800 -p % Limousine 10,175 
4800 -p Cabriolet 10,175 
STUDEBAKER 
Standard Six 
2510 3-p Roadster $1,125 
2650 5-p Touring 1,145 
2955 5-p Coupe 1,495 
3030 5-p Sedan 1,595 
Special Six 
3065 2-p Roadster $1,450 














Ship. 
Wt. Pass. Body Style Price 
3305 5-p Touring 1,495 
3600 4-p Victoria 2,050 
3650 5-p Sedan 2,150 
Big Six 
3630 7-p Touring $1,875 
3770 5-p Coupe 2,650 
4130 T7-p Sedan 2,785 
—-- 7-p  Berline 2.860 
STUTZ “KLDH” 
3600 3-p Roadster $2,450 
8700 38-p Sp. Roadster 2,765 
8950 5-p Sp. Touring 2,790 
4100 -p Touring 2,640 
4050 5-p Touring 3,115 
4200 4-p Coupe 2,990 
4300 4-p Sp. Coupe 3,250 
“693-4” 
3250 3-p Roadster $2,195 
3350 5-p Touring 2,195 
3750 5-p Sedan 2,850 
695” 
3900 5-p Sportster $2,850 
3950 7-p Touring 2,885 
4150 5-p Sedan 3,600 
4350 7-p Sedan 3,750 
4450 -p_ Berline 3,850 
TEMPLAR 
8300 4-p Suburban Tour. $2,175 
3300 5-p Phaeton 1,985 
5-p Sedan 2,785 
4-p Brougham 2,650 
VELIE “56”" 
2780 5-p Touring $1,095 
3110 5-p Sedan 1,595 
tenet 5-p Royal Sedan 1,895 
60” 
2840 5-p Touring $1,225 
3083 5-p Club Phaeton 1,425 
3340 5-6 Royal Sedan 1,925 
3100 5-p Sedan 1,675 
3088 5-p Coach Sedan 1,425 
WESTCOTT “44” 
8050 5-p Touring $1,690 
8150 5-p Spec. Touring 1,840 
3300 5-p Brougham 3 d. — 2,290 
48” 
3550 -p Touring $1,998 
8650 7-p Spec. Touring . 
60” 
8300 56-p Sedan $2,198 
WILLS SAINTE CLAIRE 
“A-68” (121 in. W. B.) 
$240 8-p Roadster $2,575 
3320 5-p Touring 2,475 
3460 4-p Coupe 3,275 
3630 7-p Sedan 3,475 
$670 5-p Imperial Sedan 3,575 
3500 5p Brougham 3,375 
3650 5-p Limousine 3,850 
3600 5-p TownCar 3,850 
“B-68” (127 in. W. B.) 
8265 4-p Roadster $2,875 
$335 5-p Traveler 2,975 
8500 7-p Phaeton 2,875 
3495 4-p Coupe 3,675 
3625 5-p Sedan 3,775 
$635 7-p Sedan 3,800 
$570 5-p Brougham 4-D_ 8,800 
3710 -p Limousine 3,990 
WILLYS-KNIGHT 
“64” 
2681 2-p Roadster $1,275 
2768 5-p Touring 1,295 
3062 3-p Coupe 1,77@ 
3115 5-p Sedan 1,795 
3111 4-p Coupe Sedan 1,550 
$115 5-p Coupe Sedan 1,650 
3167 5-p Sedan DeLuxe 1,995 
“67” 

3059 7-p Touring 1,425 
3431 -p Sedan 2,095 
TAXICABS 
Weight Make and Model Price 
4100 Checker $2,340 
2200 Driggs 1,950 
3415 Elcar 4 2,100 
3590 Elear 6 2,450 
8500 Kelsey E 1,925 
8800 Pennant 2,895 
3850 Premier 4A 2,890 
3200 Rauch & Lang T 2,350 
3672 Vv 2,185 
8575 Traveler 2,600 

eisai White 15A 

3300 Willys Knight A 2, 2,250 
3475 Yellow O-4 2,406 
3335 Yellow A-2 2,150 
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Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 








Uni- 
ENGINE Electrical Clutch | Gear-| versal | REAR AXLE 


e 
System set Joints Springs 








MAKE AND MODEL 


Number of Cylin- 
Crankshaft Bearings 


ders, Bore and 


Stroke (Ins.) 
Four Wheel Brake 


Rated Horsepower, 
Number of Main 
Carbureter Make 
Ignition System 
Generator and 
Starter Make 
Type and Make 
Type and Make 
Type and Make 
Hand, Type and 
Location 

Type 


(Ins.)3 


| Balloon Equipment 

| Valve Arrangement 

| Foot, Type and 

| Type and Length | 


| Standard Size 
Location 


| Wheelbase (Ins.) 
| 

| 

| 

| 

| Oiling System 


| 
| Gear Ratiot 


| 


| 
| 





U 
| 
| 
| 


7 


So 


Q | Piston Material 


American. .........D-66 
Anderson.......... -4l 
Anderson 

Apperson 

Apperson 
Se . 
Auburn 


nw 

” 

on 
iS) 


H-Sp | 6-319x5 
32x4 ‘ Cont |7U eee 
$2x4 es Cont 3¢x4lo 
32x4 Own 6 31 ox44 
$3x5 N Own 314) 
31x4 es Cont J 6-3 4x44] 2° 
32x6. 2] Yes Lye 8-314x414 


sia - ssid 7 odd Cont 6-314x414] 23. Cc 5 P-B&B {I — 
. “Standard” Ix4, Own [Sta 6-3 x44} 21. , 5 {Ms D-Own yn |M-Own 
. « “Master” |) “[32x5°7 No Own 6 ]6-334x434| 27.: C Mz D-Own [Own |M-Own 


A-K P-B&B M-Har 
Wes es P-B&B F-Thi 
Rem : P-B&B F-Uhi 
Rem P-Roc |Mec |M-Thi 
Rem |Bij D-Own ec «= M-Thi 
Rem 7 P-B&B f M-Uni 


oa 
fms On (aS OD Ons fad ped 
N= Www NK LO 
eBeSSeas 
Ob OS CO me oe OO 
Ce 
- eve aon 
- aves twue 


ie 


—o~_ 
We be abe ot 





35x5 TYes* Own 3 18-314x514] ¢ 
32x4'6]Yes* [Cont 
32x4!o/Ves* |Cont 
eRe bieon sree : 33x5 |Yes* [Cont 
ee, SORT 32x4 |No Own 
Chalmers............-¥} 122 [33x4!'o|No Own 
eee 23 -133x6.0/Yes [Own 
Chevrolet. i 30x34 o1No Own 


D-Own JOwn |M-Spi 
D-Own |Own |R-Sne 
D-Own JOwn {R-Sne 
D-Own R-Sne 
P-Mec fi M-Mee 
P-Mec ‘ M-Mee 
P-B&B M-The 
K-Own M-Own 


D-Own M-Own 
P-B&B R-Sne 
D-Nor M-Spi 
D-B-L M-Spi 
D-Own R-Sne 


D-B-L i 46 Tim 
P-Own |Own i |F Tim.. 
P-B&B |W-G ]) '6 Tim 
P-B&B |W-G | = -'o Tim 
Own 2 
B-L 
Own 
Own 
B-L 
War 


W-G : 
W-G |M-Mee 
W-G |M-Har 
W-G_ |M-Spi 
Own |M-Spi 


War |M-Spi 
War |M-Spi 4 
Own |M-Own 4 Own 


P-M&I JOwn |M-Spi |! Own 


P-B&B |Mec |M-Pet [34 Fli 
P-Own |Det |R-Sne |'4'Tim 


D-B-L |B-L |M-Spi {'¢ Own 
D-B-L |B-L) |M-Spi  [8¢ Own 
P-B&B {Dur |M-Spi 46 Col 
D-Own |Mee |M-Thi ['¢ Own 
D-Own jOwn |M-Spi [I Tim 
D-Lon |Own |R-Own [34 Own 


D-Lon |W-G |M-Mee |!4 Tim 
P-Det |Det |M-Thi |'4Tim 


Bos P-Det |Det |M-Thi |'s Tim 
A-K 3 |D-Det Own |{R-Uni_ {I Col 

Rem B&B |W-G |M-Spi [34 Tim 
Con P-Lon |W-G [{R-Pie |/14Sal 
Con P-Lon |W-G j\R-Sne }\34 Sal 


Del D-Own |Own |M-Spi ]I' Tim 
Del ‘ D-Own JOwn |[M-Spi [I Own 


ac 
Lav 
Lav 
Gem 
Gem 
Own 
Own 


Jax 
CAS 
Gem 
lav 
Gem 


QaQ>SFQQQQ 
SO Se oe 


Chrysler Si "N30x8.7 Yes |Own 6-3 x434 
Cleveland............ 4{31x5.2}Yes Own 6-314x434 
Cole ae *l90x7 .3/Yes* [Nort | é 8-3 ox4! 9 
OF 1: 33x41 51No Cont 161 6-354x5!4 
Cunningham ; 33x5 |No Own 8-384x5 45. OD 


PO > 


Lav 
Ros 
Nos 
Ros 
Own 
Ros 
Gem 
av 
Jac 
War 


ee EC ; 33x5 |No Cont |6' 6-35@x514] 31.54 
i 33x5 |Yes* [Own 8-31ox5!4] 39.20 
Davis Sees. 5 J3ix4 [Yes* [Cont |7U a 34x44] 23.44 
Davis sae 32x4'6]Yes* [Cont 6-354x414 27.34 
Dodge Brothers. ‘ 116 [30x5.7]/Yes [Own 4-31 4x44 9 
132 |32x5 |Yes* |Own 6-4 x5 
Dart. a 5 [3lx4 [Yes* [Fall T8000 [6-314x414 
eerie eenate: s 33x5  [N Own 8 18-27 xB 
Dupont. . "C 12 32x4!9|N H-Sp 90 |6-3'4x5 
Durant. ‘ A-22 9 [31x4 ‘ Cont |Spee |4-37¢x414 


Elear ...........-, 6-41 2 [3x4 Lyco 4-354x5 
ee 3 [Slx4 ]! Cont J 6-3! @x4{ 4 
Ee ees 8 32x4 e Cont 6-33 ex 4 
Elcar 32x6.2 Lye 8-314x414 
ee eee 6} 110! 4]31x5.2/Ye Own 6-243x414 


QQ QY 
BOC GROOT CORO OO POO 


Ros 
Ros 
Ros 
Ros 
None [Own 


Mee |War_ |{$-50 
Mec* |War 
None |Own (-4334 
None JOwn {I-38 


None |Ros_ {8-51 
None JOwn = |Q-30 


WS ork mor 


Flint................40] 115 [30x5.2 Cont 6-314x414] 2 
eee ‘ 120 }32x4) o/Ye Cont |Spec |6-32¢x5 
Ford. .....cscc00-+--8p 100 [80x526)! Own fT 4-334 x4 


Franklin 115 324.9] Yes Own > |6-314x4 


ad Se ee ee ee te ee be ee CO Cr St Ot 


OAQQ FQQQYS 


Gardner i 112 }32x4 |Yes* |Lyco |CE |4-344x5 
3 ceeeeee ee ++ OP 104 [30x31o/Yes* JOwn JR 4-35 x4 


ES, | ~ onp 


Series 4] 120 — aN Weid |Spec ~334x514| 2 
Series 6] 126 fes* [Own ) 
.. 6-55} 121 |: 32x! I I-Sp 
.. 60 33x5 .7] Yes Own 

.. Super 6} 1: 27 33x6 .2/Y Own j 9x 
Hupmobile .. .. . Series R 32x fe Own 4314x515 ed 


None |Gem  [S-56 
None |Gem j 
None 
None 
None 
None 


None 
Hyd [Gem 


Hyd {Gem 
None |Jac 
Hyd* [Jac 


None |Ros jS-56 
None |Ros 8-59 
None |Own |[$-59)4 
Mec |Own |J-50 


Mec* {Own {0-45 
None Own = [5-56 
Hyd {Ros {5-59 
Hyd* {Ros — |S-64 


QEQAQAA AYE PK 
Cs mes ee te 


ne, SEEEERT , 2x4 .9] Yes Own 5 16-314x5 | 25.36 
‘ . Cont Spee |6-356x434] 26.34 


QQ 


Cont [Spec |8-3x45¢ | 28.60 


i 
Na 
w o wel 


Own IL 8-3 x5 28.80 
2lYes* JOwn 55 16-3 5¢x51¢} 26.34 


~ 


Lexington. ..... 9 {32x Yes* jAnst I 6-3 56x45] 26.30 
Lexington. ..Minute Mao} 123) }32x5.2/Yes — |Anst 6-3 §;x5!4] 26.30 
Lincoln we ; 36 133x8 Yes* JOwn 8-33¢x5 | 36.45 
Locomobile........... 2 435x5 [No Own 6-416x5! 0] 48.60 
e 
Marmon.............34] I 32x4161Yes* |Own q 6-334x514] 33.75 
OS ee 31x4 |Yes* JOwn 25 = |4-35¢x4! 4] 21.03 
McFarlan. ...... ‘ 32x4'41Ves* |Wis Y  16-33@x5 | 27.34 
McFarlan...... 33x5  |No Own |TV |[6-4'ox6 | 48.60 


—— : 
Se em ee Oe oe -~ as _ ae ee ee 


D-Own [Own |M-Spi [34 Own 
P-Mee {Own |M-Own |! Own 
D-Lon |W-G |M-Pet |'o Tim 
D-M&E |B-L  |R-Sne {I Tim 


P-B&B |W-G_ |M-Spi 
P-B\B |W-G |M-Spi 
P-B&B M-Spi 
P-B&B M-Spi 


P-B&B M-Own |! Own 
P-B&B ’ M-Own |!'4 Own 
Oakland............6-54) 113 [31x4.9/Yes* [Own 6-274 x434 | 19.84 : i | P-Hoo |} M-Mee |'$ Own 
Oldsmobile. ...... .. 3ix4 [Yes* |Own 6-234x434| 18.15 .is I, P-B&B |M R-Own |'4 Own 
Overland f 30x3!61{No [Own ( 4-315x4 119.60] L . r re P-B&KB M-Own |'5 Own 
\ 31x5.2]\Yes 

Pockera... <<. 26 133x414/Yes* |Own 6-334x5 | 27.34 D-Own M-Spi {14 Own 


138 
Packard hs 4 33x5 |Yes* |Own 8-334x5 | 36.45 ¢ D-Own M-Spi |'4Own | 4. Mec |Own 


Moon. Newport] 115 |31x5.2|/Yes [Cont J 6-314x4!4] 23.44 


9 Ilyd |Ros {5-54 
Moon _. Metropolitan 31x5 2 Yes {Cont ; 6-3'4x4!o] 25.35 
3 


Hyd |Ros S-54 
Hyd |Ros  |8-55 
Hyd |Ros [5-54 


— 


Moon . -London}] 128 |32x6.2]Yes Cont 6-33 4x41] 27.34 
Series A 3 180x5.2/ Yes Cont {77 6-314x414] 23.44 


PS ee a ee 


ot ao 
a 


Nash... .“Advanced” | {12 33x6.0/Yes JOwn | Adv |6-314x5 | 25.35 Mee [Gem 8-564 


w 
— 
— 


— 
-_ 


Mee {Gem |$-5334 
Mee JJac 

None |Mua 
None jOwn 


Mee |jOwn 


é 
Nash ........“Special’”’} 112!5)31x5.2/Yes jOwn | Spe |6-314x414]923.44 


wo 
_ 








-— oT 
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For abbreviations see page 48. 
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HAINS — 


and Length 








for ALL Sizes 
of Balloon Tires 
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_ For complete information 
52 : : 

‘a regarding all sizes and 
8 y prices, write for circular. 
iy _k a ee seas 
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mi Ay SN AMERICAN CHAIN COMPANY 
50 " : ("| INCORPORATED 

4 BRIDGEPORT, CONNECTICUT 

7 § H\. \ In Canada: DOMINION CHAIN COMPANY, Limited 

-38 ie Niagara Falls, Ont. 

51 x 4 i District Sales Offices : Boston, Chicago, New York 

-3() 7 ; Philadelphia, Pittsburgh, San Francisco 


Largest Manufacturers of Welded 
__. and Weldless Chains 
~~ for all Purposes 
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ee 
Current Passenger Car Specifications 
(This list comprises cars distributed on a national basis) 
* —=_= 
Uni- ’ 7 Steer 
TIRES ENGINE Electrical Clutch | Gear-| versal | REAR AXLE BRAKES ing | Rear 
System set Joints Gea Springs 
MAKE AND MODEL g g $13 : e = ; 
wr | = z — |S'E e ry oe a=] s < 
2/. | SE 12 | 5) tls ele] lee] 3 s | 4 2/5 |e % 
~— A | ‘5 s*> e 2 =a} & 7 Sum = = = oe « e 3 ry 
e n PL f soc 5 se] |S] 2 A a to a 2 4 & ® a) 
3 7 .et [ro | Ss = ioe wo 4 os s= = =z = 3 >otleac!] = 7 
#2 sit c sins oa |< on ~ 4 eS. a 6 6 4 es ie e 
@ lary 4 4 S 2.21/39] ef & [2<] 2 2 =e of e 4 © e % eal te . @ > - 
£|/52/42])4)3 1) 882 | 24/513 Ese] 3 )ee]/s8/ & 2] F | | ese) ss] zFl 2] t 
Blat| a | S| =F | 2eh [ez] Sle izol/s] Sd | Se] oa] e& = a e | oO ;es[rsjer; ele - 
Paige. 1131 [33x4!4lYes* [Cont |Spec |[6-334x5 | 33.75] L | C | 4 [PC [Ray JA-K [Rem |D-Lon |W-G |M-Mee |!2'Tim | 4.90 ER I-R = =|None [Gem |s-613 
Peerless........ -70 {138 33x6.2]/Yes |Own 70 |6-3!ox5 | 29.40] L ]....] 7 |PC |Joh Del {Del D-Own JOwn |M-Spi [15 Tim | 4.66 JE-F JER {Hyd |Gem S-54 j 
133 
Peerless . 66] 128 [33x5 |Yes* JOwn 66 |8-34x5 133.80] L | CG | 3 {PC |Bal [Del {Del D-Own Own [M-Spi [34 ‘Tim |] 4.90 JE-R [ER |Hyd* |Gem |s-¢0 
Pierce-Arrow. . . 33] 138 }33x5 |No |JOwn 33 16-4 x5!41 38.40] T | GC | 7 [FP [Own [Del [Del [D-Own [Own (Rane 1,0wn | 4.29 JE-R  [E-R = [Mec* JOwn  |s. 
“GOO 
Pierce-Arrow....... “g9"! 130 |132x5.71Yes |Own |*80” |6-314x5 |2940] L | C | 7 JPC JOwn |Del |Del |P-B&B |B-L |M-Spi ]}3 Tim] 4.45 ]I-F  |I-R) = |Mec |Gem 
Premier. . 6-D] 12634 }32x4!4]Yes* JOwn |6-D — |6-33 gx5!4] 27.34] I | A | 3 [PC JStr Del Del P-B&B {Own |M-Blo [83 Col | 4.70 Jk-R  [I-R Mec* jOwn 
R&V Knight...... HP 124 = [32x4161No Own |Kni [6-349x4!4] 20.40] X | C |] 4 JPC [Str A-L [A-L) |P-B-L [{B-I. |M-Spi 16 Tim | 5.40 JE-R  JI-R None [Jac 
See .T6} 120 |32x6 {Yes jOwn T6 |6-335x5 | 24.34] G |] A] 4 IPS [Sch NE NE D-Own [Own {Rone 144 Own] 4.70 JE-R  JI-R None jOwn 
-Own 
Se ._M] 131 482x4'4]Yes* |Mons 4 |4-43¢x6 | 30.63) H | A | 2 IPS JStr Bos |Wes |D-B-L |B-l. |M-Spi [34 Stn | 3.44 JF-R IR None [Gem 
Rickenbacker... . _.C} 117) [82x4 |Yes* |Own C |6-31%4x434] 23.44] L | C | 3 IPC |str Bos {Bos D-Own |W-G |M-Mee |!5 Own] 4.63 |I-F 1-7 Mee [Cem 
Rickenbacker ......... A} 121'4]33x414/Yes* |Own A {8-3 x434] 28.60] L|....] 9 |PC |Zen |Del |Bos |D-Own |W-G |M-Mee |!9 Own] 5.10 JI-F = [i-T [Mec [Gem 
Roamer. . .6-54-E} {118 [32x414]No Cont {t2XD ]6-316x5%4] 29.40] L | A | 3 IPS [Str Spl Wes |P-B&B {Kul R-M&ES [34 Tim | 4.60 JE-R [IER Mec* |Jac 
138 
Roamer .4-75-E res 32x414|No Dues | G1 [4-414x6 | 28.90] H | A { 3 JFP [Str Bos |Wes |D-B-L |B-L |R-M&E 34 'Tim | 4.63 JE-R [LR Mec* Jac 
Rollin................G] 112 [81x5.2/Yes. jOwn G [4-3'4x4'4] 16.90] L | A | 4 IPC Til Con |Dyn |P-B&B |Mun |R-Sne |!oSal | 5.10 JE-F  [i-F |Mee Ros 
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+—Generator only Det—Detroit H—Horizontal Mun—Muncie Sp—Circulating Splash 
*—At extra cost De J—De Jon Har—Hart N— Platform Spe—Special : 
t—On Phaeton models Dit—Ditwiller Hol—Holley Non—None Spi—Spicer 
A—Aluminum Doo—Dooley Hoo—Hoosier N. E..—North East Spi—Splitdorf 
Anst--Ansted Dtl—Detlaft H-Sp—Herschell-Spillman Nor—Northway S. E..—Standard Dentoneet 
Ad— Adams Dues—Duesenberg Hyd—Hydraulic O—Special Type Sta—Standard ' 
A-IX-—Atwater-Kent Dur—Durston I—In Head Opt—Optional Ste—Stewart 
A-L—Auto-Lite Dyn—Dpyneto I-F'—Internal Four Wheels P—Single Plate lr a 
B—Semi Steel E—Full Elliptic {-R—Internal Rear Wheels PC—Pressure to all Crankshaft ‘'V'—'l Head 
Bal—Ball & Ball Ki-F— External Four Wheels J—Three-Quarter Elliptic and connecting rod bearings Vhe—Thermoid 
B & B—PBorg & Eeeck Jne—Jacox Pen—Penfield Thi—Thiemer 
B-F—Both InterzaS and External f-T— External Transmission Jax—Jaxon Pet—Peters Til—tTillotson 
Four Wheels Eat—Eaton Joh—Johnson Pic—Pick Tim—Timken 


Bij-—Bijur 
B-I.—Brown-Lipe 
Blo-— Blood 

Bos— Bosch 
C—Cast Iron 
Car—Carter 
Cli-—Climax 
Col—Columbia 
Con—Connecticut 
Cont—Continental 


F—Full Floating 
Fall—falls 
Fli—Fiint 


FP—Full Pressure to all bear 
ings including wrist pins 


Ful—Fuller 


¥, F—Semi-Floating 


34 F¥—Three-Quarter Floating 


G—Head and Side 
G-D—Gray & Davis 
Gem—Gemmer 


Jon—Jones 


1K—Cone 
Kin—Kingston 
LL—L Head 


Lav—tLavine 
Lon—Long 
¥.-N—Leece-Neville 
Lyco—Lycoming 
Mar— Marvel 


mi— Metal 
M & E—Merchant & Evans 


PS—Splash with Pressure 
Q—Quarter Elliptic 
R—Fabric 
Ray—Rapfield 
Rem—Remy 
Roc—Rockford 
Ros—Ross 

S—Semi Tliptic 
Sal—Salisbury 
Sceh—Schebler 
Scei—Sscintilla 


Uni— Universal 

V— Cantilever 
W-G—Warner Gear 
W-M—Willys-Morrow 
Wagze—Wagner 
War—Warner 

W eid—Weidely 
Wes— Westinghouse 
Wis— Wisconsin 
X—Sleeve 
Zen—Zenith 
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Welll Tell the World 


through the 


‘| Saturday Evening Post 


“ | What every car distributor 
should know about 


October 16, 1924 
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sf | —and the value of a Davis 
- distributing franchise 


Here are the facts—as they 
| will appear in the Saturday 
“Evening Post—read them: 


r I ‘oday’s Davis is the product of twenty-three years of suc- 
cessful manufacturing experience. 
Davis owes no man an overdue dollar—Davis has not bor- 
rowed money for years. 
: | Davis stock is owned by a small group of original stockhold- 
ers, all of whom are actively connected with the business— 
Davis is strictly a closed corporation with no stock for sale. 


The Davis Company has always been guided by the same 
ownership and executives. 


Davis is one of America’s strongest independent motor car 
manufacturers. 





wie | This is a LIVE proposition, for live distributors. A great 
line of cars, backed by a strong independent manufacturer. 


Write—or Wire—Today 


GEORGE W. DAVIS MOTOR CAR COMPANY - - RICHMOND, INDIANA 
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Permanent 
roads are a 

good investment 
—not an expense 


Road Building 
Far Behind the 
Automobile 


Millions now recognize the automobile as a necessity. It 
is no longer a luxury for the few. Sixty per cent of its use 
is for business. 





Because of this the modern paved highway has become 
an economic necessity. 


Yet although the mileage of Concrete Roads and Streets 
has been steadily increasing, our highway system today lags 
far behind the automobile. The great majority of our high- 
ways are as out of date as the single-track, narrow gauge 
railway of fifty years ago. 


Such a condition not only seriously handicaps the progress 
of the automobile as a comfortable, profitable means of trans- 
portation, but also holds back commercial, industrial and agri- 
cultural advancement in practically every section of the coun- 
try. It is costing taxpayers millions of dollars annually. 


Highway building should be continued and enlarged upon. 


Your highway authorities are ready to carry on their share 
of this great public work. But they must have your support. 
Tell them you are ready to invest in more and wider 
Concrete Highways now. 


PORTLAND CEMENT ASSOCIATION 
A National Organization to Improve and Extend the Uses of Concrete 


Atlanta Dallas Jacksonville | Minneapolis Parkersburg San Francisco 
Birmingham Denver Kansas City | New Orleans Philadelphia Seattle - 

Boston Des Moines LosAngeles New York Pittsburgh St. Louis 
Charlotte,N.C, Detroit Memphis Oklahoma City Portland, Oreg. Vancouver, B.C. 
Chicago Indianapolis Milwaukee Salt Lake City | Washington,D.C, 
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You can safely go _ 
, the limit— = 
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2 Features of |  « “ 
| the PETRY When You Speak of 


| DASH CONTROLLED | 
| Tanne Up VALVE | PETRY Performance 


Quality construction and sci- 
entific design. Good for years 


cates coven ne 





Scientific design and quality construction guarantee 
that the PETRY will give your customer the service 


of service without trouble. you claim. 

Valve tongue and seat ma- 

chined for tight closure. You will find that PETRYS will net you a larger 
The Valve Tongue cannot percentage of sales because PETRY features will 


open accidentally or flutter be- 


cause the lever locks in closed make it easier for you to convince motorists of the 
position. usefulness of a cut-out as an indicator of engine con- 
Easy, inexpensive installation dition. 


—a rigid, noiseless, leak-proof 


exhaust line, and a neat, hand- | Most Jobbers carry PETR YS 


some job at the dash. 





a The spring is eliminated. The 


valve cpensies emesthly with N. A. PETRY COMPANY ' Inc. 


ine oe A 340 N. Randolph St., Philadelphia, Pa. 


quarter turn of the control 


handle locks it at the dash in 
ae Pacific Coast Representative, Norman Cowan Co. 
any position. 451 Rialto Bldg., San Francisco 
& 


| PRICES 


Ford Type with special 


TRESS 2,6 
Pele Oi geen A Sipe mg 


Seated ae 


pen 


Ford dash control, com- 





PR Sos cctichere te ermiecnercuseen $4.00 
Special Chevrolet.................. 4.75 
a 5.00 
154 and 13% inch.............. 5.50 
1% and 2 inch. ................. 6.00 


24% and 2% inch............... 
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Smooths 
the Road 


re Cate 
iS — 
BOSCH BL 
f 


BOSCH 
IGNITION — 
SYSTEM | ELECTRIC 
FOR Ks | WINDSHIELD 
FORDS = WIPER 


Insures quick, easy starts, clean An absolutely reliable automatic The big sure firing, gas tight plug 
plugs, added power. Has automatic cleaner that is operated electrically. with the unbreakable insulator and 
spark advance—is waterproof. Pre- Not affected by engine speeds. Puts the real nickel electrodes. Get the 
vents all ignition troubles. Price, no burden on the battery. Price, genuine—it’s red! Regular 
$12.75. $9.50. $1.00. Ford size, 75c. 
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When You Can’t Sell Cars 


Sell Accessories— 


Thousands of dealers who find it difficult to sell cars at 
this season can make substantial profits selling acces- 
sories. 


They can not only maintain their sales force, but they 
can make it pay its way and in the meantime uncover 
many new “car prospects” and help their car sales, too— 


Try this plan. Specialize on the Bosch Long Line— 
especially the Bosch Shock Absorber. It is a real neces- 
sity of recognized value and quality. 


Wire the nearest Bosch Branch for a sample set at 
quantity prices C. O. D., and try them on the car you 
sell. That will enable you to demonstrate to yourself— 
and to your customers—what a wonderful improve- 
ment they make. 


AMERICAN BOSCH MAGNETO CORP. 
Main Office and Works—Springfield, Mass. 


Branches: New York Chicago Detroit San Francisco 


DEALER 


. Big advantages open to live dealers who can become Bosch Sales 
e Agents and sell the Bosch Long Line of Automotive Necessities. 
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MAGNETO 
FOR : BOSCH DE LUXE 
FORDSONS : IGNITION SYSTEM 
‘ FOR FORDS 
TYPE 513 


Includes the Bosch Coil, and 
Bosch Compensating Governor, 
which automatically advances and 
retards the spark to exactly meet 
the Ford engine’s characteristics. 
Wonderfully 
$25.00. 


Provides Bosch High Tension 
Magneto Ignition for Fordsons. 
Eliminates coils and timer. Pre- 
vents all ignition troubles. In- 
stalled with or without the 
Bosch Throttle Governor. Prices 
on request. 


efficient. Price, 


















ONE BIG 


ADVANTAGE 
OF THE BOSCH 


You don’t have to stock a 
lot of special types and 
3 standard 
Bosch sizes enable you to 
equip all cars satisfactorily, 


sizes. The 


whether 


equipped with 


balloon or high pressure 


tires. 


PRICES PER PAIR 


For Fords. ................. 
In Canada 


For Medium Cars 
In Canada 


$13.75. 


$20.00. 


For Heavy Cars and Trucks...$20 
$27.50. 


In Canada 


BOSCH 
HIGH TENSION 
MAGNETO 


The world’s most dependable ig- 


nition system—over 


four million 


in use today—in demand every- 
where for use on cars, trucks, 


tractors, motorcycles, 


on request. 


motor boats 


and stationary engines. Prices 






















Big 


Discounts 


Big 


Volume 





WILLY 
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THHE new Willys-Overland franchise for 1925 
¥i/ means to dealers the sort of things the Declar- 
ation of Independence meant to American Colo- 
nists. It means independence ... it means bigger 
earnings ...it means freedom from factory red- 

=J tape ... it means financing helps ... it means 
contied none relations ... it means everything that can contrib- 
ute in any large or small way to the dealer’s welfare and success, 


This new franchise gives Willys-Overland merchants discounts 
superior to those offered by eleven of the fifteen first-line auto- 
mobile manufacturers. Big discounts alone would mean nothing 
—but with big discounts the Willys-Overland merchants have 
volume in sales—and the two together mean big profits. 


Under this one franchise the dealer has two complete lines of 
cars—models for everybody—with a range of prices that blankets 
the great, rich market under $2000—the price market which 
attracts 90% of all motor car buyers. Two lines in one—there- 
fore none of the complications of handling two lines under two 
different factories, 


WILLYS-OVERLAND, INC., TOLEDO, OHIO 


Big ‘Two Lines 
Advertising \ in One 


pes 
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tothe Needs of 1925 
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Riegel 


Both Overland and Willys-Knight are very much in the spot- 
light. Both cars are being talked about everywhere—Overland 
for its new all-steel bodies, and Willys-Knight for the remarkable 
vibrationless performance achieved by the amazing new Lan- 
, chester Balancer, for which it has the United States rights. 


ciate 


Then there’s the Willys-Overland advertising—big advertising y = _ 
‘ —dominant advertising—placed where dealers feel it most. Yi ™~ 


And finally, broad, generous factory policies—helps, protections, ) 
benefits and advantages which satisfy every desire a dealer could f Bigger Net | 
have. Willys-Overland has always been known for its generous, j 

fair-dealing relations with dealers—and now, in this 1925 fran- , | Profits 


chise, is even more liberal than in the past. 

If you want to be your own boss—and cash in the utmost on -~& yA 
your business ability—and get more pleasure out of your busi- » y 
ness dealings—write for the whole inside story of the new Willys- ee 

) Overland franchise. There is no obligation—and your inquiry 

will be held in strictest confidence. Write or wire. 





ki. WILLYS-OVERLAND SALES CO. LTD., TORONTO, CANADA 


Friendly 


Prices for Models for \. Policies 
Everybody Everybody 


OVERLAND 
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A Better Way to Reface 
Difficult Valve Seats 


| es more accurate fitting of the valve when 
reaming a valve seat over an uneven guide hole, 
this method is especially helpful. By the old method 
it is necessary to recut the valve seat to get it into 
alignment with the hole. Then, after reaming a sec- 
ond time, it is usually found that the seat has been 
reamed so far that it is too wide for a good, tight 
seating of the valve and leaves too much space for 
carbon to collect. Furthermore, the bearing sur- 
face is often much wider on one side of the opening 
than on the other. 





This difficulty is avoided, and a quicker and more 
accurate job obtained, by reaming the face with 15 
degree and 75 degree Sioux Reamers as well as the 
standard 45 degree. 


All possibility of chattering valve seat is prevented 
simply by inserting a piece of 50 lb. wrapping paper, 
large enough to cover valve seat, on the stem against 
cutting points of reamer. Write for free sample. 


Seale, ¥ ates 
LTR IER 


¥ 


& 





When ordering 15° and 75° valve seat reamers, the 
15° should be approximately the same as the valve 
head, and 75° in most cases should be approxi- 
mately 44 inch smaller. Any size 15° and 75° 
Sioux Reamer may be obtained at the same 
prices as corresponding sizes of 45° reamers. 
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For Fitting New Valves to Worn Valve Guide Holes 


—the best method is to ream out the worn valve guide holes to take oversize valve stems. The 
most successful type of réamer for this purpose is the Sioux Valve Stem Guide Reamer. It is 
made in sizes for reaming 1-64 inch oversize on all sizes of Valve Stem Guides. The pilot end 
of the reamer is to guide and prevent the reamer from following the worn part of the hole. 


Sioux Quality—the highest grade tool steel, heat treated and ground with absolute accuracy. 
Insures a quick, sharp, smooth cut, and will keep its fine edges almost permanently. 
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SIOUX CITY, IOWA 








This important message appears as a 3-page announcement 
in the October 25th issue of The Saturday Evening Post 
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~ GOING BEYOND MILEAGE 





Announcing— 









as are: 
Aegis AND AIR-PRESSURE 


Today’s new big thought 
in tires 


Reflecting, in tires, what the foremost automobile engineers 
are accomplishing through motor designing 


Until five years ago, mileage was the only standard 
by which a tire was judged. Then, in 1919, a new 
era of thoughtfulness on the part of car owners 
toward their tire equipment began when General 
introduced the low-pressure idea with the Jumbo 
30x31% Cord, requiring only 30 pounds air pressure. 


The big mileage of the General Cord is still as 
greatly prized as ever, and users have also come 
more and more to appreciate the full meaning of 
personal comfort and car protection obtained by 
their successful use of low pressure in the General 
Cord. 


Yet this leadership in low pressure, like General’s 
outstanding record of long mileage, represents 
only a part of today’s story of tire achievement. 


There is still another advantage in the General 
Cord that fulfills the highest mission of pneumatic 
tires. For today the new, big thought in tires is 
POWER. 


Power saving means longer 
motor life—less gasoline 


The difference between running on General Cord 
equipment or upon the cords of some makes tested 
represents as great a difference in motor power as 
though the roller bearings had been taken out of 
the wheels. 


Think of what that would mean in motor power— 
roller bearing manufacturers say a difference of 


30% to 50%—yet that is no greater, in some cases, 
than the difference in rolling-resistance between 
General Cords and other makes. It runs as high 
as 30%. 


Car owners who have not had experience with 
General Cords will be doubtful that the difference 
in tires can make such a tremendous difference in 
motor power and that one tire can stand out so 
far ahead of others in this respect. Yet, in the 
General Cord this is something that you can see 
and feel. 


A greater difference than 
you ever thought possible 


The big difference in tires, their effect upon motor 
power, gasoline consumption, the very life of the 
motor and the lasting of the tires themselves is 
found on the inside of the tires. 


You cannot “look” inside of tires. You do not 
know what to look for. But on the following 
two pages General gives you a practical way to 
compare all tires—an “X-Ray” that shows up the 
inside of them and enables you for the first time to 
judge for yourself the true value in tires. 


Read on the following two pages the results of tests 
in Akron and in California, also the Government 
Bureau of Standards tests at Washington — and 
how these tests clearly demonstrate the biggest 
economies to be found in car operation as well as 
in the tires themselves. 
















See the following two pages 










This double-page spread with the 1 
announcement in the October 25th 
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Results of tire tests show 
remarkable power-saving 

















































These photographs, taken June 13, 1924, demon- 
strate General Cord’s amazing advantage in motor 
power. They show that the General Cord equip- 
ment on a car absorbed 18.4% less motor power 
than was absorbed by the average makes of tires 
tested. In other Akron road tests, General Cords 
showed as high as 30% less power-loss than the 
competitive tires. 


Details of Tests 


The coasting tests illustrated here were made in Akron 
June 13, 1924, with a Big-Six Studebaker equipped first 
with General Cords and then with two other well- 
known makes of tires. 





In each test, car started at top of hill. Distance coasted 
on level was measured from foot of hill to point where 
car came to dead stop. Note position of cars in photo- 
graphs 1, 2 and 3. 


All tires were of same size, regular 33 x 5 Cords, all were 
8-ply tires and all were inflated to 40 poundsair pressure. 
Tests were made without the use of power, gears being 
in neutral and start made by simply releasing brakes. 


In test No. 2 the car stopped at a point 29614 feet short 
of the mark to which it had coasted when equipped 
with Generals. In test No. 3 the car lacked 442 feet of 
coasting up to the mark that was made on Generals. 








Coasted 1,575 Feet 
another test General Cords coasted 618 feet 








The General Cords outcoasted the other tires an farther than the competitive tires which coasted 
average of 36914 feet, or 18.4%. This indicates 18.4 2,060 feet, indicating 30°% less rolling-resistance 
less rolling-resistance in the General Cords. In still with General Cords. 
Extended Motor Life 
The above tests clearly show how a car rolls more freely on From a California dealer’s letter 
some tires than on others. This rolling-resistance in tires concerning tests between General 
is due to their internal friction. It works just as actively _ — tires made by one of the 
against the progress of the car when power is being used as ‘S Sage Operating companies: Coasted 
when coasting. In some tires it amounts to a tremendous : ‘ ' 
drag against the power of the motor. $6,000 Gasoline Saving 


‘On the California Transit Company tests we also used a 
At first thought you may consider that your car has power gas measure holding two quarts of gasoline. The results 


Th ; " mer . 1 | d of this test were especially interesting to Mr. Travis, as 
to spare. at is true when it is running on level roads. they show where a saving of at least $6,000 a year can be 


But when heavy road conditions call upon the motor for made on gas alone by his company. 
real pulling or when you are attempting to climb a difficult ‘‘On one hill, in order to maintain a speed of 25 miles per 
hill, when your motor must develop its power to the last hour, it was necessary to shift gears when equipped with 
eige ‘ : : a; 060600 Saeed while the Generals rolled over the top at 24 miles \ 
ounce, it is then that the tires with the least rolling-resist- per hour in high. The driver called attention to this. 


ance prove their value. a ee , of course, received word of this test and have 
used all kinds of alibis. One was that new tires were not 


It is the last straw that breaks the camel’s back and simi- used. This was quickly disposed of by showing them that ; 
larly ie ie tiee Dees horsepower your motor must develop the tires were new and had Just been received from their 
‘ ahi ‘ : - factory. Their next alibi consisted of a several-page tele- 

under special conditions that puts the tell ‘bi ts 

Sp puts € te ing strain upon it. gram describing the tread shape and insinuating that 

That is why the General Cord with its advantage in motor Generals lacked in non-skid feature and this was the . 

power — due to less rolling-resistance — adds to the life of Caen OF tRete SORNG qunlttion. 
your motor and pays dividends in the form of fewer motor Pg matched this by showing Travis the Bureau of Stand- 
repairs end len : ards tests with various treads and offered to make the 
p ger motor life. tests on the bare carcass, also to beat them in a non-skid 

test.’’ 


Still another important result is fue/ saving. The 
fact that there is less rolling-resistance and less power loss 
in the General Cord means Jess gasoline. Tests made 


by large fleet operators have shown 10% and 12% gasoline 
savings. 


The test cited above is one of many which have been made 

by some of the largest commercial users of pneumatic tires 

in the country. Wherever these tests have been made they 
have clearly demonstrated the tremendous economies the 
General Cord offers fleet operators. 








preceding page appears as a 3-page 
sme: of The Saturday Evening Post. 


When you realize to what an extent motor power is affected 
by internal friction in some tires, and how such tires actually 
retard the free-rolling of the car, you get some idea of what 
must be taking place inside of the tires themselves—terrific 
straining and wrenching, cords rubbing against cords, wear- 
ing out! 

It is this inside wear that causes in tires the excessive 
internal friction that eats up motor power. 


Thus, the greater motor power, demonstrated with General 


Cord equipment in the above tests, is due to the fact that 
they have less internal friction, consequently less internal 


















wear. This explains to 
users the extended mile- 
age they receive. 


It also explains how the 
General Cord users have 
for years been able to 
run successfully with 
30% to 40% less air 
than the standard pres- 
sures formerly recom- 
mended. 





Explaining longer tire wear 
and low-pressure advantages 


It is the General Cord’s greater freedom from internal fric- 
tion under all conditions of service—and the fact that this 
advantage is gained without sacrifice of any essential in 
proper construction—that enables it to stand up and deliver 
the big mileage. 


Without this mileage in the tire itself there would be no true 
economy in its motor power and gasoline saving advantages. 
It is the combination of all three of these outstanding 
features in General Cords, all types and sizes, that gives you 
a practical way to judge and compare the real value in tires. 


Government Tests 


The Government Bureau of Standards at Washington has 
made exhaustive tests of tires manufactured by 35 compa- 
nies. Their book, issued September, 1923, fully explains the 
variations in rolling-resistance demonstrated in General’s 
actual road tests of tires. Read the following extracts from 
their book: 


‘‘The outstanding feature brought out by these dyna- 
mometer tests is the wide variation in the power loss of 
different makes of tires. ..... the greater part of the 
power loss must occur in the carcass of the tire—the loss 
in the tread represents only a small part of the total loss 
in the tire.”’ 














1,702\4 Feet 








‘‘There is no question but that the 
uniformity of cord construction..... 
in tires Eand Fisafactorwhichmakes 
them stand out far below the aver- 
age in power loss.”’ 


Any distributor of the General Cord will 
gladly show you the photographs in the 
Bureau of Standards book. He will also 
show you cut-down sections of the 
General tire, which you will readily rec- 
ognize from the examples shown in the 
Bureau of Standards book representing 
the tires that made the best records in 
their test. This will show you just why 
there is less internal friction in the 
General Cord and therefore less rolling- 
resistance—more power and less gaso- 
line consumption—longer wear in the 
tire itself and better ability to run 
with low pressure. Upon request an 
official copy of this book will be sent 
free of charge by The General Tire and 
Rubber Company. 


THE GENERAL TIRE AND RUBBER COMPANY 
AKRON, OHIO 








Coasted 1,998 Feet 








ENER 





CORD 


—goes a long way to make friends 



















































Construction work on one of the 
new wings. Photographed Sept. 26. 





Showing one of the new factory wings now under construction for 
the General Tire and Rubber Company at Akron. These addi- 
tions will be completed in time to give greatly increased production 
for making spring delivery—assuring adequate stocks not only for 
the established General distributors but also for a limited number 
of new distributors in some territories. The General salesmen will 
resume calling upon prospective new distributors beginning Oct. 
15th and can make new connections for 1925 business. 
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HOLT TRACK PIN 


The Holt track pin _ illus- 
trates the rigid requirements 
of Holt quality; and it is an 
important factor in ‘‘Cater- 
pillar” strength and endur- 
ance. 

Cold drawn 314% _ nickel 
steel, used in 5-Ton and 10- 
Ton track pins, has an initial 
tensile strength of 65,000 
lbs., Sclerescope hardness 25 
to 30. This stock is sub- 
jected to three heat treating 
operations. (1) Case harden- 
ing; to withstand abrasion. 
(2) Hardening; toughening 
the core; increasing hardness 
of case. (3) Drawing; re- 
fines metal structure. The 
track pin emerges from the 
Holt heat treatment with a 
tensile strength of 140,000 
Ibs., Sclerescope hardness of 
core 40 to 45, hardness of 
case 75 to 85; doubling ini- 
tial tensile strength, tripling 
initial hardness. 
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You welcome any idea or suggestion 
that points to more profits; to mak- 
ing your business better as well as 
bigger. 


You have at your door an untouched 
market. Hauling contractors; public 
utilities and engineering projects; 
large industrial enterprises; golf 
clubs; public officials—state, county, 
municipal—who are interested in 
better roads; logging operations—all 
these are potential buyers of “Cater- 
pillar” Tractors. 


Somebody is going to make these 
sales. Why not you? 


Your business is physically set up so 
that you can sell “Caterpillars” with- 
out a single important change and 
without materially increasing your 
capital investment. And you don’t 
compete with yourself. You can “fill 
up the valleys” in your sales curve 
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éger Profits 


with “Caterpillar” sales. It’s an all- 
year market, growing steadily. It’s 
safe business; because the “Cater- 
pillar” has proved its economic value. 
It has proved its ability to do the 
tough hauling jobs better, quicker 
and cheaper. 


There’s a size of “Caterpillar” for 
every tractive-power need. The 
2-Ton handles lighter tasks; the 
5-Ton has ample capacity for medium 
requirements; the 10-Ton is supreme 
for all heavy duty. 


“Caterpillar” dealers enjoy the most 
substantial, most profitable tractor 
business in their communities. If 
you feel that your organization is 
qualified to make the most of this 
opportunity, get in touch with 
us. We're interested in talking to 
automobile dealers. You'll be more 
interested after talking to us. 


THE HOLT MANUFACTURING COMPANY, INc. 


PEORIA, ILL. 







STOCKTON, CALIF. 


Export Division: 250 W. 54th Street, New York 
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Service Stations— 


Keep Them Coming In This Winter— 


‘HE demand for heated cars 
has been growing steadily for 
years. This year everybody 

wants one. Every man and woman 
who ownsacar is anxious to drivein 
good, solid comfort in cold weather. 


They all know about the Perfection 
Heater. They all know that a Per- 
fection heated car is a comfortable 
car,even when the mercury’s hover- 
ing around zero. For the Perfection 
is the original car heater—nationally 
known—nationally advertised — 
nationally demanded. 


Good service stations everywhere 
are capitalizing Perfection Heater 
popularity—making it pay them, 
and pay them well—when business 
would otherwise be slow. 


The Perfection Heater service station 
proposition is a corker. Look into 
it. The little coupon in the lower 
right hand corner will bring you the 
complete story. Tear it out—write 
in your name and address—slip it 
in an envelope and give it to the 
postman today. It’s good business. 


THE PERFECTION HEATER & MANUFACTURING Co., CLEVELAND, OHIO 
Manufactured in Canada by Richards-Wilcox Canadian Co., Ltd., London, Ont. 


The Swan Carburetor Co., manufacturers of the Swan System of Fuel Distribution, 
is a subsidiary of The Perfection Heater and Manufacturing Company. 


SERFECTIO 


H 





6545 Carnegie Ave. 
Cleveland, Ohio. 





money this winter. 
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The Perfection Heater 
& Manufacturing Co. 


Send us, without obligation, 
the story on how to make 
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More than 85% of the s- SP 
American cars and trucks - a  . 
produced, Fords excluded, a a 
are AC-equipped 






*Chevrolet 





WH 







*oOakland 
*Buick (to 1924) 
Kissel 
Stephens 
fo 
*Buick AC 1075 for FORDS 
*Nash SS - 
*Oldsmobile Six > { 
*oDurant Four ee LULL 
*Oakland (to 1924) ; 


SAE REGULAR 





for 


*ODodge Brothers 
*oChandler 
*Hanson 
Rickenbacker 
== *Westcott 
for 
s . 
comme *Factory Equipment 
*Hupmobile ©With Carbon-proof Porcelain 
*0Maxwell 
*OStar 
200 Others 


| B pismo who have a good assort- 
ment of AC Spark Plugs can build 


a profitable business. = = 


: 


————————— 
a 
<a 


The demand is assured as each type has 
its own following, due to car equipment. 





, Features 
; Spring Terminal 
OTHER SIZES OF AC SPARK PLUGS Clip 
| Body 
REGULAR SAE 4" CARBON- %" LONG Sieh, Seilienin 
METRIC EXTRA LONG PROOF BODY == Fins. Patented Car- 
for for for for for bon-proof Porcelain 
*Hudson *oDort Six Overland *Chandler (to 1924) Studebaker Drip Electrode 
*Essex * Apperson Six Reo | Willys-Knight *oDurant Six Forms Natural Oil 
, Duesenberg * McFarlan s *OMarmon Drain 
Wills-Sainte- Elgin *Factory Equipment : *oStearns-Knight 
Claire © With Carbon-proof Porcelain Stutz 
4: ERE RE 


acspHinx AC Spark Plug Company, FLINT, Aichigan  acorzo 


Lyn Makers of AC Spark Plugs—AC Speedometers “aaa 


ENGLAND 
U.S, Pat. No, 1,135,727, April 13, 1915; U. S. Pat. No. 1,216,139, Feb. 13, 1917. Other Patents Pending 
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THE sleéwai CAR HEATER 
with the Double Exhaust Valve 


Exhaust 
Valve 


The Stewart Exhaust Valve 
is, in reality, two valves. For 
it has two dampers that 
work at right angles to each 
other—one closing the ex- 
haust pipe, while the other 
opens the car heater intake, 
and vice versa. 


This feature of the Stew- 
art Double Exhaust Valve 
makes possible the utiliza- 
tion of all the heat from the 
engine. When opened, it 
blocks the exit through the 
exhaust pipe, and sends the 
hot air up through the heat- 
ing unit, to quickly warm 
the interior of the car. 


When closed this double 
valve completely blocks the 
entrance of the exhaust to 
the Car Heater, and opens 
an escape for it through 
the exhaust pipe. 





Quick Heat — More Heat 
Perfect Control from the Dash 


“WHE Stewart Heater warms the interior of a car to 
' a cozy temperature in an absolute minimum of 
“~ time. Quick heat is a distinctive Stewart feature. 
The construction of the Stewart heating element is 
a decided departure from the usual type of cast-iron 
heating units. The Stewart is made of drawn steel. 
This type of heating element is warmed much more 
quickly. Heat radiation starts within the car body as 
soon as the Heater is turned on. 


ere 


aM, 


Ease of operation is another feature of the Stewart Car 
Heater. A convenient wire control, leading from the 
instrument board to the Stewart Double Exhaust Valve 
enables the driver to easily turn the Stewart on or off. 


When open, this Valve directs the entire exhaust up 
through the Heater, immediately starting heat radia- 
tion within the car body. When closed it is absolutely 
tight. None of the exhaust can pass through. The 
Stewart will not heat up the car on a hot summer 
day—a feature experienced motorists will appreciate. 


Our immense production facilities make it possible 
for us to quote an interesting price to car manufac- 
turers and dealers. 


STEWART-WARNER SPEEDOMETER CORPORATION 
CHICAGO, U.S. A. 





CUSTOMBILT ACCESSORIES 
USED ON 9 MILLION CARS 





The valve installed on the 
exhaust pipe. Heavy as- 
bestos gaskets make this 
installation absolutely leak- 
proof. The one valve fits 
practically all makes of cars. 





The Stewart Heater is easily 
operated by a convenient 
dash control, making it 
possible toregulate the tem- 
perature of the car interior 
to a fine degree. With a 
Stewart, the car owner and 
his guests ride in perfect 
comfort. 


List Price 


Western Prices, 
$1.50 additional 
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The Right Spring for Any Car 
IN A HURRY 


A telephone and this new Detroit Spring price list— 
and you're all set to give the best spring service in your 
locality. Then when you have a replacement job, on 
any make of car or truck, just call up your nearest Detroit 
distributor and he’ll get the right spring to you, in a 
hurry. 

Your distributor has a complete stock of genuine 
Detroit Springs—the best springs you can put under a 
car. They are exact duplicates in every way of the origi- 
nal equipment, “built to the car maker’s specifications.” if 
‘ They fit and they save your valuable time. 4 

And now you can identify genuine Detroit Springs— us 
by the letter “‘D’’ raised on each clip bolt head. You can 


take egal 
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be sure you are supplying the right spring for every FS 
replacement job and sending away a satisfied, business- j 
building customer. i 





DETROIT STEEL PRODUCTS CO., 2268 E. Grand Blvd., Detroit, Mich. g 
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The average dealer finds Berloy Bins and equipment ideally suited to his 
space limitations. 


The reason is that Berloy Bins do not come in rigid, hard-and-fast sys- 
tems. The boltless divider, which makes it possible to change the width 
of any bin in five seconds, without tools, provides an elasticity of arrange- 
ment found in no other bins. It is exclusive with Berloy. 


A wide variety of stock can be carried in two or three units, if that is all 
you have room for. Dividers are adjustable every inch and a half in 
the shelves. One unit 3 feet wide, 7 feet high and 1 foot deep can be 
arranged to contain 100 bins, if necessary. 


The shop of Walter Jolliff, at Wooster, Ohio, pictured above, presents an 
attractive and business-like appearance, yet he hasn’t a great deal of 
space. Berloy Bins and a Berloy Steel Counter have helped him utilize 
his space to best possible advantage. He can give you anything you 
want instantly. Orderly arrangement keeps his stock in perfect order. 
He says his Berloy Bins are paying for themselves through increased 
turnover and accurate stockkeeping. 


They have done the same thing for hundreds of dealers, large and small. 


Ask the nearest office to send you automotive catalog R-30. It gives full details 


THE BERGER MANUFACTURING CO. CANTON, OHIO 


Boston | New York Philadelphia Chicago 
St. Louis Kansas City Minneapolis San Francisco 
Los Angeles Dallas Roanoke Jacksonville 


BERLOY 
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URABLE construction, —Selectivity,— Simplicity ot operation, 
—Volume,—and Tonal Quality. 


The successful combination of these qualities, together with its 
fair price is the basis of the popularity of ATwWATER KENT Radio; 
it is the accomplishment of a great electrical laboratory and the 
climax of more than a quarter of a century in the manufacture 
of scientific electrical instruments. 


ATWATER KENT Receiving Sets and Loud Speakers will in- 
crease your sales. One ATWATER KENT instrument leads to the 
sale of another ATWATER KENT instrument just as surely as 
noon-day follows dawn. This has been the experience of thou- 
sands of radio merchants. 


Send for descriptive literature and dealer price list 


ATWATER KENT MANUFACTURING COMPANY 
4733 Wissahickon Avenue, Philadelphia, Pa. 
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Everyone can now enjoy 
an ATWATER Kent Loud 
Speaker; there are sizes and 
prices to meet every buyer’s 
preference. 


$15 $20 and $28 


Mopet 20 De Luxe 


5 tube— beautifully finished 
mahogany cabinet 


Price $120 
Mopet 12—6 tube— famous 
AtwaTer KENT open type 
Price $105 
Mopet 20—5 tube—enclosed 
in mahogany cabinet 
Price $100 


Mope110—5tube—opentype 


Price $85 
Monet 19—4 tube—cabinet 
type 

Price $85 


Mope1.9—4 tube—open type 
Price $65 
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At last! What you have wanted for so long is about to arrive! 
Complete Flat Rate Schedules for all cars and all operations! 
One master table that covers all of them, and gives you at a 
glance the time charge on any job that rolls into the shop—a time 
saver, and a money saver that the whole trade wants and needs. 


23 Popular Cars— 101 Operations 


Are covered in this big table. The cars listed cover about 95 per cent of the 
maintenance work that the average shop has occasion to handle, and full 


directions are given for adapting the rates to makes of cars not included in the 
special list. 


As a reader of MOTOR AGE, you are probably familiar with the flat rate 
articles by Paul Dumas that have appeared during the past year. This special 
chart is the outgrowth of those articles, and summarizes the great mass of 
information previously printed. It is a truly comprehensive digest of the 


whole flat rate question—a thing never before attempted. 


It will be published as a special supplement in our issue of October 23rd. Watch for 
it! It will not be published a second time, and your only chance to secure it will be 


with your copy of MOTOR AGE for that date. 


If you are not a regular subscriber, but engaged in the automotive business, you can 
make sure of getting the Complete Flat Rate Schedules by sending in your subscrip- 


tion today. Your name will then be on our list in time to insure you a copy of the issue 
containing them. 


MOTOR AGE is published ex- 
MOTOR AGE, IMPORTANT clusively for the trade. Sub- 
5 S. Wabash Ave i are yee ay age Ns ae as 
‘ fic engaged in our field—so please don rge 
Chicago, Il. ; include, your business card or letter head with 
his order. 


Gentlemen: Enclosed find $3.00 to pay for a year’s subscription to MOTOR AGE, including the issue of October 23, 
1924, containing the big table of Flat Rates for all popular cars. 
































THERMOID RUBBER COMPANY, 
TRENTON, N. J. 


I think my shop is the place for an Authorized Thermoid | 
Service Station. | 


Send me details of your co-operative plan for putting my | 
brake lining business on a big paying basis. | 
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%_, the Progressive Garageman 
oy Gets Nine ¢)Jo..s While His 
Y” Competitor is G.tting One Q 


N your city there is one real Progressiv? out of every four garage 

men. We know, because investigation proves this average in 
communities largeand small. This Progressive does approximately 
9 times as much business as each of his three slower competitors. 
While he is making 75 cents they are cutting a twenty-five cent 
piece three ways. 


If you are already a Progressive or if you have the makings of a 
Progressive in you, we want you to establish an Authorized 
Thermoid Service Station. There will be money init forus. And 
more money in it for you. 


Our Service Station Plan Will Help You Get 
Into the Progressive Class 


It makes no difference to us whether you are the biggest garage 
man in your city or the smallest. All we want to know is that you 
have the determination and the energy to make a success for us both. 


It requires no big outlay of capital on your part. The Thermoid 
Rubber Company does not have to ask financial assistance from 
its customers. 











anteed brake service. If ycu are the man who 
can render that kind of s*-vice, your shop is 
the place for an Authorize j1 Thermoid Service 
Station. Let us hear from you via the coupon 
on the preceding page. 


How We Co-operz.te With Our 
Service Stations 


We have worked out a simple, but very effective system, 
which enables the Authorized Service Station to make 
brake jobs a big and highly profitable end of the garage 
business. 


Under this system we co-operate with you in putting 
your brake department on a thoroughly modern basis, 
whereby labor and other costs are cut to the minimum. 


We show you how to attract not only the business of 


the motoring public but of the operators of truck fleets 
as well. 


We make it possible for you to handle brake jobs for 
other garage men at a profit both to you and them. 


We furnish, at no cost to you, carefully prepared and 
attractive literature, advertising your shop as an 
Authorized Thermoid Service Station. If the proposi- 
tion looks good to you, mail us the coupon today. 


THERMOID RUBBER COMPANY, Trenton, N. J. 


New York, Chicago, Los Angeles, Detroit, Atlanta, Seattle, Kansas City, 
Boston, San Francisco, Cleveland, London, Paris, Turin 


Makers of Rexoid Transmission Lining, Thermoid Tires, 
Thermoid-Hardy Universal Joints 








HYDRAULIC COMPRESSED 


Brake Lining 











HE Authorized Thermoid Service Station natu- 

rally gets the lion’s share of the business created 
by the thousands of dollars we spend each year in 
national advertising. 


But in addition—our co-operative plan includes a 
series of local advertisements which give you a 
“tie-up” that definitely makes your shop “brake 
lining headquarters.” 


THERMOID RUBBER COMPANY, Trenton, N. J. 


New York, Chicago, Los Angeles, Detroit, Atlanta, Seattle, Kansas City, Boston, 
San Francisco, Cleveland, Londoa, Paris, Turin ; 


Makers of Rexoid Transmission Lining, Thermoid Tires, 
Thermoid-Hardy Universal Joints 
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Hydraulic Compressed cae f % 


| \ Brake Lininc 
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Ball Bearing Axles Do Not Fail 


HEN the pinion gets “chewed up”, what has taken 
place? 
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Just this. The bearings which surround and support it 
have become loose and have allowed the teeth to climb out of 
mesh, to clash and flake. In other words, the supporting 
bearings are probably types which wear and whose adjust- 
ment has been too long postponed. 


Ball bearings do not wear and do not need adjustment. 
They give constant and rigid support and, hence, perma- 
nently maintain proper setting of pinion teeth with those of 
the ring gear. Consequently ball bearing axles do not fail. 
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Freedom from noise is also obtained by the rigid support 
characteristic of ball bearings. 


WS 


(ha? 


/ 


New Departure ball bearings outsell because they excel. 


ley 


THE NEW DEPARTURE MANUFACTURING CO. 


Bristol, Connecticut : 
Detroit Chicago 


, in 
& 


Tr, 
OS 


—” 


¢ 











































































































(Fm 
S | 



















































































































































































ny 








wl 







































































































































































Ball Bearings Do Not Wear @ 
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Start NOW with Fisks! 


Have Two Profitable Months 
Before The New Year Begins 


Pp ROGRESSIVE tire dealers by the hundreds will take on the Fisk line 
next year. But why put off the days of success? Sell Fisks now and 
enjoy two extra months of good business before the new year starts. 


Fisk sales day by day prove there is a constant and rapidly growing prefer- 
ence among motorists for Fisk tires. There is a share of profit waiting 
for you. 


The Fisk Line includes such a wide range of types at such a wide range of 
prices it cannot fail to meet every need of every car owner in your neigh- 
borhood. 


Business is sure and customers’ satisfaction is an asset when you sell Fisks. 
Get a head start on next year’s business. 


Write now for information regarding the 
specially attractive Fisk franchise proposition 


The Fisk Tire Co., Inc. Chicopee Falls, Mass. 


Time to Re-tire? 
Get a Fisk 
TRADE MARK 

Reg. U. S. Pat. Off. 





SELL FISKS FOR A PROSPEROUS 1925! 
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Ric kenbacker 


. ic ° WeorRrTryr « > Tta «- NAME 


Superior in Both Types 


Famous **§”’— Vertical a. i 


The dealer who has the Rickenbacker line in the 
future will be sitting on top of the world. 


For this line now comprises the two most profitable 
types— those which appeal to the great middle 
class of buyers, who know values, and demand 
the utmost for their money. 


This Six, you know. It has set the pace in advanced 
engineering for three years. 


And now that wonderful Vertical - “8” - Superfine, 
selling at a thousand to two thousand dollars under 
competitors, out-points and out-performs the pre- 
vious best cars. 


This is the car of the connoisseur—drive it yourself and 
you will never be satisfied until you can offer this 
line to your own clientele. 


Suggest you get in touch with our Sales Department 
today. A few good points still open. 


Rickenbacker Motor Company 
Detroit, Michigan 


Famous ‘Six’ Prices Vertical ‘‘Eight’”’ Prices 
Sport Phaeton - - - - - - $1595 Sport Phaeton - - - - - - $2195 
Coupe ------:--:+:-. 2095 Coupe - ++ +s ses & 2695 
Sedan --+--+-+-+-+-+--- 2195 Sedan ---+-++-++: 2795 


f. o. 6. Detroit—plus war tax 
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Did you ever have a pair of 


shoes that 


squeaked? 


Noisy gears are as irritating as squeaky shoes 


F you were a shoe dealer you wouldn’t 

long sell squeaky shoes. Your cus- 

tomers would bring them back to you and 
register an emphatic kick. 


The men who drive the cars you sell 
don’t have to put up with the irritation of 
humming, snarling timing gears. Timing 
gear sets can be made permanently silent 
by the use of Celoron Silent Timing Gears. 


Many popular makes of cars, such as the 
Rollin, Marmon, Maxwell, Oldsmobile, 
and Nash, are factory-equipped with 
timing gears of Celoron. If your car is an 
old model of any of these popular makes 
(with metal timing gears) you can have 
Celoron Silent Timing Gears installed 
at the regular service stations. 


Service stations and repairmen all over 
the country are silencing timing trains 
with these durable, non-metallic gears. 
They fit any timing set. They perma- 
nently rid the motor of noise. 


Why metal gears are noisy 


Noise in the timing gear case is caused by 
worn metal gear teeth which develop play 
and strike with a metallic 
clink. These taps coming 
in rapid succession pro- 
duce the familiar harsh 
grind that makes many 


CELORON 


SILENT GEARS 


otherwise quiet motors sound old. Now 
there is a way to stop that noise. 


Hushing noisy gears 


Celoron Silent Timing Gears eliminate 
noise in the timing gear case by prevent- 
ing contact of metal on metal. These 
gears are hard, tough, light. They are 
resilient and absorb shocks and vibra- 
tion. They give longer life to all the 
operating parts of the timing train. Gears 
of Celoron make timing positive, accurate 
and silent during the life of the motor. 


How Celoron gears are made 


Celoron is a laminated phenolic conden- 
sation material bonded with bakelite. 
Gear blanks are either molded or cut from 
sheet stock. 


Celoron is a readily workable material. 
It is easily machined, can be sawed, turned, 
threaded, punched and drilled. 


Celoron is made into silent timing gears 
for the replacement trade by Dalton 
and Balch. Jobbers and dealers all over 
the country carry stocks of these gears. 
Look for the ‘“‘Celoron’”’ 
and “D & B” marks. 
They insure your getting 
a genuine Celoron Silent 
Timing Gear. 


Diamond State Fibre Company 


Bridgeport, Pa., and Chicago, Ill. 


Branches in Principal Cities 
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Haffinch, 
alternating 


only $60.00. 
“Van Dorn” 








THE SATURDAY EVENING Post 


current, weighs 16 
pounds and sells for 


one of the 8 types of 


elevtric drills in sizes 
from %" tol 


September 13, 1924 


New “Van Dorn” 


runs on 
or direct 


This is 
portable 


For Garages and Service Stations 
And Only $60.00 


Service stations everywhere welcome this light 
weight, half inch **Van Dorn” drill that has more 
power per pound and delivers more holes—per man— 
per tool.--per day, than any universal electric drill ’- 
ever offered to the garage trade. 

“Haffinch’’ stands heavy duty or light duty— 
drills through toughest steel or softest wood— 
makes one hole or a million--works one hour or 
twenty-four--and doesn’t need a rest every half 
hour either. ; 

Any service station or garage worthy of the name, 
can scarcely get along without one or more of these 
handy little workmen:—‘‘Van Dorn” Haffinch, the 
tool of a thousand uses is the leader for such jobs as 
drilling frames for attaching bumpers, mounting 
stop signals, windshield cleaners, rear vision mir- 
rors, etc. Drilling to replace fenders, to install shock 
absorbers, for ge eneral repairs; and the driving of 
cylinder hones are just a few of the many jobs these 
handy tools will do. 


A Word to Distributors 


This good tool, this reasonable price, coupled with “Van Dorm” 

reputation and national publicity certainly opens your door to an 

unlimited drill market. Lf you haven’s already stocked “Yan Dorns”, + 
write today for our Jobber’s Proposition. 


The Van Dorn Electric Tool Con 


Makers of Portable Electric Drilling, Reaming 
and Grinding Machines, ete. 


Cleveland, Ohio 


Factory Representatives 
*Boston "Denver *New York City St. Paul 
Buffalo *Detroit Philadelphia *San Francisco 
Chattanooga Kansas City Pittsburgh *Seattle 
*Chicago *Loas Angeles Richmond *Toronto 
*Cincinnati Montreal *St. Louis FSerwice- 


sa] 





RIC 
DRILLS 


© 1924 The V.D.E.T. Co. 


The Drill of a Thousand Uses. 

















Automotive Jobbers 
Can Cash in on 
“Van Dorn’ Prestige, 
Performance and 
Publicity 


Jobbers on the lookout for 
opportunities to add profit 
making lines, will find that 
“Van Dorn” Electric Tools 
take them into a practically 
unlimited market. 


This reprint from The 
Saturday Evening Postshows 
that the mighty force of ad- 
vertising is at work to swing 
open the door of this great 
market to the “Van Dorn” 
Distributor. 


A “Van Dorn” represen- 
tative will be pleased to dis- 
cuss our agency proposition 
with you. 


The Van Dorn Electric Tool Co. 


Makers of Portable Electric Drilling, Reaming 
and Grinding Machines, etc. 


Cleveland, Ohio 


Factory Representatives 





*Boston *New York City 
Buffalo Philadelphia 
Chattanooga Pittsburgh 

*Chicago Richmond 

*Cincinnati *St. Louis 

*Denver St. Paul 

*Detroit *San Francisco 
Kansas City *Seattle 

*Los Angeles *Toronto 
Montreal 


*Service 
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There's a new 


GILMER CATALOG 


just off the press—which contains up-to-date speci- 
fications on Gilmer belts for the new makes of cars 
and for the new models of old makes. 


It also tells about the new and improved Gilmer 
Super-Service Fan Belts and gives the details of 
our special offers to the Trade on minimum stocks 
with 


STOCK AND DISPLAY CABINETS 


Your copy of this catalog is 
awaiting your request to be mailed 


L. H. GILMER CO. 


Tacony 


PHILADELPHIA, PA. 
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: i pd Their Units Wi oh the 
guipment Mark Their (} 
Full Narrea 

ROBERT BOSCH. 
and the Trade-~-Mark Shows Bulow 
ST ONTE OT YT Tlf PA KNISIB CT eel a | 
the Genuine Bosch Producés 
as Sold the World Qver Since 1887 





Magnetos ~ ~ ~ ~fFiorns 

Generators ~ Starters 

Spotlights ~-filydrometers 
Magneto Generators 


ROBERT BOSCH MAGNETO CO INC. 


Otto Heins. Ares. 
123 West 644% Street ~ w~ ~ w~ NewYork City 
Service Stations in Principal Cities the World Qver 


Always look for and Specify 
this TRADE MARK iit. ROBERT BOSCH 


Dealers.~ Send For i | FranchiseDetails 
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LEVERAGE GIVES CONTROL 
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VANISHED ACHES! 


CHING fingers, aching arms, aching shoulders, 
aching back! Why should steering be so hard? 
Can’t the shocks of the road be kept out of the 
driver’s arms, shoulders and back? Yes! Ross is 
doing it with the Cam and Lever Steering Gear — 
a real achievement in automotive engineering. 


Write for details 


Ross GEAR AND TOOL COMPANY, 400 Heath Street, Lafayette, Indiana 


z 


CAM and LEVER |(4| STEERING GEARS 


2 
EASIER STEERING 





\ your FORD wit! 


JOHNS-MANVILLE oe 
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Ai downhill job 
v= Transmission Lining ~ 
«J to Ford owners is no longeran 
uphill task. Many things com- 
bine to make the market easy 


to sell and profitable ...Read 
about it on the next pages. 
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svery other motor 
with this display cart on 


on your counter 


VERY other car on the road to» Ford cars Reena an uunoual lining. 
day. is, as you know, a Ford. A ining for 
tremendous market but often a neg- is Specially adapted ey ae 

“lected one. When a prospect picks up a pack: 
| We want to help you get more age of this brake-lining - ‘from yay 
profit out of this market. counter he. knows om Hs n’t Ba N 
So we are now-packing our Trans- | — 
mission Lining for Ford cars im a. 
‘mighty attractive carton 
which can be quickly and 
easily turned into a counter 
or window set-up. 
Get yours from your 
Distributor. It asks “em 
to buy. 


The unusually oily 
conditions under which 
‘brake lining works in Get oh salsa your distributor. 


ness in your nish ular ey rg 
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CHOOSE 


YOUR DISTRIBUTOR 


Alabumu 
Moore-Hundley Hardware Co., 
Birmingham 
Johnson Tire & Auto Co., Montgomery 
Arkansas 
Fort Smith Automotive Supply Co., 
Fort Smith 
Crow-Burlingame Co., Little Rock 
California 
Chanslor & Lyon Co., Fresno 
The Banta Company, Los Angeles 
Chanslor & Lyon Co., Los Angeles 
Featherstone, E. A., Los Angeles 
MeCoy Motor Supply Co., Los Angeles 
Chanslor & Lyon Co., Oakland 
Weinstock-Nichols Co., Oakland 
Kimball-Upson Co., Sacramento 
P. W. Gavin Company, San Diego 
Chanslor & Lyon Co., San Francisco 
McCoy Motor Supply Co., San Francisco 
Weinstock-Nichols Co., San Francisco 
California Auto Supply Co., Stockton 
Colorado 
Auto Equipment Co., Denv ~ 
Foster Auto Supply Co., Der 
Motor Accessories & Tire C °., "Pueblo 
Connecticut 
Hessel & Hoppen Co., New Haven 
Motor Tire Service Co., Putnam 
District of Columbia 
National Elee ext eae Co. 
Rubel, Chas., & 
Florida 
Baughman Company, ¢ 
Jacksonville 
Baughman Company, G. Norman, Miami 
Baughman Company, G. Norman, Tampa 
Georgia 
The Frank Corporation, Savannah 
Illinois 
Cc mange 2 Automobile Supply House, 
Chicago 
Motor Cz ar Supply Co., Chicago 
Sheridan Auto Supply Co., Chicago 
Tenk Hardware Co., Quincy 
Washington Auto Supply Co., Washington 
Indiana 
Orr Iron Co., Evansville 
Lomont & Co., Ft. Wayne 
The I. J. Cooper Rubber Co., Indianapolis 
Goodlin Auto Equip. Co., Seuth Bend 


Iowa 
Cedar Rapids Auto Supply Co., Cedar 
Rapids 
Sieg Co., Davenport 
Herring Motor Co., Des Moines 
Repass Auto Co., Waterloo 
Kansas 
The Weldon Motor Supply Co., Salina 
Southwick Auto Supply Co., Topek a 
The Massey Hardware Company, Wichita 
Kentucky 
O.W. Murphy Co., Inc., Lexington 
Peaslee-Gaulbert Co., Louisville 
Loutstana 
Borden-Aicklen Auto Supply Co., Inc., 
New Orlcans 
Interstate klectric Co., 
Matne 
The Farrar-Brown Company, Inc. 
Portland 


Maryland 
Auto Supply Co., Baltimore 
Coggins & Owens, Baltimore 


Massachusetts 
Linscott Supply Co., Boston 
Motor Tire Service Co., Fitchburg 
Duncan & Goodell Co., Worcester 
Motor Tire Service Co., Worcester 
Michigan 
I. A. Bowman, Inc., Detroit 
Cummings Bros., Flint 
Tisch Auto Supply Co., 
Minnesota 
Kelley-Duluth Co., Duluth 
Minneapolis Iron Store Co., Minneapolis 
Reinhard Bros. Co., Minneapolis 
Nicols, Dean & Gregg, St. Paul 
Mtssourt 
Joplin Supply Co., Joplin 
The Faeth Company, Kansas City 


x. Norman, 


Shreveport 


Grand Rapids 


Mtssourt (cont'd) 
Ayers Auto Supply Co., St. Joseph 
Beck & Corbitt Lron Co., St. Louis 


Fred Campbell Auto Supply Co., St. Louis 


Geller, Ward & Hasner, St. Louis 
Ozark Motor & Supply Co., Springfield 
Montana 
Northwestern Auto Supply Co., Billings 
Nebraska 
Nebraska Buick Auto Co., Lincoln 
Nebraska Buick Auto Co., Omaha 
Storz-Western Auto Supply Co., Omaha 
Nevada 
Nevada Auto Supply Co., Reno 
New Hampshire 
Thompson & Hoague Company, Concord 
New Jersey 
Economy Auto Supply Co., Newark 
Pruden Hardware Co., Newark 
New York 
Albany Hardware & Iron Co., Albany 
Martin-Evans Co., Brooklyn 
H. D. Taylor Co., Buffalo 
Morrow Distributing Corp., Elmira 
Weaver-Ebling Automobile Co., N.Y. C. 
Pruden Hardware Co., W. E., N. ¥.C. 
Whittemore-Sim Co., Inc., N. Y.C 
The Olmsted Co., Inc., Syracuse 
North Carolina 
Carolinas Auto Supply House, Charlotte 
Glasgow-Stewart & Company, Charlotte 
Automobile Supply Co., Wilmington 
North Dakota 
Grant-Dadey Company, Fargo 
Ohio , 
| Penn. Rubber & aeeety Co., Akro 
& D. Auto Supply Co., Cincinnati 
The I. J. Cooper Rubber Co., Cincinnati 


Utah 
ln ‘ lectric Co., 
Salt Lake C 
Motor Mercantile Co., Salt Lake City 
ermont 
Vermont Hardware Co., Burlington 


Virginia 
1 he Owens-Merritt Co., Danville 
Piedmont ——. Co., Danville 
Crump Co., Benj. Richmond 
Meadows-Price me Roanoke 
W ashington 
Chanslor & Lyon Co., Seattle 
Rey nolds & Reynolds, Seattle 
Chanslor & Lyon Co., —" 
Holley-Mason Hardware Co. 
Spokane 
Chanslor & Lyon Co., T ‘acoma 
Reynolds & Reynolds, ‘Vacon.a 
Ww est Virginia 
Williams Hardware Co., Clarkesbur, 
Wtsconsin 
Clemons Auto Supply Co., Kau Claire 
Andrae & Sons Co., Julius 
Milwaukee 
Shadbolt & Boyd Iron Co. 
lilwaukee 
Tisch Auto Supply Co., Milwauk« 
Western Motor Supply ‘Co. 
Milwaukee 
Wyoming 
Auto Equipment Co., Casper 
Alberta CANADA 
The Motor Car euoyty Co. 
of Canada, Ltd.., Sa oh 
The Motor Car Supply \ 
of Canada, Ltd., Edmonton 
British Columbia 
Marshall-Wells, B. C., Ltd., Vancouv: => 


The Penn.Rubber & SupplyC 0. ,Cincinnati Manttoba 


The Penn.Rubber & Supply Co., Cleveland 


The I. J. Cooper Rubber Co. .c olumbus 

The Penn. Rubber & Supply Co., 
Columbus 

The LI. J. Cooper Rubber Co., Dayton 

The Penn. Rubber & Supply Co., Toledo 

The Penn. Rubber & Supply Co., 
Youngstown 

Oklahoma 


Severin Tire & Supply Co., Oklahoma City 


Severin & Company, Tulsa 

Machinery & Supply Co., Tulsa 
Oregon 

Wiggins Company, Inc., Portland 

Chanslor & Lyon Co., Portland 
Pennsylvania 

Motor Accessories Co., Allentown 

Central Supply Co., Altoona 

The Penn. Rubber & Supply Co., 1 rie 

Front Market Motor Supply Co., 

Harrisburg 

General Auto Supply Co., Harrisburg 

Johnstown Auto Co., Johnstown 

General Auto Supply Co., Lancaster 


The Penn. Rubber & Supply Co., Oil City 


Berrodin Auto Supply Co. . Philadelphia 
Gaul, Derr & Shearer Co. Phils udelphia 
Roberts Electric Supply C o., H.C.. Phila. 
Dyke Motor Supply Co.. Pittsburgh 
Jackson M otor Supply Co., Pittsburgh 


American Auto Supply Co., Inc., Seranton 


General Auto Supply Co., York 
Rhode Island 

Belcher & Loomis Hardware Co., 

Providence 

South Carolina 

Franke Co., Inc., C. D., Charleston 

D. W. Alderman, Jr., Inc., Florence 

D. W. Alderman, Jr., Inc., Greenville 
South Dakota 

L. & L. Motor Supply Co., Sioux Falls 
Tennessee 

Southern Auto Supply Co., Chattanooga 

The I. J. Cooper Rubber Co., Knoxville 

Ozburn-Abston & Co., Memphis 

Auto Supply Co., Nashville 

The I. J. Cooper Rubber Co., Nashville 
Texas 

Ferris-Dunlap Co., Dallas 

Hans Johnsen, Dallas 

Tri-State Motor Company, Inc., El Paso 


The Equipment Co. of Texas, Fort Worth 


Meyer Co., Jos. F., Houston 


Wood, Vallance, Ltd., Winnipeg 
New Brunswick 
The Lounsbury Co., Ltd., Moncton 
Nova Scotia 
J.J. Snook, Ltd., Truro 
Ontarto 
A. Chown & Co., Ltd., Kingston 
A. Workman & Co., Ltd., Ottawa 
Hyslop Brothers, Ltd., Toronto 
Johnston-Deane, Ltd., ‘Toronto 
Samuel Trees & Co., Ltd., Toronto 
Bowman-Anthony Co., Windsor 


Quebec 


J.S. Mitchell & Co., Ltd., Sherbrooke 
Saskatchewan 
Wood, Vallance, Ltd., Regina 


Argentine FOREIGN 
Carlos Goffre & Co., Buenos Aires 
Australia 
Duncan & Co., Pty., Ltd., Melbourne 
Cornell, Ltd., Adeluide 
Canada Cycle & Motor Agency, 
(Queensland, Ltd.,) Brisbane 
Hislop, Lloyd & Co., Sydney 
China 
The Koster Company, 
Denmark 
I’. Bulow & Co., Copenhagen 
~~ ow: and Treland 
. R. Greene & Co., Ltd., London 
pent and Korea 
Takemura Company, Yokohama 
Jugo-Slavia 
William H. Smyth, Belgrade 
Mertco 
Mexico Auto Supply Co., Mexico City 
Ne - Zealand : 
Jas. J. Niven & Co., Ltd., Wellington 
Norway 
( avmelbaneen & Stakgold A/S, Christiania 
— Jensen of Christiania, Christiania 
Spat 
Luls R. Villamil, Madrid 
Sweden 
A.B. Stern & Stern, Stockholm 
Switzerland 
K. Bissegger Firm, Zurich 
Unton of South Africa 
Bartle & Co., Ltd., Johannesburg 


Shanghal 


The Southern Equipment Co., San Antonio Uruguay 


McCauley-Ward Motor Supply C o., Waco 


Clericetti & Barrella, Montevideo 


JOHNS-MANVILLE INC., 292 MADISON AVENUE ar 41st STREET, NEW YORK CITY 


Branches in 62 Large Cities. 


Printed in U. S. A. 


For Canada: CANADIAN JOHNS-MANVILLE CO., Ltd., ‘Toronto 


and its allhed products 
INSULATION 
BRAKE LININGS 
ROOFINGS 
PACKINGS 
CEMENTS 


PREVENTION 
PRODUC TS 
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Higher Quality Transmissions at Low Cost 
No.3 On Stationary Countershaft 


Motorists appreciate transmissions that 
give them satisfactory service with little 
attention. 


Countershafts equipped with Hyatt bear- 
ings run quietly and smoothly throughout 
the life of a car with practically no bearing 
replacements and no bearing adjustments. 


When plain bushings are used there 
is a Steadily increasing amount of noise 
due to the inevitable wearing of the parts. 
This noise is intensified by the sounding 
board action of the transmission case. 


Hyatt bearing transmissions not only 
run quietly when they are new but 
continue to maintain their quietness 
throughout the life of the car. In addition 
the spirally wound rollers effectively 
dampen gear noises. 


Transmissions equipped with Hyatt bear- 
ings are simpler and easier to assemble 
and therefore cost less. Give careful con- 
sideration to the real saving Hyatt 
bearings can effect for you in bettering 
stationary countershaft construction. 


HYATT ROLLER BEARING COMPANY 


NEWARK DETROIT 
PHILADELPHIA PITTSBURGH 


CHICAGO 
WORCESTER 


SAN FRANCISCO 
CLEVELAND MILWAUKEE 


HYATT 


Quiet 


Roller Bearings 
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The Most Tire Pump 
Ever Sold for 


a Dollar 


Most dealers carry the famous Rose “Easy 
Valve Action” Tire Pump for the bulk of their 
trade and a cheaper pump for folks who look 
at price first. 


For such trade we have built the Daisy; the 
best dollar pump in the world. For the price 
it is a bear for work. It has perfect compression 
and an easy, labor-saving stroke. It is made by 
the same men and on the same machines as the 
Rose. 


We have never seen any pump at near the 
price that can compare with it. 


All Rose jobbers carry the Daisy. Place 
your orders through them. 


Frank Rose Mfg. Co., Hastings, Nebr. 


AIS 


Ss 





4 


Only the ROSE Tire Pump excels the DAISY in Value. 
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long. 5-ply live rubber. 17/32 ou 


ROSE TIRE PUMP HOSE 


In display cartons. Six to the carton. List price, 50c. The best hose made. 24 inches 
tside, 3/16 inside. The demand for pump hose these 



















== , days is stronger than it has ever been. 
“ | Carry Rose Pump Hose in stock. ee 




















October 16, 1924 

















October 16, 1924 MOTOR AGE 








aii pr > . 
nbn ine a Wren ses 
fis 





Dai ale 





















P rosperous Shops Use 


PARANITE 


ELECTRIC CABLE 


Good Service Stations have known for years that 
it doesn’t pay to use electrical cable of inferior 
quality and many of the best of them have come 


to depend upon PARANITE exclusively. 


They know it to be uniformly good, to be excep- 
tionally free from the flaws so often found in less 
carefully made cable; and they like the fact that 
it can be obtained from almost any good Jobber. 
Its use will simplify all your ignition work. 


It is not high priced, as you will learn if you specify 
PARANITE the next time you order from your Jobber. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Ind. 


A. J. Mussleman, 
549 W. Washington St., Geo. R. Hall, 
Chicago, Illinois West Hartford, Conn. 


Making good cable in Jonesboro for over 34 years. 






There’s a Paranite Cable for 
every automotive use 


Charging and Storage Battery Cable— 
Horn and Lamp Cord—Lighting Cable 
— Limousine Cord — Low Tension 
Cable—High Tension Cable—Spotlight 
Cord——Starting Cable. 
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PARANITTE 
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Reliability 


HAT is one of the big reasons why 

Rie Nie Fan Belts enjoy the con- 
fidence of motorists and dealers every- 
where. 


They have won the confidence of motor- 
ists through their unfailing performance 
under the most severe driving condi- 
tions—and the confidence of dealers 
through the large number of satisfied 
customers and increased profits they 
produce. 


Rie Nie Fan Belts are built of a fabric of 
highest tensile strength, impregnated with 
a specially prepared oil, heat and water- 
proof rubber compound. For durability, 
firm, sure grip, Rie Nie Fan Belts are un- 
excelled. 


There is a Rie Nie Fan Belt for every make 
of passenger car, truck, tractor and cir- 
culating water pump. 


Vee Round for Grooved Pulleys 
Flat Type for Regular or Crowned Pulleys. 








Automotive Supplies 


All in One Dressing Graphite Rubber Cement 
Aluminum Ename! Leather Dressing Shellac (Gasket) 
Battery Paint Metal Polish and Rubber Filler and 
Bearing Blue Nickel Polish Cement 
Clutch and Brake Patch | Spring Lubricant 
Compound Pedal Pants Tire Mica and Tire 
Enamel (Air Drying) Polish—Auto Body Talc 
Enamel (Cylinder) Radiator Cement Tire Paint 
Fan Belts Orange Shellac Valve Grinding 
Friction Tape Radiator Hose Compound 
Gasket Cement Rim Paint Varnish (Clear Auto) 
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MEMBERS 
Service Equipment 


Associates 


Albertson & Co., Inc. 
Sioux City, Iowa 
T. R. Almond Mfg. Co., 
Ashburnham, Mass. 
Bastian-Blessing Company 
(Rego) Chicago, Ill. 
The Black & Decker Mfg. Co., 


Towson, Md. 


Boston, Mass. 


Continental Sales Corp., 
Columbus, Ind. 


Kellogg Lee nga au Co., 
Y. 


Rochester, N 


The Manley Mfg. Co., 
York, Pa. - 


or 


Wood-Imes Mfg. Co., 

Minneapolis, Minn. 
Oxweld Acetylene Company, 
New York, N. Y., 


New York, N 
Weaver Mfg. 






Bonney Forge & Tool Works, 
Allentown, Pa. 


Brunner Mfg. Co., 
Utica, New York 
Burton-Rogers Company 


& Chicago, "1. 


Stevens & ne ig ad 


Company, 


Springfield, Ill. 


Weidenhoff Products, 
Chicago, Ill. 


we ht Mfg. 


Lisbon, 





Co., 













MOTOR AGE 


Jor Service ~ = refer to the 
cat plague with 


Sools and Machinery for 
Automotive Maintenance 
are §rouped together 
in this catalogue. 


To make it easier to locate items of automotive 
service equipment in general catalogues, many 
automotive jobbers are grouping all the Service 
Equipment in one section of their catalogue and 
printing this Service Equipment Section on paper 
which is goldenrod in color. 

In order to keep up to date on service equip- 
ment you have only to pick up your jobber’s cata- 
logue and run through the goldenrod section. 

This plan is for your convenience in locating 
and ordering Service Equipment. 

When you see a catalogue which has a thick 
section printed on goldenrod colored paper you 
can be almost certain that the particular jobber 
who published this catalogue is specializing on 
Automotive Service Equipment. 

This is a result of the cooperation between the 
Service Equipment Associates listed opposite and 
the automotive jobbers throughout the country. 


SERVICE EQUIPMENT ASSOCIATES 


TOWSON MARYLAND 


Or Communicate with any member of 
Service Equipment Associates listed at left 


Goldenrod 
Section 
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The Mothers of the Race 


“T will tell my story,” a young woman wrote, 
“the story of a business woman and her car. 


x HE finest mother in the world is ill and 








CaDILLac 
CHEVROLET 

OAKLAND 
OLDsMOBILE 
xMC Trucks 


Delcoand Remy Electrical Equip- 
ment * Fisher Bodies + Harrison 
Radiators + Jacox Steering Gears 
AC Spark Plugs— AC Speedome- 
ters * New Departure Ball Bearings 
Delco-Light Electric Plants 
Frigidaire Electric Refrigerators 
Jaxon Rims * Brown-Lipe-Cha- 
pin Differential Gears + Lancas- 
ter Steel Products + Hyatt Roller 
Bearings * Inland Steering Wheels 
Klaxon Horns. 


General Motors cars, trucks and 
Delco-Light products may be pur- 
chased on the GMAC Payment 
Plan. Insurance service is fur- 
nished by General Exchange 
Corboration. 








nothing will aid her so much as being 
in the fresh air. So we have started what 
we call our automobile fund.’ 


“T wonder if I can make you understand 
what it means to us to dream about the 
car we are going to have. When it comes 
I want my mother to be in it all day long. 
I want it to take her away from the hum- 
drum of the city; out into the quiet where 
she can think in peace and leave behind 
the disappointments and failures of life. 


“There are many shut-in people in this 
little town and some of them will go with 
her when I cannot go. For we want the car 
to be a happiness car’ every day and all day. 


“Are we too ambitious, in wanting all this? 
Are we to be criticised for wanting a little 
joy, to live a little as we go along? If you 
could share the thrill of our planning you 
would not say so. It used to seem as if our 
saving were so futile—a struggle for nothing 
but shelter and food. But now we have a 
vision—and sometime it is coming true.” 


This young business woman is one of thousands of women 
who have written about their automobiles. Most of them are 
mothers. They say that the car has pushed back the horizon 
of a mother’s world; baby legs no longer measure the extent 


of her travels. 


Wherever there are roads she can go with her children; her 
neighborhood is as broad as the miles that can be covered 


between dawn and dark. 


Surely no greater tribute can be paid to the automobile than 
this—it has enriched the living of the mothers of the race. 





GENERAL 
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EQUIP YOUR SERVICE CAR WITH~ 


vl 


Holmes V Tow Bars: 











Reduction in Price om 
a Increase in Quality 


Effective October 1, 1924, the price on Holmes ‘“V’’ Tow Bars is reduced to 
$20.00 and the Holmes Wrecker No. 110 to $95.00. This reduction is the 
direct result of the tremendous increase in output and improved manufactur- 
ing methods, together with the Holmes policy of giving the user the highest 
type equipment at the lowest possible price. 





When handling a wrecked car suspended, Holmes ‘“‘V’’ Tow Bars prevent 
the towed car from swinging from side to side, or from jamming into the ser- 
vice car. They hold the towed car in perfect alignment, make it track per- 
fectly and make possible a quick get-away and a quick stop. 


When Holmes ‘“V”’ Tow Bars are used, the towed car need only to be lifted 
a few inches from the ground, which means a low center of gravity and less 
strain on the service car. 


You need Holmes ““V’’ Tow Bars regardless of what wrecking equipment 
you use. These bars are standard equipment on Holmes Wreckers No. 485 
and No. 250, and optional equipment on Holmes Wrecker No. 110. 


Write your Jobber or this Company for catalog giv- 
ing full information about Holmes “‘V’’ Tow Bars, 
Holmes Wreckers and other Holmes Garage and Shop 
Equipment. 


ERNEST HOLMES CO. 


CHATTANOOGA, TENNESSEE 
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aye best ey to put an Bune cold 
punched nut is onan Empire Wew Process 

: bolt [ Then bolting troubles vanish] A nut that is « 
punched, chamfered, trimmed and burnished wi 
unchanging set-up mated toa bolt whose bul 
gauges to within .0005'" produces a clean fi 
bination that epee the end of labor waste,time lo 


| RUSSELL, BURDSALL&W. 
“® BOLT & NUT COMPA! 


PORT CHESTER.NY. 


Nee ew com CHICAGO ~ SAN FRANCISCO 
Makers of Bovis Nurs Gat RIVETS 
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LYON AUTO PARTS CONTROL 
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No “Hide and Seek” 


for Auto Parts 


This view of a Lyon Auto Parts 
Control System is characteristic of 
the orderly neatness, the quick 
availability and the good display 
effected when auto parts are stored 
the Lyon way. 


Control of your parts business will 
be greatly simplified by the use of 
the Lyon systems that have been 
expressly designed for the make or 
makes of cars you service. 


Inventory will be easily taken. 
Low stocks will be readily noted, 
wanted parts laid hands on before 
the customer changes his mind. 
Floor space will be conserved, and 
a good share of your stock man’s 
time made free for other work. 


Write us giving the makes of your 
cars and the extent of your stock. 
Complete information will be 
sent to you. 


Lyon Metallic Manufacturing Company 


Aurora - I[llinois 
















\ Lyon Auto Parts Control Systems are sold by 
leading Automotive Jobbers 





\ 





























Jor every storage need | ¥ 
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Type “Z’”’ U. S. Portable Elec- 
tric Drill illustrated. Particu- 
larly designed for general use 
in garage or service station. 
Capacity %’’, Operates on 
A. C. or D. C. current. Load 
rp. m.—450. Weight 14 Ibs. 
Jacobs Chuck Standard Equip- 


~ $55 


INTER business profits hinge a good 

deal upon how well you are equipped to 
render good service at reasonable prices. Is 
your equipment ready? Check up on your 
repair methods. Where can they be bettered? 
What about your method of drilling? 
Remember, on most jobs you'll find a need to 
drill holes. Don’t let profits leak out here. Get 
a good U. S. Portable Electric Drill now! We 
say get a “U. S.” because it drills quickly at 
less cost, because it is full powered, never 
overheats, is easy to handle in awkward places 
and is strongly built without excess weight 
which means you can use it continuously for 
hours without tiring. 
Write for catalog 21-B and new reduced prices 
on the U. S. line that give you more value for 
your money. Also ask for our new “Hand- 
book of Portable Electric Drill Practice.” 


(Jobbers write for full particulars) 


—DRILLS —~ —TIRE PuMPs— 
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AGE 


Is Your 
Equipment 





UNITED STATES 
Portable Electric 


DRILLS 


“The Good Mechanic Knows” 








this FREE 
Handbook ! 


This new “Handbook of Portable 
Electric Drill Practice” will prove a 
revelation to you as to the many jobs 
a portable electric drill will help you 
do besides just drilling. Write for 
your FREE copy now! 


%ie UNITED STATES 
ELECTRICAL TOOL CQ 


CINCINNATI.OHIO, 
District Sales Offices and Service Stations: 
Boston Detroit Philadelphia 
Buffalo Houston Pittsburgh 
Chicago Kansas City St. Louis 
Cleveland Minneapolis Toledo 


New York 
Complete stocks carried in all Service Stations. 
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GATES HOSE 


‘The Standardized Radiator Hose” 














Cooler weather—anti- 
freeze mixtures soon 
go into radiators—a 
good time to protect 
customers by giving 
them the radiator hose 
with the tougher rub- 
ber lining. That’s the 
Gates Vulco. — 


Made by the World’s Largest 
Manufacturers of Fan Belts. 
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-and again Sundstrand 


125, 
SOO 
599 
A250 
F 9 aS. 
a 2%? 
Sy a . 
3 22 ieee 
33,99 
*538 = Se 


with the sreatest 
value ever offered 
in an Adding and 
Figuring Machine 






















) ’ &° 
‘€> a o e e 
00% paintto™ Terms if desired 
Lime THIS 
54789.63- i . 


__235.79- 
54553 64» 









undstrand 


Special-Junior Adding and Figuring Machine 

















Machines in this price class have heretofore of- 
fered only adding and listing service. The new 
Sundstrand Special-Junior Model gives you these 
features PLUS direct subtraction and automatic- 
shift multiplication. Undoubtedly, there has never 
been so much value put into one machine at such 
an amazingly low price. 


Like all Sundstrand machines, this new model has 
the famous 10-key keyboard—speedy, convenient— 
insurance against errors. 


Check over the advantages offered in this new 
model and you will quickly understand why it has 
met with such sweeping success. Note these fea- 


tures — adding — listing — direct subtraction — 
automatic-shift multiplication—ten-key speed—auto- 
matic column selection — portability — convenient 
desk size—one-hand control—automatic subtotals— 
visible writing—forced printing of totals. All this 
at a lower price than was ever before thought pos- 
sible! 


Before you buy any adding machine investigate 
what this new model Sundstrand offers you. Com- 
pare it for performance, versatility, ease of opera- 
tion, range of usefulness, speed and price. We'll be 
glad to demonstrate without any obligation on your 
part. Send the coupon or address Dept. M-10 for 
illustrated folder. 


THE SUNDSTRAND ADDING MACHINE COMPANY, Rockford, II. 


Sales and service stations everywhere in the United States and foreign countries. 


$99,999.99. 


Sundstrand 


COMBINATION CASH REGISTER 


A complete store service in one machine at one low cost—cash 
register and adding machine. Credit file 
extra cost. Saves hours of time, guards against errors, protects 
profits. Classifies sales by clerks and departments. Makes a 
nonerasable record, Forces correct indication and recording of 


furnished at slight 


Sundstrand Adding Machine Co., 
Rockford, Ill., Dept. M-10. 


checked. 


Figuring Machine. 
[] Sundstrand Combination Cash Register. 


cash, credit, paid-out, etc. You can read totals at any time. Name nnn enna eee nneecneecececeeecnneeeecteeetmecanennmecenncmmennmnnnees 
Tape rewinds and locks in machine. 

Famous 10-key Sundstrand Adding Machine—adds, multiplies, Address de 
divides, ete. Prevents errors in checking sales slips and inven- 

tory sheets, footing ‘edger, bank balance, ete. Range—lIc to Cie cdactensicig tua iencainennea 0 ™ 


Send me all details concerning the machine I have 


[] Sundstrand Special-Junior Model Adding 


395 


and 
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The largest factory in the world 
devoted exclusively to manufacturing 
automobile radiators. 


HARRISON RADIATORS 


HARRISON RADIATOR CORPORATION, LOCKPORT, NEW YORK 


H4ERISso 
ti, COOLED 


THE MARK OF RADIATOR SATISFACTION 
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The No. 720 Roll-A-Car has 
been adapted to the new type 
of car construction without any 
sacrifice of efficiency. The 
wheels of this model are of 
the same large, generous size 
as in the No. 725. By lowering 
the lifting members to come 
within the height of the 7 inch 
wheels it has been kept easy 


to handle and ample clearance 













floor has been maintained. 




















_ I want every garage and service station owner 
to know that by installing a new No. 720 Walker 
Roll-A-Car, he will overcome the difficulties he 
is now having in moving new model cars 
designed with low clearance axles and equipped 
with Balloon Tires. 


The reputation already established by Roll-A- 
Car for quality and performance, is his guar- 
antee that the new No. 720 with its low initial 
lift will answer all of his new lifting problems. 


President. 








WRITE FOR MINIATURE CATALOG OF WALKER JACKS 





"Dependable in 


wow 








Walker Manufacturing Co. 


Racine, Wisconsin 
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Weston’s 
Model 286 
Testing Set 
for garages 


Six Good Reasons for the 
Weston Test Set— 


30 volt range—determines voltage of battery and of 
generator. 


3 volt range—for testing individual storage battery cells. 
100 millivolt range—tells the “drop” over segments of 
the commutator of the motor or generator. 


3 ampere range—for testing current required by single 
lights. 


30 amperes range—shows current required by complete 
lighting circuit, magnitude of leakage currents, charging 
rate, etc. 


300 ampere range—for determining starting current. 
Locates shorts, grounds, open circuits in starting motor, 
generator or wiring. 


Regardless of your requirements this Weston model 280 
enables you to make any electrical test quickly, accur- 
ately and efficiently. 


Weston Complete Testing Equipment 


Model 441 Fault Finder. 
For utility use and general testing. 


Model 443 Battery Voltmeter. 
For taking E. M. F. of individual cells. 


Model 354 Dashboard Ammeter. 


Model 280 Testing Set. 
For every known electrical test. 


Booklet “H” illustrates, describes and gwes 
prices of all Weston Instruments and accessories 
for automotive service. If only to be properly 
informed you need this booklet. 


Weston Electrical Instrument Co. 
10 Weston Ave., Newark, N. J. 


WESTON 


| Electrical Indicating Instrument Authorities Since 1888 
STANDARD-The World Over 
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> Columbia Hot Shoi 
Batteries contain 
4,5 07 6 cells ina 
neat water-proof 
steel case. 
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Best Sellers for 
Thirty Years 


THOUSANDS of dealers have 


successfully handled Columbia 
Eveready Dry Batteries for ten 








—twenty—thirty years! From the 





| beginning these batteries prove that 
_ they are money-makers and trade- 
builders; the years give emphasis to 
that fact. Sell Columbia Eveready 
Batteries. Order from your jobber. 
Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Columbia 
Dry Batteries 


— last longer 








f ee engine ignition, tractor ignition, starting Fords, firing blasts, 

heat regulators, doorbells, buzzers, ringing burglar alarms, 
protecting bank vaults, calling Pullman porters, motor boat ignition, tele 
phone and telegraph, electric clocks, lighting tents and outbuildings, running 
toys, radio “A”. 





— 
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No. 33 
“Tentacle’’ Stop Lamp 
A special bracket clamps it 
securely around any standard 
tail lamp. 





No. 76 
“Paul Revere’’ Parking 
Lantern 
May also be used as a stop 
and courtesy lamp. 





No. 47 
“Firefly” Parking Lamp 
Made like a piece of jewelry. 
A husky mounting nut pro- 
tects the wiring. 





No. 20 


“Barnacle’’ Dash Lamp 
For Fords. All Nickel. In- 
Stalled without drilling. 





No. 100 
,. ‘Arrow’ Spot Lamp 
Finished in black and nickel 
or all nickel, 





THE VICTOR LINE TO 
CHRISTMAS PROFIT 


This year the Automotive 
Christmas idea will be greater 
than ever. Something for the 
car for Christmas is going to 
be an extra selling opportun- 
ity for you. Think now. 
Prepare now for the holiday 
business. 


In the Victor Quality Line 
there are many items that are 
adapted to the Christmas gift 
idea. They are beautifully 
made and finished, attractive 
to display either opened or in 
our special Christmas cartons. 


These items present a variety of 
choice and each has an inviting 
appeal to the Christmas buyer. 
These are practical, useful gifts 
that will last and give dependable 
service. They are made to rigid 
Victor standards of material and 
workmanship based on ‘a close 
study of automobile lighting spe- 
cifications. 


Write today for our Christmas 
merchandising literature and price 
lists. 





The Cincinnati Victor Co. 
714 Reading Road, 


Cincinnati, Ohio 


Sine 


“You Oucut to Make Cureistmas AUTOMOTIVE” 
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Every Service 








Station Needs It 


Has 
Many 
Uses 


Seals all gaskets and 
screw thread connec- 
tions. Prevents sul- 
phate corrosion on 
battery terminals. 
Makes leak - proof 
hose connections. 
On spark plug 
threads. 

On Felt Washers. 
On Rusted Tire rims. 
Manifold Paint. 

Bolt Threads. 

Spring lubricant, etc. 


69,000 automobile repair shops 
in U. S. can use Key Graphite 
Paste, with profit on many of their 
jobs. 


You must use a filler on gaskets. 
Key Paste is the right thing. 


And so on thru many other places 
—to stop leaks, squeaks, rust and 
rattles—to prevent battery corro- 
sion and stop sulphation—THIS 
IS THE GREAT UTILITY. 


Jobbers and Dealers 
WRITE! 


KEY BOILER EQUIPMENT CO. 


27th and McCasland Ave. E, St. Louis, Ill. 


We Let You Try It 








Aadress 
jobbers 


Before You Buy It 


enn ad 


Name — 

































































































































This display rack in- 
creases your fan belt 


sales 


ie 





HIS is but one style of the handsome display 
racks that are helping many dealers sell more 
Graton & Knight Fan Belts. 
Put one of these racks on your floor. Then 
watch the sales jump. 


It is a good-natured reminder to your custom- 
ers. It tells them that you sell Graton & Knight 
better Fan Belts. 


Better because they are made of famous Graton 
& Knight Standardized Leather. 'Tanned and 
curried to resist motor heat, oil and water. Can’t 
fray. Carefully made to hold their shape. Don’t 
need constant tightening. Grip the smallest pulleys 
firmly. Run at low tension, so bearing wear is 
reduced. 

There is a Graton & Knight Fan Belt standard- 
ized for every truck and pleasure car. Made in 
Flat, “V” and Link “V” types. Priced to give 
you generous profit. And every time you sell one 
you are selling long-time service that means a 
satisfied customer. 

Write your jobber to-day for full information 


about these useful display racks and Graton & 
Knight Fan Belts. 


THE GRATON & KNIGHT MBG. Co. 


Tanners—Makers of Belts and Other Leather Products 
W orcester, Mass. 







GRATON 
KNIGHT 





GRATON & KNIGHT 


Standardized 


LEATHER BELTING 
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Broadcaster Service 





F you are in the mar- 

ket for something 
that you do not find ad- 
vertised in this paper, 
tell us and we will 
promptly send you a list 
of the leading manufac- 
turers. 


If you want anything, 
and do not know how to 
get it or to whom to send 
your inquiry, write us 
and we will do our best 
to help you. 


For Broadcaster rates in 
Motor Age, Motor World, 
Automotive Industries, Auto- 
mobile Trade Journal, Dis- 
tribution & Warehousing, 
address the Class Journal 
Company, 5 So. Wabash Ave., 
Chicago, II]l., 239 W. 39th St., 
New York City, or Chestnut 
and 56th Street, Philadelphia. 











Shee Broadcaster 


A DEPARTMENT THAT 
WILL FIND WHAT YOU WANT 


The Broadcaster Department Appears in This Issue on Page 113. 


— 











October 16, 1924 








MOTOR AGE 



























$1.25 


Retail 





Show ’em 
to Sell ’em 


Not much talk necessary—just 
show a Ford or Chevrolet owner a 
Tasco Gas Gauge—tell him the 
price and you'll usually make a 
sale. 


For the Tasco Gauge is just what 
these two classes of motorists have 
been looking for—a low priced dur- 
able gauge that 
tells at a glance 
the amount of gas 
in the tank. 


At the Pump 


A great place to 
sell Tascos. After 
filling his tank, 
just screw the 
Gauge in place of the regular filler 
cap—then show it to him! He'll 
see at a glance the amount of gas 
in his tank and realize what a 
trouble saver the Tasco is. The 
low price (only $1.25) usually 
clinches the sale. 





Liberal Discounts. Write. Please men 
tion your jobber’s name. 


THE AKRON-SELLE CO. 
Akron Ohio 


TASCO GAS GAUGES 








Ford and Chevrolet 















































One Day 
Service 


Watkins helps you keep 
delivery promises. Watkins 
Rebabbitting Service con- 
sists of complete rod 
rebuilding—new bear- 
ings tinned in and 
broached to mirror fin- 
ish. New bolts, nuts 
and laminated shims 
are supplied on popu- 
lar cars and bronze 
piston pin bush- 
ings if used. 





One 





Day 
Service 
From the 
Factory 
Nearest You 
Chiréages -Wkissccccccs Lt geuaaalama Corpora- 


Hartford, Conn. ...... Ripley Motor Services, Inc. 

Indianapolis, Ind.....[ndiana-Watkins Mfg. Co. 

Kingston, Ont........ — Mfg. Co., of Canada, 
Ltd. 

Los Angeles, Calif...Wright Mfg. Co. 


Memphis, Tenn.......J. B. Cook Auto Machine Co. 

New York, N. Y.....Lake Sales Company. 

Omaha, Nebr............. Interstate Machinery & Sup- 
ply Co. 

Portland, Ore........... Factory Motor Car Co. 

St, Denies Mee... H. & H. Machine Co. 

Seattle, Wash........... Solon Grinding Co. 

Syracuse, N. Y......... Watkins Manufacturing Co., 
of New York. 

Toledo, Ohio............Stewart-Burgan Co. 

Washington, D. C...R-L Motive Parts, Inc. 

Waterloo, Ia............. All States Rebabbitting Serv- 
ice. 

Wichita, Kans........... Watkins Manufacturing Co. 


(Authorized Exclusively by Buick Motor Company to 
Rebabbitt and Kebuild Buick Rods.) 
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Fordowners by the 

thousand are repeating 
these magic words across their deal- 
ers’ counters. They are words that 
mean sales and yet more sales. 


A glance at 


THE BELL TIMER 


“Built like a.High-grade Distributor” 


shows why it is the preferred timer. ‘| 
Its precise construction, copper brush | 


and contacts, one-piece Bakelite shell 


and raceway are strong arguments in - 
its favor. In addition, it is a wipe- . 


contact timer that needs no oiling. 


For better timer sales, ask your 
jobber for BELL Timers. Write 
us direct if he doesn’t carry 
them. 


Bell Manufacturing Co. 


13 Elkins St. Boston 27, Mass. 


Makers of the unique 


BELL DASH LAMP 


for Fords and other cars. Out of 
the way when not in use. Ask 
about it. 












































K-D Lamps Make Excellent 
Xmas Gifts 


‘Yhe Fashion has been established and you’ll sell more K-D lamps 
than ever for Xmas gifts. Time now to replenish your stock so you 
can take care of the demand. ny 

Every lamp is packed to make an attractive Xmas gift, if so speci- 
fied on your orders. 

“ ee All Lamps in Holiday 
Order these two lamps #\ye Gs Wrappings 
for Xmas selling: : wee 


DRUM TYPE 
SPOT LAMP 


Specially designed to har- | 
monize with latest type head 
lamps. Made in two fin- 
ishes. ALL NICKEL or 
BLACK AND , 

Lamp is double shell con- 
struction, made entirely from 
brass, including bracket, 
therefore will not rust or 
corrode. 

The bracket is made in two types, for 
either closed or open car, the open car type 
is of recent design and suitable for use on 
either a round or square windshield. 

Four feet of cord furnished for attaching. 
Each lamp packed in individual carton. 


DRIVING LAMP 
A drum type lamp, with special 
bracket, can be attached to frame of 
car, on fender, cross rods or cowl of 
ear, and can be so wired that when 
head lamps are dimmed, this will 
light. Can be thrown to side of road 
so that an approaching car may be 
passed in safety. 
Construction is double 
shell type, outer body is 
drawn in one piece from 
— gauge — all 
All Lamps in Holiday pint = Ss, 
° S, C 
Wrappings 4 glance be 
: Reflector is parabola 
shaped, made from _ brass, 
highly polished and plated. 
Bulbs are 6-8 volt, 21 c. p., type ‘‘C,’’ either double or single wiring system. 
Finished in black and nickel only. 


The K-D LAMP CO., Cincinnati, O. 











If you want to sell or rent your business 
you can 


(1) Put signs in your windows—to attract 
the attention of those who pass by. 


(2) Put an ad in your daily paper—to be 
seen by some of your local prospects. 


(3) Put an ad in your business paper to be 
read by others in your line of business, 
some of whom may be looking for just 
such an opportunity as you have to 
offer. 


There are thousands of men in this industry who are 
ambitious to be their own boss—they have saved 
their money to buy a business of their own and 
might pay you a higher price than you have yet been 
offered. 


The cost is too small to cause hesitation. Undis- 
played ads are only 6c a word. The quicker you 
send your copy the sooner the dividends on your 
investment. . 


Skee Broadcaster 


A DEPARTMENT THAT 
WILL FIND WHAT YOU WANT 


The Broadcaster Department Appears in This Issue on Page 113 
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| For a Few of You-- 
AN OPPORTUNITY : — ey 
For a few of you who are reading this, here is an a See J 
opportunity to turn your past training and exper- e 
ience in the automobile business to greater profit in N | th 
. cea OW IS e I ime 
This opportunity can be for only a few of you to select that Carroll-Jamieson Garage Lathe, 
because the territory still available is decidedly | built especially for service station use. The 
limited. And besides, only aggressive, go-getters product of lathe specialists for more than 20 
pee Si sede daealidh tats Cai ceimigheden od tie | years. Nothing cheap, nothing freakish. 
“EER WHO Can pos 0 ease | Everything works. Guaranteed accurate 
ne eas ia tae tals it within .001 in. to 12 inches. 
e Product: An automatic electric ignition oi } ‘ . , 
burner. Soundly established; sold internationally. be as = — 7 ~_ a — in., 5 ft. to 
Quiet. Safe—listed as standard by the Underwriters t. lengths of bed. Quic pEMENSS, Sears, 
Tl hkemtesten. automatic cross-feed and longitudinal feed. 
The Opportunity: By establishing a sales and service And think of it--prices begin at $330.00. Don’t 
organization for this burner, to get in a relatively new struggle along without a lathe, when you can 
and rapidly growing industry and to make more money | buy one for so little. 
than you are making now. ; Get our descriptive matter and discount 
Write. Give full particulars as to your financial ability and sheets before placing order elsewhere 
your sales and service experience in your present business. If 
you measure up and if your territory is still open, we'll show 
a proposition you can’t afford to miss. 
HOME APPLIANCE CORPORATION 
2818 Locust Blvd. St. Louis, Mo. 
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39 Years Before the First Motor Car 













Curtis started as a pioneer manufacturer in 1854—70 years ago— Style “V” 

the last 27 years being devoted especially to manufacture of com- Pg amy - 

pressed air machinery. 2H. P Auto. 
matic ter. 


Curtis compressors for tire inflation have developed hand in hand 
with the tire industry. Other types and sizes were developed to 
take care of pneumatic garage tools and equipment, door openers, 
paint spray work, Curtis Air Mist Car Washing, and the like. To- 
day Curtis is the popular choice everywhere. 
Curtis experience is reflected in every Curtis compressor—that experience which 
teaches best. 
Wemanufacture acomplete line of single and two-stage air 
compressors. A style, size and arrangement to meet your é 
particular needs. Use the coupon for full information. o CURTIS 
CURTIS PNEUMATIC MACHINERY CO. ; @ PNEUMATIC 


‘ ? MACHINERY CO. 
1527 Kienlen Ave., St. Louis,Mo. - + + Branch Office: 530eH Hudson Terminal, New York City oe 1527 Kienlen Ave. 
#@ sT.LOUIS,MO. 
Gentlemen: —— Please send me 
# full details on Curtis Air Compres- 
of sors, your proposition and prices. 
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eta Manley 


Portable Hoist. A Universal 
Garage lifting method with- 
out an equal. The Manley 
Hoist is superior because 
the chains can be _ posi- 
tioned anywhere’ between 
the legs, thus raising the 
load always vertically. The 
legs are doubly braced and 
will not spread. Automatic 
brake to lower the load. 
Legs folded together and 
Hoist may be placed against 
the wall entirely out of the 
way. Two leverages with 
corresponding speeds, Light, 
strong and easily moved, 





Send for Catalog. 


MANLEY MFG. CO. 
York, Pa. 











GUARDS 
BATTERY LIFE 


Every battery terminal should be thoroly cleaned and NON-KOROD 
applied. Prevents corrosion and sulphation. Increases battery life. 
Insures full service. Great saving. Will not become brittle. Always 
efficient. Jobbers and Dealers can supply the trade. 


Write for sample and prices, mentioning jobber’s name. 


National Cable Compound Co., Inc., Mitchell, Ind. 


PREVENTS s8:x° 


og Korod | 


SULPHATION 
SHORTING 

















Instancinn 


Neat and Conventent 


A Convenience 
Every Driver Wants 


Right on the steering wheel—where the 
dimmer belongs. No fumbling — no 
wasted effort to dim lights. Absolute 
safety and convenience. Therefore easy 
to sell. Simple and troubleproof in op- 
eration. 15 minutes to install. Style 
“A” for headlights, $2.25. Style ‘“B” 


for headlights and spotlight, $4.25. An H & H MFG co 


attractive sales proposition. Write. 
Bucyrus, Ohio 





The SPORT DUPLEX 
A crash-resisting, sporty 
design—$14 50 to $24.00 


There is class in every line of every model ot 
spring bumper New Era produces; and a pro- 
tection that must beunique or the manufacturer 
could not giveit its famous life-long guarantee. 
We mean every word of that guarantee, too. 











NEW ERA SPRING & SPECIALTY CO., GRAND RAPIDS, MICH. 














The Bearings Company of America, manufacturers of STAR Ball 
Retainers, for Thrust, Magneto and Cup and Cone types of Bear- 
ings. Complete Thrust Ball Bearings, Angular Contact Thrust 
Bearings and Angular Contact Radial Bearings (made to your 
B/P’s and requirements). 


THE BEARINGS COMPANY OF AMERICA 
LANCASTER, PA. 


Detroit Office, 
1012 Ford Bldg. 














See the 
Broadeaster 


Department 
Page 113 






































Balloon Tires 


The Springfield Jack No. 9 
especially designed for bal- 
loon tires— 

Double Screw—Ball Bearing 
Low Placement—High Lift 
Height when closed, 7 inches 
Extends to 17 inches. 


Jack—For 


Convenient handle excellent 
workmanship and quality. 


Dealers—Jobbers—Write 
us for discounts 


THE SHAWVER CO. 
Springfield, Ohio 


Weight 8 pounds 
Capacity 1 ton 
Price $4.75 

















KOCH KREEPER No. 3 


Supports the head in three different -—ball bearing swivel. Price East of 
positions while working under the car. Rockies, $3.00—West of Rockies $3.50. 
Eliminates body fatigue and neck Cash with order; shipping charges 
cramps. Padded head rest can be ad- prepaid. Satisfaction guaranteed, 
justed to any position by slight pres- otherwise return Kreeper and we will 
sure while worker is on creeper. refund money and _ postage. 

Sturdy and durable. Will last in- If your Dealer does not handle Koch 
definitely. Heavy wide wheel casters Kreepers write direct, 


FT. RECOVERY STIRRUP CO. 
Ft. Recovery, Ohio 


PAT. PENDING 
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Replaces the ee 
Repacroi transmission 


SIMPLEX 3,SPEED 

Sliding Gear Type 
Have three speeds forward 
and one reverse, replacing 


the regular Ford transmis- 
sion—drums, bands and all. 


The low speed is lower than 
the Ford, therefore, more 
power—the third is the same 
as the Ford and the second 
— is half way between. 

“It will pull It’s ruggedly built with oversize 
like everything” alloy steel gears. Multiple disc 


clutch. Foot brake on jackshaft outside of case. Hyatt Roller and 
Genelite bearings. No cutting or machining—installation easy. 


E. D. & A. F. CRONK, Inc., 140 Hotel St., Utica, N. Y. 


MORE. pore 


For Ford Cars and 
Trucks 


26 te 1 im low in eur new 
type “CT” 

















IMPROVE YOUR WINDOW DISPLAY 


WITH CAMDEN ARTCRAFT 


Window Valances 


They create attention—talk 
for you—add character— 
carry your name or slogan 
—and last for years. 
Complete cost is often less 
than a common painted 
sign. 

Tailored Valances per foot 
$1.50 up. Linnette Val- 
ances per foot 90c up. 
Designs and_ estimates 
without obligation. 


CAMDEN 
ARTCRAFT CO. 


160 N. Wells St., Chicago 























Many dealers find it profitable to 
equip their cars’ with “Better 
Shades Built By Rice’ - before 
demonstrating. They help sell the 
car by adding to the appearance ana 
comfort. 





















































































































































We use only a fine 
quality silk material in 
colors to harmonize with 
the upholstery. This is 
double stitched and 
mounted on_ all-metal 
rollers with nickel plat- 
ed brackets. We can 
furnish a washable fab- 
ric that can be cleansed 
with soap and water. 
We allow liberal discounts and can 
make prompt delivery if you will 
advise us of your probable monthly 
requirements. 























SHADES 


in stock for 
HUDSON and ESSEX COACHES, . 
FORD TUDOR, MAXWELL CLUB Write today for particulars 
SEDAN, and HUPMOBILE ° 
CLUB SEDAN Chas. W. Rice & Co. 
For other cars simply give name, model, 319 E. Third St., Urichsville, Ohio 
year and exact glass measurements. 























AMES Jr. 


Cylinder Gauge, 


“All the time 
saving facts in a 
glance at the 
dial.”’ 



















Cylinder Wear 
Piston Ring Size. 
No Other Tool Required. 


Price $17.50 


Buy from your Jobber or send for book. 


B. C. Ames Co., Waltham, Mass. 

















SPECIALISTS 


In Armature Rewinding 





Workmanship, roca } 
—. and tors, 

price Guaran- $3.25 other 
teed. makes. 

Once a customer always a customer. Try us and 


be convinced. 


Get our complete price list. Write for it today. 


PIONEER ARMATURE CO., Inc. 


2805 Cottage Grove Ave. Chicago, Ill. 








in 
ratio is 10 to 1. 
applied to any 


This Apex Vernier Dial is a product 
of the long and favo known Apex 
Electric Manufacturing pany, who 
are producing it under the same ex- 
acting principles which have marked 
the great success of their Automotive 
products. Every accessory dealer 
should have a caale department. And 
no radio department is complete with- 
out the Apex Vernier Dial and other 
Apex Radio Products. 


Automotive equipment dealers should write at once for complete information rela- 
tive to this money-m item. 


APEX ELECTRIC MFG. CO., 
1410 W. 59th St., Dept. 918 


it can be quickly 





Chicago 














CTheliCardo Head 


Accelerating alertness, increased 
power output, higher speeds, 
finer flexibility, and unrivaled 
low operating cost are now 
established as the standards of 
Ricardo Ell Head engine per- 
formance. Those manufacturers 
and dealers who can point to 
this feature on their important 
list of specifications will 
naturally realize unusual advan- 
tages in their sales effort. 


WAUKESHA 
Motor Company 
ENGINE BUILDERS 


Waukesha, Wisconsin 
New York, N. Y. 
































Get This ‘‘Pioneer’’ 
$6 5 Garage Special 


Electric Drill 
and Valve Grinder 


Greatest time and money saver, 
as well as money maker, for 
your shop— 


“It Will Do The Work” 
Louisville Electric Mfg. Co. 


Incorporated Louisville, Ky., U. S. A. 
C. E. Willey, Pres. J. B. Mc¥Ferran, Secy.-Treaa 
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The Aristocrats of 
Motordom 
7Models-Open andClosed 


Distributors in _ principal 
cities. Open territory now 
being closed. 


Kissel Motor Car Co. 
Hartford, Wis, } 


























All steel construction provides 
- lightweight with extreme 
strength. Outlast chassis. 
—$———— One design fills most licht 





|= HYMAN PRESSED BODY CdO., Huntington, W. Va. 


YOU can handle this body PROFITABLY 





Pp R. Ee thy, By | = > truck user’s requirements, 


Ton and Half-ton sizes. 
Shipped knocked down. Low 
priced. Distributor and dealer 
terms liberal. Write. 




















UNIVERSAL Gave 


Adjustable. Two sizes will clamp any hose of 
any diameter. Made from cold rolled steel out 
of wire. No rough edges to cut hose. Put on 
in less than a minute. Everlastingly leak-proof. 
Order Universal Hose Clamps. Trademark on 
every clamp and carton. Get them from your 
jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. Hackensack, N. J. 





— 
Attractive in appearance, with cleaning 
features of removable heating coil with no 
connecting joints inside the heater pan to 
leak. Meets instant approval. No odor or 
noise. Easily installed and operated. Will 
boost your winter sales—get our attractive 
trade proposition. 
THE NORWALK AUTO PARTS CO. 
Norwalk, Ohlo 



































Buick Continues Hall Endorsement 


After using Hall Hones for over one 
year Buick test out the New Hall Hone 
and approve of it. It is the only Hone 
endorsed by Buick. 


THE HALL CYLINDER HONE CO. 
435 Dorr St., Toledo, Ohio 








Goodrich Cable is sold in lengths 
found to be the most popular with 
the average buyer—coils of 100 
ft. packed in individual cartons. 
Both shop men and car owners 
like the clean 100 ft. package 
idea—and this leads to quick and 
profitable sales. 

Send for samples, prices and dis- 
counts, 


THE GOODRICH-LENHART MFG. CO., Hamburg, Pa. 




















TAKE THE END-PLAY OUT/ 


—WITHOUT PULLING THE MOTOR 


THE C. A. ADJUSTABLE CENTER BEARING CAP 
corrects Ford crankshaft end play and sets magneto for 
highest efficiency without removing the motor. Easily 
and quickly installed. Guaranteed for one year. List 
price $3.75. Ask your jobber or dealer or write us direct. 








ADJUSTABLE BEARING CO., Inc. 
Dept. M. B 


razil, Indiana 


CHANEEZE 


IMPROVED ANTI-SKID CHAIN TIGHTENER 
Helps Chain to Creep While Taking 
Up the Slack 
An exclusive sales feature! 

Retall Price, $1.00 Pair. 
Dealers—Jobbers—Write—Discounts Liberal. 


ELECTRIC PARTS CORP. 
318 E. Genesee St. ‘ Syracuse, N. Y. 


























Quality rings at 


M e a Cc h e m lowest prices. Get 


our list. 


Gear Rings MEACHEM GEAR 


CORPORATION 
for Fly Wheels Syracuse, N. Y. 


Fuel 
Zenith - Detroit Corporation, Detroit, Mich 
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Send U. S. Your Armature Repair Work 


FORD MOST ANY 


ARMATURES eee —  —<— ae Gauenieae 


REWOUND ARMATURE 
$2.00 a 


ALL WORK GUARANTEED—WRITE FOR PRICE LIST 
U. 8. AUTO SUPPLY OO., 3845-40 S, WABASH AVE., CHICAGO 








$700 Profit in One Month 


That’s what one distributor made. He’s only one of 
many doing a big business. Dealers, too, are mak- 
ing sales by the dozens. Few accessories in recent 
years have been as popular as the 

DUPLEX 

Second Spare Tire Carrier & Rim Tool 
Carries spare tire—also expands and contracts rim 
when changing tires. Two tools for the price of one. 
Write for details. 
TRIPP-SECORD & CO 





606 Kerr Bldg., - Detroit, Mich. 

















WELCO ‘“‘NEVA-LOST”’ 
GAS TANK CAP $1.50 











Controls the springs both ways— 
up or down. The greater the 
shock the greater the hydraulic 
force—a smooth, even force that 
absorbs all shocks, The 2-Way 
gives great and lasting satisfac- 
tion. Owners are Boosters. Our 
franchise will make you money. 
Write for particulars. 

AUTO SPRING CONTROL CO. 














The Welker-Hoops Mfg. Co., Middletown, Ct. 


Jamestown, N. Y. 
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| There Simply Isn’t Any Better Flux 
Made Than Rubyfluid! 


A complete substitute for dangerous acids, 
Zinc Chloride, Salammoniac and other mix- 
tures commonly used as a Flux. Ruby 
Fluid is quick acting, anti-rusting and is 
always ready for instant use. Ruby users 
include the foremost industries of the coun- 
try. 











Send for generous Free Sample 






COMBINATION 
SOLDERING AND TINNING FLUX 


THE RUBY CHEMICAL CO. 
68-70 McDowell St. 





Columbus, O. 





MONEY MAKING MACHINES 


STORMIZING machines are truly 
money makers. They enable you 
to make biggest profits on every 
overhaul job. They handle all your 
cylinder renewing, accurately and 
etticiently, enabling you to turn out 
the high quality work that wins 
your customers’ lasting approval. 
The automatic time and labor sav- 
ing features make big profits pos- 
sible by lowering operation costs. 


Write for the Storm Book 
“Modern Cylinder Methods” 











Uti 11 hdddhd hdd thdbdt tbls ¢ds 


[ZL MFG. CO. 


‘406 A Sixth Ave. So. Miancagelie 


























STOP THAT MOTOR NOISE 


Install LANGE’S CAM SHAFT ANTI-RATTLER for FORDS 
in five minutes. Takes out end play. Removes backlash in gears. 
Doubles life of timer. Roller runs true in its orbit and does not 
corrugate it. Makes a positive ground for the ignition not thru 
the oily camshaft. Retail 
Our display easels sell them. anaes $1 00 
Discount to Dealers. for a 


Lange Auto Specialties 834 S. Oak St., Casper, Wyo. 

























Write for the Book 
‘AIR PROFITS’ 


describing many new uses for com- 
pressed air. Shows how to make an 
air compressor earn greater profits. 


BRUNNER MFG. CO. 
UTICA NEW YORK 


BRUNNER 


AIR COMPRESSORS 








“Pore - Blown” Battery Plates 
give Longer and More Active Life 


“Pore-Blown” plates have greater capacity 


Information than you'll find in most plates, and for 
in this that reason the battery that is built around 
Catalogue them responds with unfailing, generous 


Our new com- current. Long life is not sacrificed for 
plete cata- power, however, in “Pore-Blown” plates. 


logue on Bat- 

tery Parts Users everywhere buy them for their dur- 
has just come’ _4h)}]} 
taut” ane ability. 
press. You'll 
find a lot of 
useful battery 


cc, in 2005 L t St. 


General Storage Battery Co. 
St. Louis, Mo. 


























Dash Clock Value 


The Minute Meter is biggest money’s 

worth ever offered the trade. Fits any 50 
dash, wood or metal. Dust and vibra- eee 
tion proof. Accurate. Guaranteed. Made 

by clock makers of forty years’ experience. Take off to wind 
and set in a jiffy. 

Radium Dial $3.50. Canada prices add $1.00. Fast, sure- 
fire seller. Best ever for the money—order now. 





Whe Luxx Croc MANUFACTURING Co.Ive 


Waterbury - Connecticut -U S.A. 


RAMCO 


Cushion 


INNER RINGS 


fit behind piston rings and keep them in perfect con- 
tact with the cylinder walls at any motor speed or 
temperature, 


RAMSEY ACCESSORIES MFG. CORP., ST. LOUIS, MO. 
L— 


























THE BEST TOOL IN THE SHOP! 


Ce ee 


Every | Handy 

garage | ? for the 

needs small 
one jobs 





Every purchaser of TUKIT ACETYLENE TORCH No. 13 says it beats anything 
they ever saw. We guarantee it. 

USES NOTHING BUT ACETYLENE. Simply connect to Preto tank. light gas, 
and the outfit is put to work. 

Complete as above, with connection for Presto auto tank, and full instructions. 


$7.50 in U. S. A. $10.00 in Canada 


Order from your Jobber’s salesman, er 


ST. PAUL WELDING & MFG. CO., 169 W. Third St., 
St. Paul, Minn. 














GREEN _ 4GIGH SPEED CAMSHAFTS 


Replacement for FORDS and other cars. Higher speeds and 
more power possible. Gasoline saving. QUALITY at a 
LOW PRICE. Write for big discounts. 





Green Engineering Co., Dayton, Ohio 











Sn 




























WN 

\ 

Y's the price of a snap 

IN INS NS e price of a snap 

S VSY FUSS _,, company N 
\ SS SNS NS A EEN 





ZZ 





% 






































(LANDIS) 


The LANDIS 4-A_ Special 
GARAGE Grinding Machine 
is built ESPECIALLY for 
repair shop work. You 
don’t need a manufacturing 
machine—don’t get one. The 
4-A Special is perfect for 








repair shops. Quick and 
easy change from job to job. 
Simple to operate. AC- 


CURATE. Built by world’s 
largest makers of grinding 
machines. More value for 
your money, Catalog. 


Landis Tool Co., Waynesboro, Pa. 


New York Office—30 Church St. 





























MOTOR 














For 
FORD 


Cars 


Automatic, safe and positive protection against theft. Approved 
by Underwriters’ Laboratories, Earns lowest theft insurance rate. 


Mitchell Specialty Co., Philadelphia, Pa. 


Electroloc 


YOU CAN’T FORGET TO LOCK IT : 
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Cushion 


Biflex 


Bumper 
for every car ha 


“PROTECTION 
WITH DISTINCTION” 
THE BIFLEX CORPORATION, Waukegan, Ill. 




















BRAKE LININGS and CLUTCH FACINGS 


Always used where safety and service are the first and 
only consideration. 


KELSO M’F’G co., TRENTON, N. J. 











JOHN WARREN WATSON Co, 


Phila.: 24th & Locust Streets 
Detroit:51-53 Canfield Ave.,E. 


ghey 


ATSON 

















ELCAR 


A WELL BUILT CAR 
Elcar Motor Company Elkhart, Indiana 





Battery Plates 


CONTINENTAL BATTERY CoO., a” 


STABILATORS 
3201 Papin St., bl 


St.Louis,Mo. 4g 



































BUTLER SPRINGS AND THE 
ACE OF CLUBS ALWAYS WIN 


Butler Springs are made of very fine grade 
steel. They are carefully heat treated and 
tested for hardness and strength. 

Order your Ace of Springs today. 


BUTEER AUTOMOTIVE SERVICE CO. 
101 D. ST EASTON, PA. 











: ALLEN PROCESS MAKING A SocKer 
The Allen Manufacturing Company, Hartford, Conn. 























LID COPPER 


STORE FRONTS 


Write for Special Book Garage Fronts 
THE KAWNEER CO., 1219 Front St., Niles, Mich. 


Kawneer 











__ 
THE QUINCY SILENT AIR-MASTER 


The Most Air Per Dollar Cost 


WALL PUMP & COMPRESSOR CO. 
Quincy, Ill., U. S. A. 





























We Make 
RADIATOR CORE EQUIPMENT 
For the Complete Manufacture of 


RADIATOR CORES 


Ask Us About This Equipment 


We make the best radiator test plug. 


RADIATOR ENGINEERING CO. 


626 Nesslewood Ave. Toledo, Ohio 





TRADE MARK 


IT’S EASY TO SELL 


“The only oil ring with a 
mileage guarantee” 
“Sav-Oll” Is stamped on bottom of every ring 


The Sav-Oil Ring Mfg. Co. 


1037 S. Figueroa St., Los Angeles 























SHNSGN Gas Appliances 


Metal-Melting Soldering _Heat-Treating 


B erety Hp 


Pacific Coast Reve. C. B. Babcock Co., San Francisco, Calif. 
ew York Office—277 Lafayette St. 





Spring-steel, Oil-tempered Bumpers in Six Complete Styles. Guar- 
anteed Satisfactory Attaching Arms for all Leading Makes of Cars. 


We invite comparison in appearance, quality and price. 
THE BELLEVUE MANUFACTURING CO., Bellevue, Ohio 


























HO Colernvt 


FOR ALL $15 to $36 


SHOCK ABSORBERS 




















“In Stock-| 
Not OveraDa y Away" 


Write Milwaukee Dle Casting Co 4 
waukee, Wis., for name of one of our 
distributors nearest you. 


BEARINGS 


€ ANN 


bid 


MILWAUKEE 
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QUALITY—PROFIT—TURNOVER 





American Hammered Piston Ring Company 
Baltimore, Maryland 





EATON 


BUMPERS Y AXLES Y SPRINGS 


Factories: Cleveland, Pontiac, Albany 
Branches: New York, Boston, Chicago, Philadelphia, Cleveland 
Detroit Office: General Motors Building 


























At all dealers. 


Chicago | 


STONE TIRE CARRIER 


No interference with tail light or tire covers. 
plete for s.s. rims; $2.50 for Ford Clinchers—$1.00 Ford 
lug type. 

THE STONE MANUFACTURING COMPANY 


1502 S. Michigan Ave. 135 Wooster St. 


$3.00 com- 


New York 





Wonderful Time Saver 


The C & G Wheel Puller removes wheels in a jiffy. 
No thread stripping. No wobbly wheels from spoke strain or 
Sprung brake drums. The harder the pull, the tighter the 
grip evenly applied over whole wheel hub. Write for further 
information. 

Sold on money back guarantee—$12.00 

Adapters—$2.00 each 
State for which car. Adapters fit from two to 15 cars. 


The C & G Wheel Puller. Co., Wellsville, N. Y. 























Cable 


The Packard Eteciric Co. 






Warren, 





ALMOND 
“STRAIGHT LINE”? DRILL CHUCKS 


When buying Portable Electric Drills be sure to look for the 
distinctive ALMOND CHUCK, which may be easily identified by the 
“STRAIGHT LINE” milling on the chuck body. 








Write for complete information regarding the new ALMOND 
“STRAIGHT LINE” CHUCKS. 





T. R. Almond Mfg. Co., Ashburnham, Mass., U. S. A. 























ECLIPSE 


Instantly adjusted to any desired shading position with 
one hand from driver’s seat. 
One size for all cars. 
distribution and full details, 


SUBURBAN TRANSIT CO., 
Subsidiary of Spicer Mfg. Co. 


Safety 
Driving 


Makes 


Write at once for our plan of 


SHADE 


night driving safe. 


Plainfield, N. J. 








Noiseless Timing Gears 


Install quietness — Cloyes NOISELESS 
Timing Gears. They give the motor a 
soft, even “purr”—permanently. 


Cloyes Gear Works 
1614 Collamer Ave., i oO. 


Sales Representa 
United Autoware Co., Fisk Bide ew York City 
N. . Lowenthal, Box 952, Ft. Worth, Texas 
































ONE DAY 


ONLY *35 





charging outfit. 
money-back guarantee. 


information. 





COMPLETELY 
EQUIPS 





YOUR SHOP 


eviancinc ~ THIS YEARS BIGGEST MONEY MAKER 


Only $35 cash brings you complete HB 8 hour battery 
Easy monthly terms; 
balance with nice surplus besides. 
Start now to make big profits. 
More HB’s in use than any other make. 
Hobart Bros. Co., 


FOR HB 
ONE - DAY 












let your profits pay 


30 days’ free trial on 


Write today for 
Box AR 11, Troy, Ohio. 


BATTERY 
















CHARGING 
SERVICE 














Big money in this service 


Dealers and shops make big money through the control of a franchise which 
entitles them to the exclusive use of the patented “KLEAN RITE” aystem 
of washing and polishing automobiles. 

This system has turned a job into an impressive, highly profitable business. 


Write for full particulars. 


Klean-Rite Auto Laundry Company 


1710 East 75th St. Chicago, Ill. 














Jacobs ROAD-LITE 


Lights the way to safety 


Lights up the right hand side of road 60 to 70 feet ahead. Can’t 
shine in other fellow’s eyes. Invaluable for night driving. 


Jacobs Auto Safety Lamp Co., 


Blacksburg, Va. 


Lowest Priced Method 
of Efficient 
Spring Lubrication 


R & C Oiler comes in 30 ft. rolls. 
will equip from 6-12 ears. 
in few minutes. Real dealer cpportunity. Good 
profits. Write. Exclusive distributors wanted. 
R. & C. MFG. CO. 
Parkersburg, W. Va. 


One roll 
Installed with pliers 























REPAIRMEN 


Here’s a new 





source of profit! 
Send us your rewind jobs. We 
are ‘‘Armature Winding Spe- 
Cialists.’’ 
Profit for you in our service. 
Prices in proportion. All work guaranteed. 
all coneeeeore 








Ford generator armature rewound—$1.95. 
Write for catalog and prices on 


. M. FREDERICKS CO., Lock Haven, Pa., U. S. A. 


Other 





a Ahk 














Needs no oil. Short proof. Fool proof. Sor"Fards se wert 


wabble in the shaft. Bakelite —— is 
Sold through the 


the price of one. 


MILWAUKEE, WIS., U. S. A. 


2 timers for 


reversible, giving 
jebber. Write for folder and discounts. 


Mechanical Production Co. 























/ AN AUTOMOTIVE. 
NECESSITY THA Seas 


LORENTZEN HEADLIGHT KONTROL, 


INC 


olOMCTT. Vale BES] am 











New York City. 





Made by Worlds Oldest 
Bumper Manufacturers 


gure 


Write For 




















GEMCO MFG. CO. 


742 So. PierceSt. Milwaukee Wis 


FREE CATALOG 
No. 31 
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CR; 99 A complete car 
The “Big Four” "> 
RUBBER COVERED—IMPOSSIBLE TO INJURE CAR. 
Used in connection with our Little Giant Water Savers, 
or can be applied to any % in. or % in, valve. 
Rubber Nozzle—for full water flow. 

Spray Nozzle—for general purposes. 
Spout Nozzle—for cutting mud from fenders, etc. 
Slot Nozzle—a sheet of water covering a large surface 
with force. 
PRICE—Set of four Nozzles, $2.00 less dealers discount 
The Gaylord Manufacturing Company 
Paterson, N. J 


, Outperforms any 
car in its class 


GARDNER 


BUILT BY THE GARDNER MOTOR CO.— BUILDERS OF VEHICLES SINCE 18282 























Let us send you eur FREE Catalogue on 


uetter's 


Fly-Wheel GearBands 


Huetter Machine & Tool Co. 


546 Kentucky Ave. Indianapolis, Ind. 





Real High Tension Ignition 
for Ford Cars 


Varley coils eliminate nearly all chronic ignition 
trouble. Save gas. Add power. Keep plugs clean. 
Stop misfiring. Save repairs. $2.50 each. Write for 
full particulars. 


The Autocoil Co., Jersey City, N. J. 





























NO-LEAK-O PISTON RINGS 
Won't Leak Because They’re Sealed With Oil 


es 


@ pump. % 
National advertising is helping the dealer sell 
No-Leak-O. 
It will pay you to stock No-Leak-O at once. 

Price 35c and up 


RING CO., Dept. 376, Muskegon, Mich. 

















NOG 
ORIGINAL 


SELF LOCKING RADIATOR CAP 
GENERAL AUTOMOTIVE CORP., 600 W. Jackson Blvd., CHICAGO 























“CONNEAUT” 
Plastic Metallic Packing 


Patented 
Stops the leaks in automobile water pumps. Mold it with your fingers. Makes 
& smooth metal bearing—adjustable and practically frictionless. At your 
Jobbers—Get it today. It does the trick. Put up in 1 lb. cans. If your Jobber 
doesn’t carry it, write us direct. Price $1.65 per pound, f. o. b. Conneaut, Ohio. 


The Conneaut Packing Company Conneaut, Ohio 























PERFECT PERFORMANCE | 


The remarkable showing of the three Fronty- 
Fords in the 500 mile race was due solely to 
the Frontenac Cylinder Head. This head is 
adapted for use on YOUR Ford by its de- 
signer and builder, Arthur Chevrolet. Book, 
“How to Build a Fronty- Ford,” $2; free with 
orders of $50 or more. Write for FREE catalog. 


CHEVROLET BROS. MFG. CO. 
410 W. 10th St. |§ INDIANAPOLIS, IND. 


rontenac 


CYLINDER HEAD 




















Isolators i As Old As 
Lock : The Auto Industry 


Plates. Vesta has 27 years of experience built 
An into it. The isolators have been used 

‘ for 8 years. Always in keeping with 
automotive requirements. Write for the 
“Book of Facts’’ and details. 


Vesta Which Ie Vesta Battery Corporation 
Feature elke Chicago, Il. 


Exclusive 








WELEVER 


“OIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Gocd 
Backed by Seven Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Sold most everywhere. If your dealer cannot supply you write us. 


























DO MOTOR RE-CONDITIONING AND 
EARN BIG MONEY! 

You can ream and hone an average cylinder bloc the factory way in fifty 
minutes. Do the work without removing the engine, quickly, efficiently and 
economically. All you need is 

FOSTER-JOHNSON Re-Conditioning Equipment 
Cylinder and Piston Reamers, Hones, Kylin General Purpose Reamers and 
Reamer Sharpeners, all included. 

Write for Foster-Johnson Station Manual and Tool Catalog 
FOSTER-JOHNSON REAMER 


1310 Beardsley Avenue. . Elkhart, Ind. 














Make the Air Cleaner 
Profits in Your Community 


UNITED MFG. & DISTRIBUTING CO. 
9707 Cottage Grove Ave., Chicago, IIll., U.S.A. 
Wm. E. Kemp, 245 W. 55th St., New York City 
New York and New England Distributor 


THE UNITED AIR CLEANER 


Dustless Air to the Motor 
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Water Circulating Pump 

For Ford Cars and Trucks 
Is as reliable as the Ford Car itself and as- 
sures a positive cooling system that constant- 


ly functions. No more overheating—No more 
freezing In travel—Made engineeringly cor- 
rect of best materials—quickly and easily in- 
stalled. Write for Dealer Discounts and com- 
plete information. 
WOOD-IMES MFG. CO., MINNEAPOLIS, MINN. 
Formerly Mid-West Mfg. Co. 



































OVER 100 ACCURATE SHORT -CUTS 
TO GOOD WILL AND PROFIT ~ ~ 


p caters “Thru your jobber - his service 1s economy ‘ 
STEVENS & COMPANY \ | 


Jee 




















375 BROADWAY ‘NEW YORK ‘ 

















“It pays to buy a Kellogg” 


ELLOG(,; 


COMPRESSORS 


RUCHESTER, NEW YORK 

















— Bakelite Case/ 


This famous roller-type timer is 
absolutely ‘‘short-proof"’. The only 
standard timer with Bakalite case 


MUUILDWAUIKEIE 
TIMER 4 FORDSSy 
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PARTS 


HOUSE OF A MILLION 
AUTO PARTS 


THE LARGEST STOCK OF NEW AND 
USED CAR AND TRUCK PARTS IN 
THE WORLD. WE HAVE EVERY- 
THING. 

New and Used Motors, Gears, Axles, Bear- 
ings, Springs, Magnetos, Generators, 
Clutches, Starters, Universal Joints, Radi- 
ators, Cushions, Wheels (Wood, Disk, 
Wire), Carburetors, Piston Rings and Pins, 


etc. 

Always mention model and serial number 
in order. 

Write us. All inquiries answered promptly 


DOUGLAS AUTO PARTS CO, INC. 
2003-5-7-9 South State St. Chicago, Hl. 








PIII 


AUTO PARTS 


SAVES 50% TO 75% ON ALL CARS 
New and Used Gears—Springs and Axles—Cylinders— 
Motors—Rear Systems, etc. Wire or Write 
INDIANA AUTO PARTS CO. 
316-18 NO. ILLINOIS ST. INDIANAPOLIS, IND. 
LARGEST CAR WRECKERS IN INDIANA 











ANY PART Send for Catalogue 
_ Cincinnati Auto Parts 


ANY CAR e 
NEW & Wrecking Co. 
or 712-714 Walnut St. 
CINCINNATI, OHIO 
USED Parts our middle name 
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DOWMETAL PISTONS 
Lighter, stronger, and longer wearing than aluminum 
or iron. Can be fitted with bronze bushings in the 
wrist pin holes same as in iron pistons. Dowmetal 
has no permanent growth. The expansion is little 
more than tron. 
SEND FOR PARTICULARS 
LAMMERT & MANN CO. 
Cylinder and Crankshaft Grinding 
215-21 N. Wood St. CHICAGO Phone West 4918 
CCRCHRROREROCCRORCOCCERERCECReeeeeeeeeeeececeeceteeeeees 


AUTO 200 stoacis PARTS 


NEW AND USED GEARS, AXLES, BEARINGS, 
SPRINGS, MAGNETOS, GENERATORS, ETC. JOB- 
BERS IN BANKRUPT AUTO SUPPLIES. 


BRIGHTMAN AUTO EXCHANGE 
821 Windsor Ave. HARTFORD, CONN. 


FOR SALE—Front Wheel Brakes for any make car. Have 
about 80 sets and tools. Also patents. Chance for auto- 
mobile mechanie, A. Hubalek, 744 Willoughby Ave., 
Brooklyn, N. Y. 











PITTI 














ADDRESS: FORD RIDEASY, 223 Grand Ave. W.. 
Detroit, Michigan. Absolutely kills the chatter shocks and 
Irons out the rocking rebounds. 











SPECIAL EQUIPMENT 


FOR SALE—Kohler Light Plant, 1500 Watts, just like 
new. Used for Demonstrating purpose only. Henry F. 
Luebke, West Bend, Wis. 








ey SALE—Akron Williams Vulcanizing Equipment. New 
co in first-class condition. Price attractive. BECK & 
RBITT COMPANY, First & Ashley Sts., St. Louis, Mo. 


=, 


PATENTS and PATENT ATTORNEYS 


PATENTS 


p Write for my free Guide Books “How to Obtain a 
atent’’ and “Invention and Industry’ and ‘Record 
of Invention” blank before disclosing inventions. Send 

el or sketch of your invention for instructions. 
Clon btness assured. No charge for above information. 
§ arence A. O’Brien, Registered Patent Lawyer, 232-A 
rtd Bank Building, directly across street from 
atent Office, Washington, D. C. 

















A Department that will Find What You Want, wie 
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INFORMATION 


Six cents a word is the rate for all undisplayed 
advertisements set solid, regular want ad style; all 
capitals, 9c. a word; all capitals leaded, 12c. a 
word; minimum charge $1 an insertion; payable 
in advance (see next paragraph). 


Ten per cent discount if one payment is made 
in advance for four or more consecutive inser- 
tions, Advertisements other than ‘Positions 
Wanted” will be billed monthly if run more 
than four times, 

Add five words for address if replies are to 
come to a box number address at any of our offices. 
These replies are forwarded each day as received, 
in new envelopes, at no extra charge. 


Refund will be made if all insertions ordered 
are not needed, the amount refunded being the 
difference between cost of insertions given and 
full amount paid. 

Telephone orders must be confirmed in writ- 
ing same day. No allowances can be made for 
errors of any kind unless prompt notification is 
sent us. 

When replying to blind ads be careful to put 
on your envelope the correct box number and do 
not enclose original letters of recommendation— 
send copies. 

Displayed advertisements are sold by the 
inch. Rates will be furnished upon application. 


The right is reserved to refuse any advertise- 
ment and also to rewrite and edit copy furnished 
whenever the publishers consider it advisable to do 
this 


THE BROADCASTER DEPARTMENT 


THE CLASS JOURNAL COMPANY 


239 W. 39th St., New York 
5 S. Wabash Ave., Chicago 





ster 








AGENTS and DISTRIBUTORS 








PATENTS and PATENT ATTORNEYS 


PATENT 


BOOKLET HIGHEST REFERENCES 
PROMPTNESS ASSURED BEST RESULTS 
Send drawing or model for examination 
and report as to patentability 
WATSON E. COLEMAN, Patent Lawyer 
644 G. Street, N. W., Washington, D. C. 








seeceeaugses 





Attorney-at-Law and Solicitor of Patents 


, C. L. PARKER 
Formerly Member Examining Corps, United 
States Patent Office 
American and foreign Patents secured. Searches made 
to determine patentability and validity. Patent suits 
conducted. Pamphlet of instruction sent upon request. 
McGill Building, WASHINGTON, D. C. 


MAPLE 








PATENTS 


Secured, Trade-marks and Copyrights Registered 
Prompt service. Highest references. Established 1864. 
Milo B. Stevens & Co. Registered Patent Attorneys. 








Offices 639 F. St.. Washington, D. C. 10 Monadnock 
Block, Chicago. 341 Leader News Bidg., Cleveland, 0. 
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BUSINESS OPPORTUNITIES 


FOR SALE—Garage and machine shop, Standard Oil fill- 
ing station. Distributor for Star, Durant and Flint cars 
in Northern Minnesota. Best little town in state. We 
have too much other business. Address Box 6184, care 
Motor Age. 5 S. Wabash Ave., Chicago, Il. 








FOR SALE OR LEASE—Good going garage business in 
town located eighty miles from St. Louis on hard road. 
Ferry crossing on Mississippi River. Battery and welding 
shop in connection. In Pike County. Owner has good 
reason for selling. Jaeger’s Garage, Clarksville, Mo. 





PARTNER WANTED—Growing business with splendid op- 
portunity needs man experienced in parts and accessories, 
with capital for expansion; or will sell outright. P. O. 
Box 965, Ashevilie, North Carolina. 


EXCLUSIVE AGENTS: WE WANT 
AN AGENT IN EVERY TERRITORY 
TO SELL THE FAMOUS K-W ROAD 
SMOOTHERS, A COMBINED SHOCK 
ABSORBER AND SNUBBER FOR 
FORD CARS. SET OF FOUR SELLS 
TO CAR OWNER FOR $20.00. WILL 
MAKE ARRANGEMENTS ' WITH 
RIGHT PARTY FOR EXCLUSIVE 
TERRITORY TO SELL FORD OWN- 
ERS, DEALERS AND GARAGES. 
SEND FOR LITERATURE AND 
WRITE US ALL ABOUT YOURSELF. 
THE K-W IGNITION CORPORA- 
TION, DEPARTMENT “B,” CLEVE- 
LAND, OHIO. 








MISCELLANEOUS 





WANTED—183 INCH RACING MO- 
TOR OR CAR. ADDRESS BOX 6185. 
c/o MOTOR AGE. 5 S. WABASH AVE.. 
CHICAGO, ILL. 


FOR SALE — HUDSON 52 SECOND 
RACE CAR—REASONABLE. ADDRESS 
BOX 6188, CARE OF MOTOR AGE, 5 S. 
WABASH AVE., CHICAGO, ILL. 

FOR SALE-—Fronty Ford racing car. One man body, 28x4 


tires, hollcw crankshaft, oversize axles on ball bearings, 
Hartfords. $550.00. Carl Foster, North Manchester, Ind. 











WANTED—List and attractive prices on overstock of Ford 
parts and anything in accessory line We have over- 
stocks. Write for our list. East Texas Auto Supply Ce., 
Tyler, Texas. 








HELP WANTED 





SALESMAN WANTED TO CARRY 
STOPLIGHT SWITCH AS SIDELINE. 
ADDRESS BOX 6189 c/o MOTOR AGE, 
5 S. WABASH AVE., CHICAGO, ILLI- 
NOIS. 





SALESMAN—To distribute polished aluminum city name 
plates for Automobiles... Sell easily and rapidly where 
introduced. -Over 15,000 sold in one city alone. Hustler 
can earn $500.00 per month. Exclusive territory given. 
Address G. E. E., 2537 Oliver Bldg., Pittsburgh, Pa. 





SALESMEN calling on garages can get exclusive. territory 
on new labor and time saver and other garage equipment 
Libéral commissions. Full or part time Products mot 
competitive. Box 446, Aurora, [llinois. 








SITUATIONS WANTED 





POSITION WANTED—by man with experience with acces- 
sories, parts room and bookkeeping. Prefers to locate in 
Utah, Idaho or Oregon. Eight years’ experience in auto- 
mobile business. Address Box No. 6183, care Motor Age, 
5 S. Wabash Ave., Chicago, Il. 








Employment, Agencies, Machinery 
For any business want 


Broadcaster Dept. 


is the answer 
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BALL BEARINGS 


VFFMAN 


ROLLER BEARINGS 


NURMA-AVFFMANN BEARINGS CURPURATION 
ANABLE AVE.,LVNG ISLAND CITY, N.Y. 











Every day you 
are losing profit 


Those lifting jobs that call men 
away from their assignment are 
wasters. 


One man with a 
Canton Crane can 
lift more in less 
time than five men 
without one. And 
there are a score of 
other jobs, me- 
chanics have found, 
where the Canton 
is handy and time- 
saving. 
Write for the booklet MA 
illustrated. It is a com- 
plete catalog of Canton 
Cranes giving sizes and 
rices. No obligation— 
just a line to— 


The Canton Foundry & Machine Co. 
Canton, Ohio 
New York Office, 203 East 15th Street 


NTON 


: PORTABLE ; 
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The Advertisers’ Index is published as a convenience 
and not as a part of the advertising contract. Every 


care will be taken to index correctly. 


No allow- 


ance will be made for errors or failure to insert. 


A. C. Spark Plug Co 
Adjustable Bearing Co 
Ahlberg Bearing Co 
Akron-Selle Co., The 
Albertson & Co. 

Allen Mfg. Co. 
Almond, T. R., Mfg. Co......... 


American Chain Co 





Ames, B. C., Co. 

Apex Elec. Mfg. Cv 
Armature Rewinding Co., Inc 
Atwater-Kent Mfg. Co 
Autocoil Co., The 

Auto Spring Control Co 





Bastian-Blessing Co. ....................-- 89 
Bearings Co. of America 

Bell Mfg. Co 
Bellevue Mfg. Co 
Berger Mfg. Co 
Biflex Corp., The 

Black & Decker Mfg. Co...2d Cover 
Bonney Forge & Tool Works 


Bosch Magneto Corp., 
American 











52 and 53 
Bosch, Robert, Magneto Co 
Broadcaster Department 

Brunner Mfg. Co 





Batler Automotive Serv. Co 
Burton-Rogers Co. 


C. & G. Wheel Puller Co. 
Camden Artcraft Co. 
Canton Foundry & Mach. Co 


Carroll-Jamieson Machine Tool 
Co. 


Chevrolet Bros. Mfg. Co. 
Chicago Solder Co 
Cincinnati Victor Co. 
Cloyes Gear Works 
Conneaut Packing Co 





Continental Battery Co. 
Continental Sales Corp 
Cronk, E. D. & A. F., Ine 


Curtis Pneumatic Mach. Co. 


Davis, G. W., Motor Car Co. 
Detroit Steel Prod. Co 


Diamond State Fibre Co................. 
Ditwiler Mfg. Co 
Durkee-Atwood Co. 


Eaton Axle & Spring Co............. 
Elcar Motor Co. 


me fe, Se ; 
Fisk Tire Co., Inc. 
Foster-Johnson Reamer Co. 
Fredericks, H. M., Co 

Ft. Recovery Stirrup Co............... 


Gardner Motor Car Co 

Gates Rubber Co. 96 
Gaylord Mfg. Co 1122 
Gemco Mfg. Co 111 
General Automotive Corp...............1122 








General Motors Corp......... 90 and 91 
General Storage Battery Co.........109 
General Tire & Rubber Co...57 to 60 
Gilmer, L. H., Co. 

Goodrich-Lenhart Mfg. Co.............108 
Graton & Knight Mfg. Co 102 
Green Engineering Co.................- 109 


H. & H. Manufacturing Co. 
Hall Cylinder Hone Co., The........ 
Harrison Radiator Corp............... 8 
Hobart Bros. Co. 

Holmes, Ernest, Co............. 

Holt Mfg. Co 
Home Appliance Corp 

Huetter Mach. & Tool Co 

Hyatt Roller Bearing Co.............- § 
Hyman Pressed Body Co.........-.-: 





Indiana Piston Ring Co... 


Indiana Rubber & Sasatated P 
Wire Co... aa ar ge 


Jacobs Auto Safety Lamp Co., 
Inc. Suteiussaabenae 


Johns-Manville, Inc 
Johnson Gas Appliance Co........- 
Jordan Motor Car Co.....Front Cover 








Kawr 
Kello 
Kelso 
Key 

Kiss 
Kleat 
Koko 


Land 
Lang 
Line 
Lore 
Inc 
Loui: 


Lux 


| Lyon 


Man 
Meac 
Meck 
Milw 
Milv 
Mite 
Mote 


Nati 
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New 
New 
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Pack 
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Petr 
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. nm Lemp Ce, Tie...................... 104 
Kawneer Co., The....................0000....110 
Kellogg Mfg. Co.......................89, 112 
Rs MN isaac caveneosnccsvcsenesarecions 110 
Key Boiler Equip. Co..................... 101 
Kissel Motor Car Co..................... 108 
Klean-Rite Auto Laundry Co....... 111 
Kokomo Rubber Co....................-.... 116 
Se kL nee 
Lange Auto Spec. Co. 

Lincoln Products Co................. one 
Lorentzen Headlight Kontrol 

TDs, shcdassscscnaessaucvaneenen:encses ei) 
Louisville Electric Mfg. Co......... 107 
ee a : ae 109 
Lyon Metallic Mfg. Co................... 94 
et + eee 89, 106 
Meachem Gear Corp..............2....0-0-+- 108 
Mechanical Production Co............. 111 
Milwaukee Die Casting Co...........110 
Milwaukee Motor Prod., Inc......... 112 
Mitchell Specialty Co..................... 110 
Motor Wheel Corp........... Back Cover 
National Cable Compound Co.....106 
National Carbon Co...........2..0.00..--. 100 
New Departure Mfg. Co..............--- 73 
New Era Spg. & Specialty Co.....106 


No-Leak-O Piston Ring Co........... 112 
Nordyke & Marmon Co.....3rd Cover 


Norma-Hoffman Bearings Corp...114 





Norwalk Auto Parts Co.................108 
Oakland Motor Car Co... 6 
Oxweld Acetylene Co....c..ccccccc--o---. 89 
Packard Electric To., The........... 111 
Perfection Heater & Mfg. Co....... 62 
Petry, Ne As, Coo, Umeccccccccccccccccece 51 
Pioneer Armature a ee 107 
Portland Cement Assn,.................- 50 
R. & C, Manufacturing Co........... 111 
Radiator Eng. Co. 110 
Ramsey Ace. Mfg. COs-dccce-ssscese-- 109 
Reo Motor Car ere 8 





a a 2) eee 107 
Rickenbacker Motor Co................... 75 
Rose, Frank, Mfg. Co................... 86 


Ross Gear & Tool Co 
Ruby Chemical Co., The 
Russell, Burdsall & Ward Bolt 






TE TRUE Qiks cee 93 
St. Paul Welding & Mfg. Co....... 109 
Sav-Oil Ring Mfg. Co................... 110 


Service Equipment Associates.... 89 
Seawver Ca, Tite... nck... 
Stevens & Co............... 





Stewart-Warner Speed. Corp....... ‘ 








Om: Tie Ciisstscsictccceecccsieonaniaetied 111 
TT 
Studebaker Corp. .............-.....:c.000- 5 
Suburban Transit Co..................... 111 
Sundstrand Adding Mach. Co..... 97 
Yhermoid Rubber Co............. 69 to 72 
Timken Roller Bearing Co........... 7 
lripp-Secord & Co.....................0-00+- 108 
United Mfg. & Dist. Co................. 112 
U. S. Auto Supply Co.................. 108 
U. S. Electrical Tool Co................. 95 
Universal Industrial Corp.............108 
Van Dorn Elec. Tool Co............... 77 
Vesta Battery Corp.....................-- 112 
Walker Mfg. Co oa 99 
Wall Pump & Comp. Co................. 110 
WUC Ris Ct iciccescccscsccscesacssooct 103 
Watson, John Warren Co.............110 
Waukesha Motor Co..................-+.. 107 
Wemwer BEGG: Csi. ncnnccccccccons 1, 89 
Weidenhoff Products ...................... 89 
Welever Piston Ring Co................. 112 
Welker-Hoops Mfg. Co................... 108 
Westcott Motor Car Co................... 4 
Weston Elec. Instrument Co.......100 
Wilkening: MIG: Cin... cesciseens 109 
Willys-Overland, Inc........... 74 and 75 
Wood-Imes Mfg. Co.... saves 112 
re 
Zenith-Detroit Corp. ......................108 

















Sell this automatic body for 


quick loading 


Sell the safe and inexpensive 
Saftee Dump Body as eco- 
nomical hauling equipment on 
Ford and Chevrolet chassis. 
Make extra profits as well as 
extra sales for with’ the 
Saftee Body, your chassis can 
earn more money for your 
customers, 

The Saftee dumps its load by 
gravity without the destruc- 
tive “slam-banging” of the 
chassis. It reaches the point 
of full tilt at the same speed 
with which it starts. The 
body returns without effort or 
“bang.” 


SAFTEE 


Automatic 


DUMP BODY 


and dumping 


Sturdily built of sheet steel, 
welded and _ reinforced 
throughout. Tail gate works 
automatically and may be 
swung from either top or bot- 
tom. It is sand tight and al- 
lows a clearance of 18 inches. 
Body capacity, level full, 27 
cubic feet. 


Write today for 
distributing plan! 


prices and 


The Ditwiler Mfg. Co. 
Galion, Ohio 


Manufacturers also of Hand 
Operated Dump Bodies 


Model TA for 
Ford Chassis 
Model AA for 
Chevrolet 
Chassis 




















850 Steel Spacing Washers 


17 sizes—50 of each size per box. 


Inside diameters from 


¥% to 1 inch, .015 thick. This assortment made for ad- 
justing end play in all makes and types of starting 
motors and generators. Largest washer illustrated made 


to go in the front end plate of Ford generator. 


Lateral 


motion thus adjusted without removing bearing from 


armature shaft. 


Mailed, post paid, per box, $3.50. 
If not handled by your jobber, order from us. 
Any size or sizes used, can be replaced. 


ARMATURES: We rewind any and all kinds of GEN- 
ERATOR, MOTOR and MAGNETO armatures, and 
reship same day old armatures received. 

FORD GENERATOR AND MOTOR ARMA- 


TURES 


..$ 1.50 





ALL SMALL DOUBLE UNIT GENERATOR 
AND MOTOR ARMATURES 5.00 
SINGLE UNIT MOTOR GENERATOR ARMA- 


TURES 





10.00 





MAGNETO ARMATURES 


$3.75 to $4.75 





Armature Rewinding Co., Inc. 


3301 Washington Blvd., St. Louis, Mo. ~ 2 
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—for passenger car 
and truck owners who 
demand the BEST in a 
high-pressure cord! 


The big, Kokomo Heavy Duty Truck 
Cord is a genuine quality tire — and sells 
as such because it LOOKS the part. 


Your customers can't see the inner good- 
ness of this new tire, though its heavy 
cord structure is an unusual example of 
Kokomo craftsmanship. But they can see 
the distinctive sidewall “bumpers” that 
prevent curb chafing and lateral shocks. 
They can see the big, tough, Kokomo 
multi-member tread that makes for easy 
steering and counters skidding forces. 


The Kokomo Heavy Duty Truck Cord is 
built to supply the demand of your trade 
for a tire that will stand up on good roads 








and bad. Through the steady grind of Phe. present Me- 
hundreds of miles a day. Under the shone dations 
punishment of speed and heat and cold. —aiae | N Jf) 
Write today! Shae a a KY 
ealer- listri utor / y : . 
KOKOMO RUBBER co. proposilionis ready. 1 
KOKOMO INDIANA wo 
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CERISE, 





NORDYKE & MARMON COMPANY 





ww 
Nye oo RE 
BOO UE we M590 08 
S$ 39 
& mA Vd 39 a0" 
oC g Te coo NE OF 
so™ _ Ve get soe 
-gen® ou <xet™™ ant ove” 
yre™ sO og a acs ® re coun 
Cat gro ecn™ gl aout® “we 4o wis 
aor gcor™  yet® eo 
oF 





Established 1851 





DEALERS: Write for par- 
ticulars regarding the 
New Marmon Program 





INDIANAPOLIS, INDIANA 

















LT I is recognized that our 
major role throughout 

the whole of balloon 
tire development could not have 
been more creditably played. 





AND it is history that we 
made the steel wheel 
practical with better- 
ments based on the two-arc 
design, sonearly universal now. 





¢ 10, doing as well also by our 
SA} other types of wheels, 

# we supply wheels to 
more automobile manufac- 
turers than does anybody else, 


MOTOR WHEEL CORPORATION . //OOD WHEELS, STEEL WHEELS, ST1AMPINGS « LANSING, MICHIGAN 
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